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Travelers To Build 
16-Story Building In 
Downtown Boston 


Cost of New Structure at 125 High 
Street Will Be $7,000,000; Com- 
pany to Use Four Floors 


12 FLOORS FOR TENANTS 


This Will Be First Large Office 
Building Erected in This Area 
of Boston Since 1929 


Construction of a 16-story office build- 
ing in the heart of downtown Boston 
will be started by The Travelers Com- 
panies November 1, it is announced by 
Vice President Roger C. Wilkins of The 
Travelers. Speaking at the Hotel Stat- 
ler in Boston, Mr. Wilkins said that 
cost for the building had been estimated 
at $7,000,000. It will be constructed at 
125 High Street, a lot formerly owned 
by The Boston Post and purchased by 
The Travelers at auction earlier this 
year, for $475,000. 

Mr. Wilkins said The Travelers Com- 
panies would utilize four floors of the 
building for the Boston branch office 
with the remaining 12 floors to be oc- 
cupied by other tenants. Approximately 
295,000 square feet of floor space is 
provided by the building. 


City Officials Hail News 


Boston city officials had previously 
hailed news of the new building as being 
a “tremendous boost to the renewal 
problem facing that city’s business sec- 
© tion.” It will be the first large office 
© building erected in the area since 1929. 
' Architects for the building are Kahn 
© and Jacobs of New York City while the 
' contractor will be the George A. Fuller 
— Company of New York and Boston. 

The building will be constructed of 
' white and blue brick masonry over a 
' steel framework. A center section, three 
| stories higher than the 16 office ‘floors, 
' will be faced with white glazed brick. 
' This section will house most of the 
© building’s facilities including elevators, 
= stairways, etc. 

| The front, or north end of the build- 
» ing and the two sides, to a point about 
halfway back, will be enclosed by a land- 
~ scaped plaza. A parking area will be 
' located at the rear of the building. All 
' 16 floors will be air conditioned and the 
' newest type of operatorless elevators 
' will be installed. 

The Travelers present branch office 
- is located at 147 Milk Street. During 
- 1956 paid premiums for Group and ordi- 
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Actuaries From Many 
ations Convene In 
ongress Held Here 


First Such Gathering Held In 
U. S. A. Since International 
Meeting of 1903 


M. E. DAVIS IS PRESIDENT 


Henry Cabot Lodge, U. S. Ambas- 
sador to United Nations, 
Opening Session Speaker 


By Clarence Axman 


Many of the most noted actuaries of 
the world are among the 1,200 attending 
the XVth International Congress of 
Actuaries which had its opening session 
at Hotel Commodore in New York City 
this week. This does not include the 
wives of the actuaries, many of whom 
accompanied their husbands to the U.S.A. 
The last event of the Congress will be 
on October 24 and in the interim will be 
visits to Washington, D. C., where the 
actuaries will be received by President 
Eisenhower; and Toronto, where calls 
will be made on several head offices of 
insurance companies and the visitors will 
be guests of honor at a dinner given by 
the Canadian companies. 


Second Time Congress Has Been 


in U.S.A. 


This is the second occasion on which 
the International Congress of Actuaries 
has convened in New York, the last time 
being in 1903. One of the men who at- 
tended the 1903 convention, Williani ] 
Graham, a director of Equitable Society 
and formerly a vice president of that 
company, was at the Commodore this 
Among others living who attended 


week. 1 
the 1903 Congress are Arthur Hunter, 


former actuary of New York Life; E. E 
Rhodes, former actuary of Mutual Bene- 
fit Life, and William O.- Morris, North 
American Life. 

Since 1903 there have been interna- 
tional congresses in Stockholm, Rome, 
Paris, London, the Hague and Madrid. 
During World War II no international 
convention was held. 


Elect M. E. Davis President 


Elected president of XVth Congress 
was Malvin E. Davis, vice president and 
chief actuary, Metropolitan Life, who 
could not attend the Congress because 
he is now in Harkness Pavilion for 
medical check-ups. Mr. Davis retired 
this week as president of Society of 
Actuaries, a post he held for the past 
year. One of the best known figures in 
the actuarial world, he was chairman of 
the committee of Society of Actuaries 
which made an extended report on elec- 
tronics for that Society which involved 
a study of several years. He has been 
with Metropolitan Life from the time he 
left college. 

Walter Klem, senior vice president and 
actuary of Equitable Life Assurance 


(Continued on Page 11) 
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Reduced Single Premium 
Annuity Rates 





Commission rate on Single Premium Life Annuities 
now increased to 214%. 


Refund of “unearned” 
Premium on Death: 


On deaths occurring on or after April 1, 1957, 
any premium paid for a period beyond date of 
death on any premium-paying ordinary insurance 
policy, including American Experience policies, 
or any survivorship or deferred survivorship 
annuity will now be added to the proceeds of the 
policy and paid to the beneficiary. 


Of course, this does not apply to single premium 
policies, single premiums paid as of date of issue 
for a special class rating, premiums waived under 
a disability or payor provision, or policies under 
which the amount payable is a return of premiums 
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benefit, as when an aviation exclusion rider applies 
or under a New York Juvenile policy during the 
return of premiums period, nor does it apply to 
any annuity policy other than a survivorship or 
deferred survivorship annuity. 

Post Mortem Dividend will not be affected by 
this refund. Under American Experience policies, 
the full year’s dividend will be payable. Under 
C.S.O. policies, it will be prorated. 


General Liberalizations 
of Occupation Ratings 


e Effective immediately, many occupations are 
no longer considered extra hazardous. 

e All rateable occupations now call for flat 
extra premiums. 

e No more table ratings for occupations. 


This change is particularly advantageous at the 
older ages and on higher premium policies. For 
instance a 45-year-old sandblaster would have been 
rated $14.06 per thousand compared to the present 
$5.00 on an Ordinary Life premium of $36.03. 
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INTERNATIONAL 


CONGRESS OF ACTUARIES IN NEW YORK 





President Eisenhower’s Greeting, 


Talk By Lodge Feature Opening 


The 15th International Congress of 
Actuaries opened in New York’s Com- 
modore Hotel on Tuesday with more 
than 1,200 actuaries attending. More 
than half of these are from the United 
States and Canada. About 600 actuaries 
are from 30 other countries. The largest 
delegation from overseas is the group of 
81 from England and Ireland with 14 
from Scotland. France is next with 66. 
There are a large number from the Scan- 
dinavian countries, The problem of 
language was reduced to a minimum for 
the two-week meeting by a simultaneous 
translating system akin to that used by 
the United Nations. By means of a 
headset and a switch, the actuaries are 
able to tune in to any of five languages— 
English, French, German, Italian and 
Spanish, 

President Eisenhower’s Greeting 


The meeting, the first to be held in 
the United States since 1903, was offi- 
cially opened by A. Theate of Belgium, 
president of the Permanent Committee 
for ICA. Malvin E. Davis, vice presi- 
dent and chief actuary of Metropolitan 
Life, was scheduled to welcome the ac- 
tuaries but because of illness this was 
done by Walter Klem, senior vice presi- 
dent and actuary of E -quitable Society. 

A message of greeting was read from 
President Dwight D. Eisenhower in 
which he said that life insurance was an 
important security measure around the 
world today and a basic tool for prog- 
ress. The President said that this inter- 
national assemblage will bring strength 
to the builder Ts’ of peace in the growing 


tradition of “People-to-People” | rela- 
tionships. 

Henry Cabot Lodge, Jr., U. S. Repre- 
sentative to the United Nations and 


Representative on the Security Council, 
was the principal speaker at the opening 
session, 

Mr. Lodge’s address was followed by 
remarks by actuaries representing the 
five major languages spoken at the Con- 
gress. They were C. F. Wood, president 
of the Institute of Actuaries of England; 
Henri Auterbe, president of the Institute 
of French Actuaries; Hans Parthier, of 
the board of directors of the Life In- 
surance Alliance of Germany; Riccardo 
Ottaviani of Italy, a member of the Di- 
rective Council of the Permanent Com- 
mittee of ICA; and Antonio Lasheras- 
Sanz of Spain, member of the Directive 
Council. 

Data Processing Discussion 


One of the subjects of absorbing in- 


terest to actuaries the world over today 
is the development and use of electronic 
data processing equipment. This was the 
opening subject for discussion Tuesday 
afternoon, The Society of Actuaries of 
the U. S. made available to the delegates 
a bound volume containing the report of 


its special committee on this subject 
headed by John J. Finelli, third vice 
president of Metropolitan Life. There 


were about a dozen papers presented on 


this general subject, the papers being 
summarized by Henry F. Rood, vice 


president and actuary of Lincoln Nation- 
al Life. All the papers on the different 
discussion subjects throughout the ses- 
sions were furnished delegates in two 
bound volumes. 
Group Coverages 
and Pensions, 


for Life Insurance 
the subject for Wednes- 
day, was covered by thirty papers, a 
number of them by actuaries of other 
countries than United States and Canada 
which furnished the majority. These 
papers were summarized by W. 

Adams, vice president and secretary of 
Canada Life and C. J. Archibald, vice 
president Bankers Life of Des Moines. 

Classification of Risks for Individual 
Life Insurance, on Thursday, had _thir- 
tcen papers which were summarized by 

. F,. Ryan, vice president and actuary 
of New York Life. 

Analytical Expressions of Risks In- 
volved in General Insurance, one of the 
subjects for today (Friday), will be sum- 
marized by Charles A. Spoerl, vice presi- 
dent and actuary of Aetna Life. Other 
subjects for today are: 

Effect of Population Changes on Life 
and Disability Insurance, Pensions and 
National Social Insurance, summarized 
by Mortimer Spiegelman, associate 
statistician Metropolitan Life. 

Shortened Methods of Making fap 9 
arial Computations, summarized by B. 
Winter, 2nd vice president and associz a 
actuary of the Prudential. 

Next week on Thursday and 
there will be four seminars on 
aspects of electronics. 

The program of activities of ICA in- 
clude a trip to Washington, D. C. and 
visit to the White House next Monday, 
a side visit to Toronto Tuesday and 
Wednesday, visits to home offices, in- 
spection of electronic computer installa- 
tions and many social functions through- 
out the two weeks. 

Summaries of some of 
papers follow: 


Friday 
various 


the individual 


Electronic Data Processing Equipment 


J. J. Finelli 
Metropolitan Life 


Two years of experience with a mag- 
netic tape rapid-calculating electronic de- 
vice “has introduced a degree of ac- 
curacy hitherto unknown, and is achiev- 
ing subst intial savings in operating 
costs,” according to J. J. Finelli, third 
vice president of Metropolitan Life. 

The particular equipment, consists of 
several units—a Card-to-Tape Converter, 
a Central Computer, a High Speed 
Printer, a Tape-to-Card Converter, two 
slow speed electronic typewriters oper- 
ated by magnetic tape and a typewriter 
capable of recording directly onto mag- 
netic tape. It was put into operation in 
mid-1954. 

The company’s actuarial department 
uses the magnetic tape equipment in 
connection with policy happenings. Re- 
ports of death claims, surrenders, lapses 
and so forth are received in punch card 
form from company departments and 


head offices in various cities. The elec- 
tronic equipment processes such reports 
to: 

1. produce classified totals of transac- 
tions, by type and geographical area, for 
use in developing state and provincial 
exhibits of issue and in force and for the 
Policy Exhibit, 

2. produce totals of the insurance in 
force classified by valuation groups for 
determining the reserve liability and for 
developing various other financial and 
analysis measures, 

3. control, to a degree, other company 
operations such as rechecking premiums 
on new issues and establishing independ- 
ently certain amounts authorized for 
entry into the company books on policy 
payments, 

This type of work is being done in 
four lines of business: Ordinary. Month- 
ly Accounting Debit, Weekly Premium 
Debit and Personal Accident and Sick- 
ness. In the aggregate, the fransactions 
affecting these four lines come to about 
000,000 per month. 


In addition, the electronic equipment 
is being required to perform the data 
processing involved in a wide variety of 
special studies and calculations—mortal- 
ity, lapse, surplus and expense studies, 
calculations of new rates and values, 
issue samples and others. 

Mr. Finelli said that the inherent ac- 
curacy of the system is “quite remark- 
able,” and that the number of times the 
machine has stopped because of the op- 
eration of built-in error detection cir- 
cuits has not been large enough to ma- 
terially affect the production expected 
of the system. 

Referring once again to the operation 
of the rapid calcul: iting device, Mr. 
Finelli said that those in charge “are 
highly pleased with what the electronic 
equipment has enabled them to do, and 
believe that the future will yield an even 
better picture.” 


Manuel R. Cueto 
New York Life 


One of the most significant phenomena 
evolved in the modern business office, 
the electronic computer system has prov- 
en a valuable tool for opening new fields 
of endeavor, upgrading clerical oppor- 
tunities and meeting the personnel short- 
age so widely felt, according to Manuel 
R. Cueto, second vice president and ac- 
tuary of New York Life. 

“The extraordinary growth of life in- 
surance since World War II has caused 
the computational and record keeping 
operations of the life insurance industry 
to assume staggering proportions,” Mr. 
Cueto said. “The advent of the elec- 
tronic processing systems for office use 
has presented to managament a timely 
tool that can be used to cope effectively 
and efficiently with this thorny problem.” 

Describing the steps taken by the New 
York Life in setting up its electronic 
processing machine, Mr. Cueto warned 
that great care should be taken in pre- 
liminary studies, lest “such equipment 
will be merely replacing current methods 
at a higher cost of operation without tak- 
ing full advantage of ie great potential 
of these machines in providing optimum 
efficiency and cost-saving.” 

His company, which first mechanized 
in 1909 with punched card systems, then 
adopted small electronic machines in 1952 
and more recently put in a big machine, 
in 1956, made a long and detailed study 
of the needs, the many varieties of ma- 
chines available, the adaptability of each 
to the proposed tasks and the problems 
and economies involved. 

It was pointed out that even such de- 
tails as physical installation costs should 
be carefully studied, since details such 
as difference in floor rental space, extra 
wiring, addition of extra floor supports, 
power supply, air conditioning and hu- 
midity control are important in the over- 
all cost picture. 

Some measure of the space economy 
was described by Mr. Cueto in referring 
to the filing system relating to the valu- 
ation and dividend records alone. He 
pointed out that, with the new machine, 
5 card files with about 22,500,000 cards 
were replaced by 2 card files with about 
9,000,000 cards and one file on tape. One 
of the new card files was a reproduction 
of the individual consolidated valuation 
and dividend record contained on tape 
to provide visual reference 

Another warning given by Mr. Cueto 
concerned the projection of use on the 
basis of maximum efficiency. 

“Tt is not reasonable to assume maxi- 
mum speeds of the machines at 100 per 
cent efficiency,” he said. “Some per- 
centages varying between 75 per cent 
and 90 per cent for magnetic tape ma- 
chines and about 50 per cent for punched 
card machines are closer to the facts.” 

Training personnel for the use of the 
new machines was another factor espe- 
cially stressed by Mr. Cueto, who stated 
that it must be remembered that such 
personnel falls into three categories: 
those doing the planning and program- 
ming; those operating the machines; 


and those preparing the data for the 
equipment. 

“As a matter of fact, it is advisable, 
whenever possible, to select personnel 
from within the organization,” he said, 
“since they already possess a knowledge 
of the business and particular pro- 
cedures.” 

Mr. Cueto also discussed the subject 
of feasibility studies which, the s ated, 
when properly conducted are an orderly 
and systematic method of sntlilintine 
the necessary preparation for the selec 
tion and introduction of an electronic 
system. He pointed out the necessary 
requirements for such a study, its pur- 
pose, and a method for conducting a 
feasibility study, giving the factors that 
should be covered, the questions to be 
resolved with attention to costs of the 
various elements entering into the intro- 
duction of an electronic system and the 
savings that may be realized. 


Robert E. Slater 
John Hancock Mutual Life 


The magnitude of the job of convert- 
ing to operation of a rapid calculating 
device—electronic data processing equip- 
ment—was set forth in a paper by Rob- 
ert E. Slater, 





vice president of John 
Hz ancock Mutual Life. 
“It is a very common experience to 


discover that once the computer arrives, 
the road to electronic processing starts 
off with rather a —— dip—from blue 
sky to solid ground,” Mr. Slater said. 

Companies must find from 2,500 to 
5.C00 square feet to spare for computer 
operations, and in addition, there is an 
investment for power and air condition- 
ing. It may also become necessary to 
reinforce floor load capacities. 

It takes eight weeks to train operators, 
and up to 12 weeks to train program- 
mers. Only then can they begin con- 
tributing to the actual data processing 
work. This training is a small percent- 
age of the time it takes to develop truly 
proficient operators and programmers 
the time must be measured in man-years, 
Mr. Slater declared. 

While a computer operates in micro- 
seconds, a program takes a long while to 
be developed, tested and “debugged.” 
The simplest runs are seldom correctly 
coded the first time, even by experienced 
programmers. A single operation like 
premium billing can take more than a 
dozen different computer runs. 

Mr. Slater listed the advantages of 
magnetic tape equipment as speed. econ- 
omy, accuracy and simplification of man- 
agement structure. High speed electronic 
equipment doing fairly simple processing 
iobs has a “voracious appetite for data,” 
he said. Moreover, the typical 1,500-foot 
reel of magnetic tape can store twice as 
much information as 18,000 punched 
cards. While the initial cost of the tape 
is approximately twice the cost of the 
cards, it may be used many hundred 
times; cards can only be used once. In- 
formation can be stored on tape in about 
one-fortieth of the space, and with about 


a twentieth of the weight of cards to 
store equivalent information. 
Mr. Slater also said that items filed 


on magnetic tape cannot get out of se- 
quence. In addition, accuracy can be 
checked on tape in such a way as to make 
undetected errors virtually impossible 

As an organization grows, if punched 
cards are used in accounting procedures 
it becomes necessary to subdivide the 
functions into smaller and simpler parts, 
carried out by specialists. With special- 
ization comes departments, department 
managers and a hierarchy of manage- 
ment above them. Electronic data proc- 
essing machinery, Mr. Slater p: vinted 
out, replaces the need for training and 
retraining personnel in the mechanics of 
doing a given job. An organization that 
grew large and department: ulized to 
handle a complicated job can be consoli- 
dated as computers take over more of 
the routine work. 

“For routine operations,” he com- 
mented, “the logical and ultimate end 
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of this trend would be a simple organiza- 
tion devoted solely to the care — feed- 
ing of a large computing cente 


John W. Ritchie 
Sun Life of Canada 


How one large life insurance company 
reassured its staff over the coming of 
“automation” is the subject of a paper 
presented by John W. Ritchie, an ac- 
tuary of Sun Life Assurance of Canada, 
who said that once his company had de- 
cided to acquire an electronic data proc- 
essing system, the staff was assured 
that: 

1. The system would replace the more 
mer ial types of office work 

The system was only a too! which 
nm to be told in great detail what to 
do step by step. This would create new 
— for people with special skills. 

There would be a tendency for jobs 
to “ts upgraded rather than downgraded 

4. Everyone would be continued in his 
job with no reduction in salary. 

To allay any remaining fears as to 
their future with the company, a film on 
electronic computers was run off, depart- 
ment by department, with explanations 
where there were questions. The com- 
pany was particularly anxious to clear 
up doubts in departments which would 
be radically affected by the system. 

“In this way we were able to bring 
into the open certain hidden fears of 
which we had not been aware,” Mr. 
Ritchie said. “An example of this was 
the fear that if one were not selected as 
a programmer, all hope of job upgrading 
arising out of the electronic data proces- 
sing system had gone. 

“The not inconsiderable amount of 
time which we devoted to the depart- 
mental meetings with our staff was time 
well spent. To the best of our knowl- 
edge, no one has left the company be- 
cause of a fear that the electronic data 
processing system would eliminate his 
job, or a fear that other employess would 
progress more rapidly on the types of 
jobs available in the new era.” 

One of the reasons why British life 
insurance companies have not so far 
made large investments in electronic 
data equipment is that up to now 
punched card systems are quite capable 
of providing them with the right answers 
economically, A. C. Baker, actuarial 
superintendent, Royal Insurance Co., 
Liverpool, said. 

Electronic data processors thave been 
developed in Great Britain, and are 
available there, along with some U. S. 
equipment, Mr. Baker said, and British 
actuaries have kept a watch on develop- 
ments. Some computers have been or- 
dered, but these are small-scale punched- 
card computers in the £15,000 range. Mr 
Baker pointed out that while there might 
be a desire for a large-scale system, the 
size of the British life insurance com- 

any and the relative simplicity of its 
methods does not permit an expenditure 
of one million dollars or more on a 
single installation. 

The experience of a French insurance 
company with an I.B.M. 650 calculating 
machine was also reported by X Le 
Minor, actuary, University of Lyons 
Hakan Prawitz, of Stockholm. described 
the method used by all Swedish com- 
panies to compute basic tables, and 
tables for temporary annuities and pre- 
miums by means of an electronic cal- 
culator. 

Harald Bohman, actuary of the Skan- 
dia Life, Stockholm, told in detail the 
plans for using a British electronic com 
puter to be delivered in the spring of 
1958. 

A Dutch actuary, L. Engelfriet, of The 
Hague, described an integrated process- 
ing system with punched cards, used by 
a Dutch life insurance company. 


Social Security Administration 
Greville and Stickell 


Two dramatic examples of “short cuts’ 
made possible by electronic data proc- 


’ 


equipment — rz "ae calculators — 
were described by T. E. Greville, as- 
sistant chief actuary, iene Edward E. 
Stickell of the Bureau of Old Age and 
Survivors Insurance, both of the U. S. 
Social Security Administration, who saicl 
that when it was recognized that it 
would soon be impossible to put all ne- 
cessary information about a_worker’s 
account on a single punch card, the de- 
cision was made to convert to electronic 
data processing equipment. 

Now the equipment is being further 
used to reduce manual clerical work, 
they said. An important and time-con- 
suming operation is the processing of 
earnings reports containing incorrect ac- 
count numbers. Each year almost 10 
million such incorrect items are received, 
and under the former procedure, more 
than one million of these required cor- 
respondence with employers, district of- 
fices or employes. 

Analysis showed that in over 94% of 
the cases, the errors were due to a single 
digit or a single transposition of two 
digits. Because so far only 120 million 
account numbers have been issued, the 
number of possible errors per account is 
about 11. 

To check these possible errors manu- 
ally would be a formidable task, but not 
so with the electronic equipment. This 
will mean a reduction of correspondence 
to one-third of what it had been in the 
past, or savings of more than one million 
dollars a year. 


essing 


Another example of an_ electronic 
“short cut” involves certification of a 
claim. There are several alternative 


benefit computations by different meth- 
ods, and the beneficiary is entitled to 
the highest possible benefit amount, 
Each year the Social Security Admin- 
istration receives about two million re- 
quests for wage record action from 
claims filed in over 500 district offices 


throughout the U. S. The electronic 
device is now being used to help com- 


pute claims, thereby materially reducing 
the amout of clerical work needed, 


Group Coverage Life And Pensions 


G. W. Fitzhugh 
Metropolitan Life 


The development of employe welfare 
funds has made possible the extension of 
the benefits of Group insurance and 
Group annuities to millions of employes 
who had not been reached by more tra- 
ditional methods, said G. W. Fitzhugh, 
second vice president, Metropolitan Life. 
The overwhelming majority of employe 
welfare funds have been honestly and 
economically operated, and their devel- 
opment should be encouraged, not dis- 
couraged, Mr. Fitzhugh declared. 

The “fund” method of providing 
health, welfare and pension benefits to 
employes in a given industry has these 
points in its favor, Mr. Fitzhugh said: 

It is practical to include employes 
of firms with only one or two employes 
each. 

“Transient” employes, who normally 
work for several employers in relatively 
short space of time may also be included. 

3. A uniform rate of cost to employ- 
ers, for uniform employe benefits, can 
be produced. 

The fund smooths out severe fluc- 
tuations in cost from employer to em- 
ployer and from year to year, due to 
differences in age, sex, marital status 
and other factors affecting the claim ex- 
perience of different employers. 

Mr. Fitzhugh said that safeguards 
must be taken to prevent certain weak- 
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nesses from developing. He emphasized 
the need for a strong cohesive central 
agency. Among other things, a central 
agency is needed to produce a reason- 
able persistency among the original par- 
ticipants, and to attract new employers 
to come into the fund. Certain adminis- 
trative problems may also arise—for ex- 
ample collecting premiums from each of 

large number of employers under the 
program, He explained that the expense 
of administration will be higher where 
there are many small units than where 
there is one large central unit. 

He pointed out that one kind of mul- 
tiple employer program which substan- 
tially overcomes some of these problems 
is the kind that results from a collective 
bargaining agreement between a number 
of employers in an industry and a union, 
as under such a plan all the employers 
are required by their collective bargain- 
ing agreement with the union to partici- 
pate in the program. 

A few funds have gotten into difficulty, 
Mr. Fitzhugh said, but government in- 
vestigations confirmed that the funds 
covering a very large percentage of em- 
ployes were very well run. Nevertheless. 
legislation has been enacted in the States 
of Washington and New York, and in- 
troduced in other States and the Federal 
Congress, requiring trustees or adminis- 
trators of a fund to “disclose” relevant 
information concerning the plan to su- 
pervisory agencies and the _ principal 
yarties to the trust indenture, as well as 
to the insured employes. The legislation 
relies primarily on this disclosure to 
avoid abuse, maladministration, or “self- 
dealing.” 

While such disclosure legislation serves 
a useful purpose when applied to the 
types of welfare funds that are inherent- 
ly susceptible to abuse because of the 
method of financing them, some of the 
proposed legislation would go much 
further than such laws in Washington 
and New York. and applv to all plans of 
health and welfare benefits whether in- 
volving a fund or not. Such an extension 
of the scope of this type of legislation 
would raise significant problems—in ad- 
dition to a serious and unnecessary ad- 
ministrative load both with respect to 
the supervisory Government agency and 
the insurance industry. For examole. 
disclosure of the costs of operation of a 
normal emplover plan operating on a 
“level-of-benefits basis” could result in 
chaneing the bargaining pattern so that 
the bargaining would be on the basis of 
“cents-per-hour” rather than “level-of- 
benefits.” 


J. Henry Smith 
Equitable Society 


In a review of trends taken by Group 
life insursyee in the Tinited States and 
Canada in the past quarter-century. J. 
Henry Smith. vice president and execu- 
tive assistant. Equitable Society. said 
that while Groun life insurance is still on 
a one-year term basis generallv. there 
has develoned a desire to continue at 
least a Jimited amount of insurance— 
such as 50%—after retirement. He said 
that the demand for post-retirement pro- 
tection caused concern over ultimate 
costs, and has led to attempts to provide 
Group insurance throuch level nreminmm 
plans and other advance funding meth- 
ods. 

“These important funding experiments 
have not met with the popularity they 
deserve,” Mr. Smith said, “in part be 
cause employers have been reluctant to 
advance the funds necessary to set uD 
reserves, and in part because United 
States tax laws have tended to favor the 
term insurance approach. 

“Tax rulings hold that an employer's 
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contributions to Group term fife insur- 
ance do not constitute taxable income 
to the employe, whereas contributions to 
other forms of insurance generally do.” 

Turning to employe contributions, Mr. 
Smith noted that the controversy as to 
whether the cost of Group insurance 
should be borne wholly by the employer, 
or shared with employes, is still un- 
settled. Both arrangements are exten- 
sively used. Where employes contribute, 
their payments to the usual term plan 
are limited to a fixed amount, such as 
50¢ or 60¢ per month per $1,000 of in- 
surance, regardless of age. In this way 
the increase with age in the term pre- 
mium is absorbed by the employer and 
is not allowed to become a burden to the 


employe. 

Since World War II there have been 
significant changes in the amounts of 
Group insurance issued for individuals. 
Refore the war the usual formula was 


insurance approximately equal to one 
year's compensation, with a maximum 
seldom exceeding $20,000. In 1940 the 


average held was $1,800, excluding 
credit life insurance. 

“With inflation, increased popularity 
of group insurance and relatively favor- 
able tax treatment, formulas producing 
insurance equal to one and a half or two 
times compensation have become fre- 
quent, and the maximum amount has 
climbed to surprising levels,” Mr. Smith 
pointed out. 

“Encouraged by favorable mortality, 
and under the pressure of demand and 
competition, insurance companies have 
gradually liberalized their underwriting 
rules to the point where some Groups 
have amounts ranging up to three times 
salary, with maximums in a few large 
cases as high as $400,000 or $500,000 per 
life in the top classification. Again ex- 
cluding credit life insurance, the average 
amount at the end of 1955 had risen to 
over $3,000.” 

Mr. Smith said that almost two-thirds 
of the states have adopted limitations 
on the maximum amount of Group insur- 
ance per life, but that some of the im- 
portant, heavily industrialized states, in- 
cluding New York, have no restrictions, 
“leaving a rather confused picture at this 
stage.” 


Edward H. Wells 
Mutual Life of New York 


A description of a “modular” Group 
pension plan for small business firms, 
based on multiple standardized units, 
was given by E. H. Wells, vice president 
and actuary, Mutual Life of New York, 
who said that the module idea was bor- 
rowed from the field of architecture, 
where it signifies a standardized unit in 
which all dimensions may be expressed 
as integral multiples. 

Under module benefit plans an em- 
ployer can theoretically select the prop- 
er elements or modules of coverage, 
each separately priced, to build up an 
integrated benefit plan. There are cer- 
tain limitations in design, required by 
the company for underwriting reasons, 
and to assure a proper balance of bene- 
fits. 

Mr. Wells said that besides life insur- 
ance and annuity benefits, additional 
modules are available in the accident and 
sickness field, to round out a complete 
program for the small employer under 
a single master contract. These benefits 
include weekly indemnity disability cov- 
erage, hospital and surgical coverages 
for both the employes and their depend- 
ents, and additional accidental death 
benefits. 

The pricing of the modules can be ar- 
ranged either on a level premium basis 
like individual policies, with premiums 
extending to, or beyond retirement age; 
or on the successive single premium 
hasis. The level premium approach, con- 
trary to Group annuity experience, has 
become the more popular, Mr. Wells re- 
ported, It puts a ceiling on future pre- 


mium trends, and it avoids the compli- 
cating concept of an accrued liability for 
past service. Many small employers ab- 
hor an accrued liability as a fixed com- 
mitment to be discharged over too long 
a term of years, he explained. 

Mr. Wells added that the use of the 
modular approach fits in with the modu- 
lar nature of the social security benefits 
provided under the federal plan in the 
United States. 

“In the pricing of the combination of 
module benefits, tests proved that the 
offsetting character of the insurance and 
annuity features produced a remarkable 
stable combination,” Mr. Wells said, 
with reference to the most commonly 
offered standard plans, “so that the in- 
troduction of substandard lives in a mod- 
erate proportion did not greatly affect 
the theoretical net premium. In this re- 
gard the product partakes of the char- 
acter of multiple endowments which, al- 
though they have never been popular in 
the United States, have been sold at a 
uniform premium rate in other countries 
over a wide range of mortality risk vari- 
ation.’ 

Calculation of the plan is done in the 
baa office, using data furnished to the 
salesman by the employer Electronic 
equipment is used as much as possible. 
After punched cards have been prepared, 
present equipment can, in a single run, 
(1) select from the original data the 
employes eligible for various modules of 
coverage, (2) determine the proper sal- 
ary class and (3) calculate the premiums 
—all in an average time of five seconds 
per employe. 


Ray M. Peterson 
Equitable Society 


The importance of effective and ac- 
curate communication to employes of 
pension rights—or lack of them—was 
stressed by Ray M. Peterson, vice presi- 
dent and associate actuary, Equitable 
Society, pointing out that a major con- 
sideration in the regulation of life in- 
surance companies is to assure the bene- 
ficiary convenient, inexpensive and 
simple means of enforcing his rights. 

“There is an important difference in 


opportunity for legal redress and en- 
forceability of rights between guaran- 
teed benefits under a Group annuity, 


and benefits under a non-insured plan,’ 
he said. 

Litigation involving retirement plans 
has held that an employe is a third party 
beneficiary to a Group annuity contract, 
entitled to enforce such rights under the 
contract, and may seek redress against 
the insurance carrier, 

However, Mr. Peterson said, under the 
non-insured, trusteed plan, it is not too 
clear whom the employe must seek out 
for the payment of benefits. The trustee 
is primarily responsible for the manage- 
ment of the corpus of the trust. Pay- 
ment of benefits is made to the employes 
at the discretion of the employer, or a 
pension committee established by the 
employer. 

“Now, does the employe look to the 
employer for payment?” Mr. Peterson 
asked. “Does he look to the trustee? 
Or, must he look to both? The answer 
is found within the terms of the plan or 
the trust agreement, or both. And, the 
employe must show a contractual basis 
for establishing his rights. 

“Tf the employe or his beneficiary 
wishes to litigate his rights and the 
proper defendant party has been lo- 
cated, a practical question arises as to 
whether the claimant will have his day 
in court. And where? Is the employe’s 
right a real one or merely academic? 

“The value of his rights must be mea- 
sured by his ability to enforce them. 
If he is compelled to resort to extraor- 
dinary means involving additional ex- 
pense in order to establish his rights, 
then his rights are merely academic and 
of little or no value to him.” 

Mr. Peterson also said a major prob- 
lem is reliably informing employes of 
the adequacy of advance funding where 


benefits are not backed by a guarantee. 
This problem, applying to both non-in- 
sured plans and plans using the deposit 
administration type of insurance con- 
tract, is a challenging one for actuaries 
who “are eminently qualified to develop 
suggestions which would create neither 
unwarranted alarm nor unjustified as- 
surance as to the reliability of pension 
promises,’ 


John K. Dyer, Jr. 
Philadelphia 


Due to the lack of any laws or regu- 
lations requiring actuarial soundness or 
establishment of adequate reserves for 
uninsured pension plans, consulting ac- 
tuaries who counsel employers on the 
setting up of such pension programs 
have a substantial responsibility to the 
employers and their employes in this 
connection, according to John K. Dyer, 
Jt, 08 Philadelphia, vice president of 
Towers, Perrin, Forster & Crosby, ac- 
tuarial consultants. ; 

While the insured pension plans carry 
a guarantee of payments and call for 
minimum reserves, there is no such re- 
quirement in connection with the other 
types of pension plans Mr. Dyer pointed 
out. 

There has recently been widespread 
study of trusteed plans. he indicated, due 
to the large increase in the number of 
such plans and in view of the demon- 
— of reserve inadequ< icy in some 

cases in the 1930s. 

-. "There: has been some recent activity 
in the direction of state controls which 
may ultimately give some greater assur- 
ance of actuarial soundness,” he added 
“According to the law that recently be- 
came effective in New York, inform: tion 
with regard to certain types of pension 
trust funds is required to be reported 
to the State Banking Department. It 


remains to be seen what the effect of 
this law may be.” 

Describing several actuarial methods 
of determining costs and reserves for 
trusteed pension plans, Mr. Dyer said 
that interest, mortality, turnover and 
similar factors are subject to wide varia- 
tions and must be used conservativel 

“The funding of a pension plan on a 
theoretically correct actuarial basis in 
the United States is a rather uncertai! 
process,” Mr. Dyer reported, “largely 
because so many of the economtic factors 
which will influence evolving costs have 
varied and will probably continue to vary 
so greatly that the best the actuary can 
do in many instances is to make an edu- 
cated guess.” 

He pointed out, however, that actuarial! 
costs and liabilities are usually deter- 
mined annually in the United States, 
rather than triennally or quinquennially, 
as in some other countries, giving an 
op »)portunity for frequent adjustment to 
actual experience. 

Discussing the investment differences 
between insured and trusteed pension 
plans, Mr. Dyer said that in recent years, 
the trusteed plans had enjoyed certain 
competitive advantages, such as the 
greater income from a larger propor- 
tionate investment in equities and cer- 
tain tax advantages, adding however, 
that the closing of the yield gap between 
bonds and equities has somewhat offset 
one of these competitive advantages. 

“If this situation should persits for 
any length of time, there could well be a 
trend back towards the use of insured 
plans,” he said. “It may be presumed 
that in the future, as in the past, there 
will be periods in the economic cycle 
when the trust fund medium appears to 
be the more attractive and other periods 
when the insurance companies are in the 
ascendency. Thus, the competitive spirit 
will be kept alive in this field, as it is in 
most other areas of American business.” 


Underwriting, Mortality, Substandard 


A. P. Morton 
The Prudential 


Mortality improvement, competition 
and in increase in costs—these are some 
of the factors that are affecting life in- 
surance underwriting practices today, 
according to A. P. Morton, second vice 
president and associate actuary of The 
Prudential. Mr. Morton reported that in 
the past 20 years or more there have 
been many liberalizations in underwrit- 
ing in recognition and anticipation of 
mortality improvements. 

Optimism as to future mortality trends 
in the United States and Canada has 
been based on the great improvement in 
methods of treatment and care for most 
diseases. Improved surgical methods 
with assistance in controlling infections 
by means of new antibiotic drugs have 
also contributed substantially. 

Mr. Morton also credited greatly im- 
proved health measures, improved sani- 
tation and better knowledge of diet and 
its role in mé lintaining health. There 
has been a gain in industrial safety and 
health measures; employe welfare pro- 
grams have become general in industry, 
often paid in substantial part by the 
employer. Moreover, the standard of 
living has improved in both the United 
States and Canada. 

“Possibly a small cloud on an unusu- 
ally clear horizon is the tendency for the 
proportion of deaths, as well as the 
actual death rate, due to cardiovascular- 
renal disease to increase at most ages,” 
the paper said. “Consistent with this 
trend, underwriting rules for middle- 
age or older applicants have attached 
special significance to evidence of cardio- 
vascular-renal disease in any form. Un- 
derwriting requirements call more fre- 
quently for an electrocardiogram or an 
X-ray as a supplementary examination 


of such find- 
amounts of 


to aid in the evaluation 
ings, even for moderate 
insurance.” 

Mr. Morton said that competition is an 
ever-present factor in influencing under- 
writing requirements—“at any amount 
or age and encourages daring.” Fur- 
ther, the good will of applicants for 
insurance is cultivated by minimizi ing 
the bother and inconvenience of appli- 
cation and increasing the speed with 
which policies are issued. Competition, 
he added, also tends to influence a liberal 
evaluation of any borderline or sub- 


standard features in an applicant for 

insurance. ‘ 
“Trends to liberalization, brought 
about by these competitive pressures, 


have been a feature of the life insurance 
industry in the last few years,” he 
said. 

Increased costs of life insurance medi- 
cal examinations and of other underwrit- 
ing techniques also figure in the picture. 
With both decreasing mortality and in 
creasing underwriting costs, a point is 
reached where less careful underwriting 


becomes a practical necessity. It is a 
necessity if the companies are to con- 
tinue an effective insurance operation 


by using a desirably low portion of each 
premium dollar for expense, leaving the 
highest possible portion of each dollar 
for the benefit of the policyholder. 

Mr. Morton named nonmedical insur- 
ance as one of the most useful develop- 
ments in meeting the need for low cost 
underwriting. Here the applicant an- 
swers relatively few vaca about his 
health and past history. Although a 
small number of cases require additional 
information or an exainination, a high 
proportion of applications can be ap- 
proved on the basis of the original infor- 
mation. 


(Continued on Page 6) 
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J. R. Gray 
Canada Life 


Canadian life insurance companies 
keep a continuing watch on any changes 
that may affect the insurability or pre- 
miums of substandard risks, said J. R. 
Gray, associate actuary of Canada Life, 
asserting that in recent years some com- 
panies have begun, on experimental 
basis, to offer life insurance at higher 
ratings to persons hitherto considered 
uninsurable, in spite of the lack of 
suitable mortality statistics. Experimen- 
tation is also taking place among cases 
for which new surgical or medical pro- 
cedures have been developed, before such 
results have time to show in the statis- 
tics. 

Mr. Gray said that diabetes mellitus 
used to be a sure cause for declination 
of an application for insurance, for quite 
a number of year following the dis- 
covery of insulin. In recent years, how- 
ever, a number of companies have start- 
ed to offer insurance on a moderately 
substandard basis to well-controlled 
diabetics. A few companies have gone 
even further, in that they offer insurance 
to newly-discovered diabetics, on the as- 
sumption that treatment will be sought 
and that control will be established. 

Another example cited by Mr. Gray 
dealt with an interpretation of an elec- 
trocardiogram reading; specifically, a 
prolongation of the interval from the 
start of the P wave to the start of the 
R wave to a time longer than .20 sec- 
onds, which is associated with some seri- 
ous forms of heart disease. 

During World War II, routine elec- 
trocardiograms on otherwise completely 


healthy young men showed prolonged 
P-R intervals; these men have been 
followed in the intervening years, and 


their mortality has not indicated serious 
heart disease. Accordingly, some com- 
panies accept at standard rates appli- 
cants showing P-R intervals of .22 to 
.24 seconds and perhaps even longer. 

A history of coronary artery occlusion 
has long been regarded as making an 
applicant absolutely uninsurable; this is 
still the case with most companies. 
Nevertheless, a few companies have been 
trying to pick the best of this group— 
lives with only one occlusion, who have 
little overweight, no hypertension, no 
other cardiovascular impairment and no 
diabetes. The extra premiums quoted 
are very large, perhaps high enough to 
be consistent with half the applicants 
being dead in 10 years—but at least in- 


surance is available if wanted, Mr. Gray 
said. 

The 1951 study of mortality by the 
Society of Actuaries showed that the 


mortality experience on lives which had 
been operated upon for intractabilitv 
of a duodenal ulcer was quite high. It 
was considerably higher than was con- 
templated in the extra premiums which 
had been charged. The immediate re- 
action is to say that the extra pre- 
miums should be increased, and yet, Mr. 
Gray pointed out, this is a case where 
the medical director of the company puts 
his knowledge ahead of pure statistics. 
Most of the operations performed were 
gastroenterostomies. In many cases 
these operations had been followed by 
development of an ulcer at the stoma. 

It is now known that a gastroenter- 
ostomy should not ordinarily be per- 
formed in the continuing presence of 
hyperacidity. Many companies are now 
charging extra premiums considerably 
below those indicated by the 1951 study 
where the operation for the duodenal 
ulcer was either a subtotal gastrectomy 
or was a gastroenterostomy performed 
in the presence of pyloricstenosis and 
achlorhydria. 





Andrew C. Webster 
Mutual Life of New York 


Fewer and fewer applicants for life 
insurance are being rejected because of 


physical findings—the companies have 
tried and are continuing to try to give 
coverage to those hitherto uninsurable, 
according to Andrew C. Webster, vice 
president for selection, Mutual Life of 
New York. Better analysis of physical 
conditions by the medical profession 
and better treatment of conditions as 
they occur have encouraged under- 
writers to make sound insurance offers 
impaired lives. A 


to even seriously 
history of coronary occlusion, for ex- 
ample, does not forever militate against 


insurability if the applicant is not an 
invalid and if medical tests show the 
heart has overcome the impairment, he 
said. A group of such risks are not 
standard risks, but some measure of the 
extra mortality can be guessed at. 

Mr. Webster noted that certain in- 
tangibles, such as use of alcohol, morals 
and fing ancial underw riting, are of conse- 
quence in appraising a risk, and are 
sometimes of greater importance than 
physical impairments. Yet they are not 
possible to measure exactly, like over- 
weight, or to describe accurately, like a 
he: art murmur. 

“There is ample evidence in studies 
made both by the life insurance industry 
and by individual companies that there 
is an extra mortality where the applicant 
is given to intemperate living,” he said. 
“There is as yet no evidence that in a 
group subject to criticism of habits, the 
mortality has improved to the extent 
that it has improved in physical impair- 
ments. Further, since the information 
upon which the underwriter acts is 
never too definite, the applicant is in a 
position to take advantage of an insur- 
ance bargain.” 

One of the most difficult problems is 
financial underwriting, he continued. The 
insurer is trying to put a financial value 
upon the applicant. This value should 
bear some relation to his income and 
wealth, and a value that corresponds 
to the financial loss that will be sus- 
tained if he should die. 


F. G. Whitbread 


Lincoln National Life 


More extensive use of nonmedical ex- 
aminations for substandard risks “does 
not appear to be an attractive experi- 
ment,” declared F. G. Whitbread, as- 
istant vice president of Lincoln National 
Life. Nonmedical insurance can be re- 
garded as satisfactory only when the 
additional mortality which is to be ex- 


pecte will be offset by the savings in 
expenses and conveniences in comple- 
tion of sales, he said. 


The fundamental reason why nonmed- 
ical business has proven satisfactory is 
that the age and amount limits restrict 
eligible applicants to first class risks— 
to the younger ages where significant 
histories and physical findings are in 
the minority. 

“A medical examination is superior to 
nonmedical evidence as a selection tool, 
not only because of the findings of the 
medical examiner, but also because more 
searching and detailed inquiry may be 
made regarding doubtful features,” Mr. 
Whitbread said. 

Two other aspects to this 
were listed by Mr. Whitbread: 

1. The physician-patient relationship. 
If substandard policies are issued non- 


problem 


medically, some unfavorable reaction 
from these physicians could not be 
avoided, since in many instances they 


would be blamed for rating, which would 
raise the amount of premiums. 

2. The. incontestable feature of life 
insurance policies. A policy can be con- 
tested because of fraud or material mis- 
representation only for a short period— 
one or two years—depending on policy 
provisions and statutory limitations. If 
a substandard policy is issued on a non- 
medical basis, and the rating is for 
medical reasons based on history dis- 
closed by the applicant, contesting the 
policy would frequently be even more 
dificult than now. 


“The company will have been placed 
on the record as deciding that the risk 
is impaired, and doubt may be raised 
that the company acted with due pru- 
dence,” Mr. Whitbread said. “Misrepre- 
sentation and fraud are likely to be 
encouraged.” 


R. J. Myers, Chief Actuary 
Of SS, on Social Insurance 


The cost aspects of a pay-as-you-go 
old-age benefit plan, “intentionally sim- 
plified and hypothetical,” which would 
not call for retirement, and which would 
pay a flat amount to each individual over 
65 equal to the average earnings of all 
persons between 20 and 65, were de- 
scribed in a paper prepared for delivery 
today by Robert J. Myers, chief actuary 
of the Social Security Administration, 
before the International Congress of Ac- 
tuaries. 

This plan was not presented as a 
recommendation of what a social security 
system should be, but rather as a model 
on which to demonstrate the effect of 

varying future fertility and mortality 
experience. 

To finance the hypothetical plan there 
would be a tax of uniform percentage 
on the earned income of persons be- 
tween 20 and 65, the rate varying from 
year to year just to finance disbursement 
costs of the year—a “current cost” or 
“pay-as-you-go” basis, Mr. Myers said. 

In working out the cost of a social 
insurance system, mortality figures are 
related to such other demographic fac- 
tors as initial population structure, fer- 
tility and migration. An analysis of this 
hypothetical plan, based on the United 
States population of 1900 as the starting 
point, shows that under some circum- 
stances, fertility can have more influence 
on social security costs than mortality, 
according to Mr. Myers. He said that 
the basic population was projected into 
the future, using eight combinations— 
two sets of mortality assumptions (one 
constant and the other declining) and 
four fertility assumptions. He stressed 
that the population models were intended 
for analytical purposes, and not as pre- 
dictions. 

If, as shown by the analysis, fertility 
can have a greater influence on costs 
than mortality for limited and quite long 
periods in the future, the conclusion can 
be drawn that the higher costs due to 
improved mortality can be substantially 
offset by high fertility. 

“The resulting increased births in turn 
increase the population in the productive 
ages, so that the financial burden of old- 
age benefits is not so heavy as it would 
be if fertility were low,” Mr. Myers said. 

Mr. Myers commented that “this situ- 
ation presents a serious problem to the 
actuary whose responsibility is to pre- 
sent social security cost estimates. If the 
basic demographic assumptions involve 
high fertility rates—regardless of the 
mortality assumptions—the resulting esti- 
mates show, for many future years, low 
costs that do not reflect the ultimate 
condition (assuming that eventually a 
maturing of the population will occur). 

“Presentation of unduly low costs, 
representative of only a temporary pe- 
riod, does not seem proper—even though 
such ‘temporary period’ is longer than 
the lifetime of any existing person. 

“Tf these relatively low-cost estimates 
are presented, there is the danger of 
undue liberalizations. Although such 
changes may easily be financed over the 
forseeable future if the demographic 
conditions are realized, they might prove 
to be too heavy a financial burden within 
a few decades if demographic conditions 
change sharply. The answer perhaps lies 
in the actuary’s making fertility assump- 
tions that will ultimately result in a net 
reproduction rate not greatly in excess 
of unity. This may have to be done even 
though, as now, existing fertility is sig- 
nificantly higher.” 

A “net reproduction rate of unity,” 


(Continued on Page 20) 


Many U.N. Victories 
Described By Lodge 


HIS TALK BEFORE ACTUARIES 
While Failing in Hungary It Made World 


Conscious of Soviet Cruel 
Aggression 


The great influence of The United Na- 
tions in the international arena since 
1946 was described by Henry Cabot 
Lodge, United States Ambassador to 
that body in addressing International 
Congress of Actuaries at Hotel Com- 
modore this week. It was a graphic 
picture demonstrating the influence UN. 
has had in many situations of dramatic 
crisis. 

Especially interesting were his com- 
ments in regard to Iron Curtain coun- 
tries. The first situé ation he mentioned 
was the part U.N. had in bringing about 
a peaceful solution to the crisis in Iran, 
Next, he said U.N. had played an im- 
portant part in bringing about the end 
of Communist oppression in Indonesia 
and helping to bring about Indonesia’s 
independence. He then told of UN, 
moral and material support to the United 
States and the Republic of Korea in 
stopping Communist aggression in Korea, 
“the event in which this country suf- 
fered 140,000 casualties of which 30,000 
were fatalities, but which did end the 
Communist advance which at that time 
could very well have spread had it not 
been stopped,” said the Ambassador. 


Foiling Communist Plans 


Under 
much was 


auspices of the United Nations 
accomplished in 1953 at 
Vienna. Taking up Guatemala Mr. 
Lodge said U.N. was able to play a 
decisive part in foiling the Communist 
plan to use that country as a basis for 
extending its influence in Central Amer- 
ica. Discussing 1954 he said there was 
introduced in that year the resolution 
in connection with the situation in the 
Island of Formosa. “There,” he said, 
“we have a situation where we have 
not had a war nor have given up any- 
thing which I think you will agree is a 
pretty good result.” 


Hungary and Suez 


Continuing, the Ambassador said that 
30 times — just about a year ago — 
U.N. was confronted with two tremen- 
dous crises happening at the same time— 
the Communist aggression in Hungary 
and the Suez crisis when the forces of 
Great Britain, France and Israel in- 
vaded the soil of Egypt. Under the 
auspices of U.N. the Canal was physical- 
ly cleared, and the United Nations 
Emergency Force was created which is 
now on duty in the Gaza strip and at 
the entrance of Gulf of Aqaba. “Be- 
cause it is on duty there those two places 
in the Middle East which had always 
been inflamed and dangerous are now 
quiet,” he said, “although,” he added, “let 
me stress that the whole of the Middle 
East is very far from quiet.” 

As far as the Suez incident is con- 
cerned the world, in the opinion of 
Ambassador Lodge, “took a turn away 
from war, due to U.N. action.” 

Not so successful was U.N. when 
it came to the Soviet invasion of Hun- 
gary. He saw no double standard of 
morality at the U.N. in connection with 
that situation. ‘ 

“Tt is a fact about U.N. that it will 
never move to impose military sanctions 
against any one of its permanent mem- 
bers. The belief in the U. S. is that 
to impose such sanctions would mean 
war. While UN. is devoted to the ideas 
of justice and also to a whole lot 0 

(Continued on Page 22) 





More on International 
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PERFECT PROSPECT 


foran A4BTNA LIFE 


PENSION TRUST 


He's Dave Harrison... age 42 ... head of 





a small but prosperous electronics corporation in 

















the city's industrial park. He's one of a growing 








group of employers faced with the problems of 
providing retirement funds for older employees 
and an incentive for younger workers to join and 
stay with his company. 








Both of these problems can be solved with an 
tna Life Pension Trust. 


You, Mr. General Insurance Man, undoubtedly know 





of many perfect prospects like Mr. Harrison. 





Check your files... and then call your nearest 

Aetna Life General Agency. Pension Trust experts . . . 
with years of experience in handling such cases 

... are available to work with you in every way you 
wish. This EXTRA SERVICE is just one of the reasons 
why A¢tna Life is a leader in the Pension Trust 

field and showed an increase of 27% in Pension 

Trust sales during 1956. 

SERVICE TO GENERAL INSURANCE MEn 


“Compass” is a monthly Atna Life service 
publication written especially for general in- 


surance men and brokers. It points out unusual 


opportunities for building commissions and 
for cementing client relationships. To receive 
your copy regularly write: ‘‘Compass,"’ Attna 
INSURANCE COMPANY i 
Life Insurance Co., Hartford 15, Conn. 
Affiliates: 


tna Casualty and Surety Company * Standard Fire Insurance Company 


HARTFORD, CONNECTICUT 








October 18, 1957 








F. W. Ecker Points to Fallacies in Regarding It as Inevitable; 
Also Comments on Group, Term, Variable Annuities; Says 
Wage Increases Should Not Ignore Productivity Situation 


Frederic W. Ecker, president of Met- 
rpolitan Life, made a ringing address 
at American Life Convention at Edge- 
water Beach last week in which he 
warned business men not to accept in- 
flation as inevitable. He urged business 
men to recognize this menace to our 
economy and fight valiantly against its 
spread saying a creeping inflation might 
quickly grow into an economic disaster. 

Mr. Ecker said he was shocked that 
so many business men showed such un- 
concern about this situation. The tragedy 
comes through the fact that to expect 
inflation, and to make decisions based 
on its expectancy, helps to create it. 
He thought that such thinking on part 
of business men was predicated on four 
points : 

1. “Inflation has been going on now 
since the war. That’s the pattern of this 
school of thought; a belief that prices 
are bound to be higher in the future.” _ 

2, Some economists tell us that “if 
we want full employment we have to 
take creeping inflation along with it, and, 
after all, it certainly hasn't done us 
any harm over the last 10 years.” 

3. “If business turns down, 
ment knows so much about controlling 
the economy these days that those in 
Washington can, and will, quickly re- 
verse the trend—you know, make money 
easy, reduce taxes, operate the Govern- 
ment at a deficit, inflate things till busi- 
ness gets going again.” 

4. “Trade Unions are so strong these 
days that they will unquestionably con- 
tinue to demand constant increases in 
pay irrespective of increases in produc- 
tivity.” 

Discusses the Four Points 


Govern- 


In commenting on these points Mr. 
Ecker said the fallacy of point No. 1 
is that conditions change. 

As to the employment situation he 
said: “We may all want full employ- 
ment providing it does not bring col- 
lapse.” But, he asked, if the business 
men were so certain that “we have found 
the methods of accomplishing full em- 
ployment,” he could name some in- 
dustries right now in this country which 
do not have full employment although 
they would like to have it. The reason, 
of course, is that most of the pent-up 
war demand is now satisfied and there 
are not enough buyers at present to 
take all that can be produced at these 
prices. Economic forces are still strong- 
er than legislative edict. 

Government Controls? 


The third reason for accepting the in- 
evitability of inflation was that, if busi- 
ness turns down, Government can quick- 
y reverse the trend through low inter- 


est rates, deficit operations and other 
devices. 

“I just wonder,” he said, “if Govern- 
ment is now smart enough to turn jobs 


on and off at will—like turning a spigot 
of water. I grant you they could then 
make a rise in prices through infla- 
tionary actions that would scare the 
country to death, but I do not, for one 
minute, think that any administration 
would want to do that. The great ques- 
tion is—Could they do something so 
smoothly that it would pick up jobs 
without hurling the country into a rapid 
inflationary spiral ? 

“We know that one administration at- 
tempted to do this during the depres- 
sion, but with very little success. They 
were, of course, able to put families on 
relief and employed various forms of 
‘made work,’ but the economy as a 
whole, was very slow in responding. 
Was this not due to the economic 


climate and the fear that Government 
operations engendered? We may have 
learned how to solve some of these prob- 
certainly, the solutions have 


lems but, 





not been tested, and I, for one, am 
rather skeptical of just what the results 
might be in our democracy. So it seems 
to me that we have more than inflation 
at stake—we have our whole way of 
life at stake.” 

Union Demands 


The fourth point was that trade unions 
are so strong these days that they will 
unquestionably continue to demand con- 
stant increases in pay, irrespective of 
increases in productivity. 

“There is no question as to the 
strength of trade unions,” he continued, 
“but I do feel that those who compose 
them are just as loyal citizens as anyone 
else in the community, and they, too, 
are quite able to understand what is in 
their interest and in the interest of our 
country in the long run. 

“For example, everyone will agree with 
the simple thesis that the price of a 
product has a bearing on the breadth 
of the market. If, because of price 
resistance, sales were not exp: anding, it 
might well be in the interest of union 
membership not to increase wi ages but 
rather to expand employment. ‘Theo- 
retical,’ some will say, but I have known 
of stranger things to happen.” 

Comments on Group Insurance 

Mr. Ecker said there were numerous 
other questions he could have discussed 
before ALC in connection with current 
developments and situations in the insur- 
ance field. 

“T might have discussed in this address 
such questions as are raised by Group 
insurance. We are all well aware of 
the discussions going on today looking 
toward a solution of the alleged con- 
flicts between Group and personal insur- 
ance, but is there not ample room for 
both? 

“When each of us, including those 
who are most vociferous on the sub- 
ject, considers the Group insurance in- 
force on his own life, no one thinks 
it to be enough, but, when talking about 
someone else’s Group insurance—well, 
that is quite a different matter! As I 
have gone about the country talking 
with our own men, the question has al- 
most invariably come up that they would 
like to be able to buy more insurance 
or more annuities, but on a Group basis 
—where the company would pick up the 
tab—and I do not blame them. 

“We all know how much insurance 
we would like to have, or should have, 
but, with the present tax structure, there 
are very few who have the where-with- 
all to buy all they need. So, why should 
not Group fill in that gap? There are, 
however, certain problems. We _ should 
not stick our heads in the sand like the 
ostrich—and I believe that all of us, 
working together, ought to be smart 
enough to solve them.” 

Another question, said Mr. Ecker, is 
the matter of common stock as a desir- 
able medium for life insurance company 
investment. “I could quote to you the 
remarks of Charles Evans Hughes, 
speaking through the report of the Arm- 
strong Committee,” he said. “Most of 
his objections to such investments would 
seem to be just as valid today as they 
were then. And Mr. Hughes was a 
pretty wise man! 

Common Stocks and Variable Annuities 


“Nevertheless, those life insurance 
companies which do undertake to invest 
in common stocks, take the risk them- 
whatever gains or losses 
might be involved would, presumably, 
be shared by all their policyholders. 
And that concept is quite different from 
that involved in the Variable Annuity 
contract which is another current prob- 
lem:” 

In discussing Variable 


selves and, 


Annuities Mr. 





Says Business Should Fight Inflation Agency Department Administration 


Principles Outlined By Huppeler 


Lambert M. Huppeler, CLU, vice pres- 
ident, New England Life, told ALC that 
in his opinion the greatest error in 
agency department administration is fail- 
ure to apply the principles which have 
been proved good and effective for many 
years. As an example, he cited the sub- 
ject of human relations. 

“We know that although what a per- 
son thinks is important what he feels is 
more important,” he said. “Yet, how 
frequently in our decisions do we think 
of individuals as merely logical human 
rather than as individuals who 
Every 


beings 
have emotions as well as brains. 
topnotch salesman knows better than this 
when he is confronted with a prospect. 
He used motivation to close the sale.” 

Mr. Huppeler said one of the first work 
control books given him contained this 
statement: “Only as I am honest with 
myself will I succeed.” That statement 
made an indelible impression on him. 
He also discovered that a good agent is 
a better one if teamed up with a suc- 
cessful general agent or manager rather 
than if he works for a mediocre indi- 
vidual. 


Important Salesman Requirements 


He also described these as important 
requirements in successful salesmanship : 
Adequate knowledge of life insurance; 
the general agent must know how to 
teach and train men. A large part of the 





Ecker said he did not think they should 
be considered any part of “our business,” 
which was the title of his talk. Con- 
tinuing he said: “Our business is sell- 
ing security and safety. The public 
is entitled to have somewhere to turn 
to purchase a contract which is safe 
beyond peradventure—come good times 
or bad. That is what the life insurance 
business has always provided. We should 
not confuse the public by also offering 
contracts based on the vagaries of the 
stock market. The Variable Annuity 
business is as different from the life in- 
surance business as night is from day. 
It is dangerous for our companies to 
mix certain security with uncertain spec- 
ulation. 

“If Variable Annuities should be sold 
at all they probably will be sold on the 
basis of continuing inflation and the 
hypothesis that common stocks are the 
best hedge. If the advocates of the 
Variable Annuity would read a bit more 
of European inflation of the past, when 
the increasingly high cost of operations, 
plus the impact of taxation, made a dras- 
tic reduction in the return from common 
stocks, they would realize that the 
hypothesis of this hedge is open to 
question.” 

Term Insurance 


Another question asked by Mr. Ecker 
was whether life insurance is wise in 
laying so much stress on term insur- 
ance “as we have been doing.” Contin- 
uing he said: “We know that ever since 
the war we have been living in pretty 
good times and we know that they may 
not always be with us. Certainly, in 
periods of recession, a policy with some 
reserve is more valuable to the policy- 
holder than is a term policy—and, in 
boom times, its savings features help to 
dampen the fires of inflation. One of the 
dangers of so-called ‘Volumitis’ is the 
propagation of term insurance. 

“We all know, also, the repercussions 
on our business of high lapsation in pe- 
riods of recession. We are already ex- 
periencing some increase in this area, 
together with an increase in policy loans. 
Fortunately, however, neither is of 
alarming proportions.” 


general agent’s assignment is to inspire 
men and raise their sights. The agent 
must be an astute business man, office 
manager and administrator. Almost iden- 
tical requirements should be possessed 
by both agent and general agent. A 
happy, confident and capable agency staff 
can be a company’s greatest asset. 

“After many years,” said Mr. Huppe- 
ler, “I learned why a salesman will work 
for a contest, why he will labor harder 
and use more effort during contest 
months than he will at any other time of 
the year.” He believes the reason is 
that the agent does not like to be beaten. 
He wants to be a winner. 

Mr. Huppeler then discussed operation 
of some divisions of the New England 
Life’s home office agency department. 

As. to the agency secretary in the com- 
pany’s agency department, Mr. Huppeler 
said he is concerned with the hundred 
leases or more which the company has in 
its general agencies and district offices 
Careful selection of the location, and 
experience in negotiating leases affords 
the company a savings which, difficult to 
estimate, is nevertheless important. Com- 
parison of rents in various cities, com- 
parison with other companies and studies 
of this nature help the company keep its 
cost in line, as far as rents are con- 
cerned. At the same time, the agency 
secretary must also act as a secret ary to 
all committees of the agency department 
and at meeting of its general agents and 
leaders executive committee. 


The Trouble Shooter 


“Our company’s pension consultant” he 
said, “is its trouble shooter, ever ready to 
be of service on its 2,119 cases on the 
pension trust basis. Also, he is respon- 
sible for the training of agents to sell 
pension trusts. He has designed for New 
England Life a Visual Sales booklet for 
the sale of Pension plans and has held 
conferences in various parts of the coun- 
try, training men to sell Pension and 
Profit Sharing plans.” 

The director of field training, who is 
responsible for developing, promoting 
and maintaining all phases of the com- 
pany’s field educational and_ training 
services through his division, conducts 
12 schools a year. In this division the 
company has a man whose chief respon- 
sibility is to promote brokerage business 
from the home office level with the vari- 
ous general agencies 

He explained how agents become more 
efficient. They must have a_ working 
knowledge of the State and Federal in- 
come taxes as they apply to life insur- 
ance. Agents should be trained to get 
full benefit of income possibilities of the 
life insurance business and have special 
knowledge of various types of business 
structures. Agents must know how life 
insurance can be profitably used by cor- 
porations, not only for stock retirement, 
deferred compensation, key man indem- 
nification and other programs. 

3acked by the home office agency de- 
partment staff, the company has four 
directors of agencies, with two assistants, 
and they keep in close touch with each 
agency. Assigned for supervision of 
each agency director at home office are 
23 agencies. 


Visits to General Agencies 


Each agency is visited by one of the 
four directors at least once a year for 
a two and a half or three days’ period. 
In their visits they review the agency 
analysis and make a_ thorough check 
with the general agent as to whether he 
is adequately representing the company 
in his territory, not only as to new sales, 
but also in service to old policyholders 
and plans for continued growth. Some- 
times he speaks before life underwriters 
associations or meetings of the Life In- 
surance Trust Council of the city which 
is composed of attorneys, trust officers 
and insurance men. 

(Continued on Page 9) 
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T. S. Burnett Addresses 
ALC Financial Section 


In his symposium on “Some Aspects 
of Portfolio Management,” T. S. Bur- 
nett, president, Pacific Mutual Life, dealt 
at length with call protection devices in 
securities markets, with cash flow and 
investment policy, with the unrealistic 
mortgage rate pattern, and with invest- 
ment real estate — property vs. credit 
theory. 

Addressing the financial section of 
ALC, Mr. Burnett said that current gen- 
erally favorable interest rates can be 
“locked in” by protection against re- 
funding. He analyzed four prominent 
methods used to lock-in: non-call pro- 
visions; non-refundability; abnormally 
high call price; and outstanding dis- 
count bonds. Mr. Burnett commented 
that non-callability is what the long- 
term investor, like the life insurance 
company, desires. He pointed out that 
most non-callable provisions of recent 
years are only for limited periods of 
years. 

Even the non-refundable type of issue 
may represent a snare and a delusion, 
Mr. Burnett remarked, as he told his 
audience about strong corporations which 
have a large cash generation that can 
be used, in periods which require no 
heavy expansion, to retire all or sub- 
stantial part of the debt. 

In considering the technique of “ab- 
normally high call prices,” Mr. Burnett 
said that these features are generally 
limited to the first five years of a 30 
year utility life, and suggested that “in- 
vestors find a way to lock in invest- 
ments for a longer period of time.” He 
also suggested that the investor look 
carefully at the merger of sale or liquida- 
tion clauses of loan agreements for 
these provisions may also provide loop- 
holes to management, 


L. M. Huppeler 


(Continued from Page 8&8) 

Each week the home office agency de- 
partment has a staff meeting for ex- 
change of ideas at which are discussed 
communications, plans for the next de- 
cade and operation ideas. The speaker 
discussed the informal atmosphere of the 
meetings, the opportunity to ask and 
have questions answered. “Such meet- 
ings,’ said Mr. Huppeler, “in which 
everybody is encouraged to participate 
and talk freely is one of the best ways 
an agency officer can evaluate work be- 
ing done by his associates.” 

Mr. Huppeler also discussed bulletins 
emanating from agency department in 
keeping all of the company’s people, 
both home office and field, informed as 
to what is going on. He also commented 
on responsibility and authority in carry- 
ing out all administrative concepts. 


Ind. Committee Chairmen 

Chairman of 12 committees of the In- 
diana State Association of Life Under- 
writers have been named by Leon 
Lawhead, general agent, National Life 
of Vermont, Indianapolis, president. 
They are: 

National committeeman, Richard En- 
glehart, CLU, Equitable Society, Indian- 
apolis; Indiana Leaders Club, Max Sloan 
Potts, Penn Mutual, Huntington; A. & 
S., V. S. Carlson, BMA, Valparaiso; edu- 
cation, Ralph W. Smith, State Life, 
Indianapolis; field practices, W. Robert 
3vers, Fort Wayne; finance, Joseph An- 
derson, National of Vermont, Columbus; 
legislation, Richard H: Englehart, 
Equitable Society, Indianapolis, NQA, 
George E. Phelps, Commonwealth. Ko- 
komo; publicity, Robert W. Osler. Rough 
Notes Co., Indianapolis; puhlic relations, 
Clair E. Miller, Equitable Society, Fort 
Wayne; sales congress, James R. Com- 
stock, American United, Indianapolis; 
speakers’ bureau, Robert Perkins, 
Equitable Society, Richmond. 


Woodson Sees Debit System As An 
Effective Vehicle In Mass Market 


Chicago — Benjamin N. Woodson, 
president, American General Life, Hous- 
ton, told ALC this week that in his 
opinion the debit system is the most 
effective, economic and efficient yet de- 
vised for distribution of life insurance 
to the mass market — particularly Ordi- 
nary insurance. 

The apparent decline in the proportion 
of Industrial insurance three 
large companies might lead the casual 
observer to assume that the total Indus- 
trial sales are diminishing. The fact is 
they are growing, Mr. Woodson said. All 
time high was the year 1954. In 1956 
volume was 98% as great. Today Indus- 
trial sales are 60% higher than a decade 
ago and 85% more than 30 years ago. 

Mr. Woodson said that the average 
debit agent in 1926 sold $59,000 Indus 
trial and $43,000 Ordinary for a total of 
$102,000. In 1956 the debit 


sold by 


man sold 


$14,000 of Industrial and $224,000 of Ordi- 
nary, for a total of $238,000. 

The only conclusion is that the debit 
system has “gone Ordinary,” he said, to 
an extent few people appreciate. Also it 
is proved that the debit system is effi- 
cient, economical and practical as a dis- 
tribution method of selling Ordinary to 
the mass market. Perhaps this is not 
for “the carriage trade,” or for estate 
planning, just as the assembly line is not 
to turn out artistic creations. 

_ Success of the debit system is because 
it is so strong and successful that it in- 
corporates frequent contact and encour- 


ages a unique personal relationship 
between the agent and the insurance 
buyer, Mr. Woodson continued. “The 


debit man also has a definite job to do. 
Moreover, the method of compensation 
means a better break for a new man and 
greater stability for all. Also the debit 
system extends a personal and effective 
supervision which, concluded Mr. Wood- 
son, “is scarcely possible to achieve in 
Ordinary operation.” 


E. B. Coyle, Chicago Manager 
For Pacific Mutual Life 


Ralph J. Walker, president of 
Pacific Mutual Life, has named Edward 
B. Coyle as manager of the company’s 
Chicago agency. Announcing the ap- 
pointment at Pacific Mutual’s home 
office, Mr. Walker said Pacific Mutual 
is planning extensive expansion of its in- 


vice 


surance services throughout the Greater 
Chicago area. Mr. Coyle and the .Chi- 
cago Agency will participate actively in 
this expansion, Mr. Walker said, as will 
the Rappaport General Agency which 
also represents Pacific Mutual in Chicago 
and is one of the leading field units in 
the company’s nation-wide organization 

Mr. Coyle, a native Chicagoan, entered 
the life insurance business as a salesman, 
rose to managerial responsibility, and 
pricr to his Pacific Mutual appointment 
was a Chicago district manager for an- 
other leading life company. 

In addition to the two agency organi- 
zations, Pacific Mutual maintains in Chi- 
cago, Group insurance, claims and mort- 
gage loan offices, as well as the head- 
quarters of its Railroad Insurance De- 
partment. 











Group Insurance Plans 
Are Not Alike! 


Low net-cost, morale-building coverages, and simplified adminstra- 


tion! These are some of the advantages of LNL's Group insurance plans. 


And they're additional reasons, too, for our 


proud claim that LNL is geared to help its field- 


men. 


The 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 
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Award To A. J. Schick 

Albert J. Schick, CLU, senior training 
consultant in The Prudential’s field train- 
ing division, was presented a_ special 
certificate by Rutgers University in 
recognition of a 25-year teaching record 
in CLU studies dealing with fundamen- 
tals, economics and mathematics of life 
insurance. 

Dean Ernest McMahon of the Univer- 
sity presented the award at the annual 
conferment dinner of the Newark CLI 
Chapter in the Downtown Club, Newark, 
this week. More than 200 persons were 
present, including 22 who were to re- 
ceive CLU diplomas. 

The certificate — only one of its kind 
ever issued by the university — acknowl- 
edged Mr. Schick’s “many years of un- 
failing devotion to CLU interests every- 
where and to a teaching record unrivaled 
in insurance studies throughout North- 
ern New Jersey.’ 

CLU classes, initiated in Newark 25 
years ago by Mr. Schick, continued with- 
out interruption under his leadership 
even through the World War II period. 

He has taught some of the most out- 
standing producers in the Metropolitan 
New York area. Other former pupils 
have become leading insurance salesmen 
in almost every state in the Union and 
as far west as Hawaii. 


Occidental Names Campbell 
Las Vegas General Agent 


Occidental Life of California an- 
nounces the appointment of Melvin S. 
Campbell as general agent of the com- 
pany’s Las Reba cry agency. 

General Agent William M. Royer, who 
was famed Nevada state general agent 
for the company in 1948, formerly op- 
srated the Las Vegas office as an adjunct 
to his Reno headquarters. Mr. Royer 
became associated with Occidental in 


Boulder City, Nevada, in 1946. He will 


HEAR DR. JOHN C. TALBOT 





Pacific Mutual Medical Director Talks 
to Doctors at Meeting of National 
Fraternal Congress 
Dr. John C. Talbot, medical director of 
Pacific Mutual Life, told doctors at the 
National Fraternal Congress of Amer- 
ica’s recent convention in Los Angeles 
that medical underwriters must take a 
cautious view toward evaluating decreas- 
ing death rates due to certain serious 

diseases. 

“A good example,” he said, “is tubercu- 
losis. In the United States we have seen 
an extraordinary decline in the overall 
death rate from tuberculosis. Even in the 
past ten years it has dropped tremen- 
dously. However, this does not neces- 
sarily mean that we can treat liberally 
an applicant with a tuberculosis history. 
Most of the drop in the death rate fig- 
ures merely reflects a much lower in- 
cidence of serious tuberculosis disease. 
Then too, exposure to the tubercle bacil- 
lus is much less,” Dr. Talbot said. 

“While some of the improvement. in 
overall mortality has come from surgical 
treatment, streptomycin and other new 
drugs, death rate decline was underway 
long before. Consequently, a history of 
clinical tuberculosis still requires a sub- 
genie substandard rating.’ 

Dr. Talbot also pointed out that even 
small variations in long-term mortality 
may significantly affect the experience of 
a large group, and hence the premium 
rates necessary. This fact is often not 
apparent to the practising physician who 
deals with individual patients and usually 
over relatively short periods of time. 


continue to develop and expand his oper- 
ations from his Reno general agency. 

Mr. Campbell joined Occidental in 1955 
after heading his own insurance agency. 
He is a member of the Southern Nevada 
Life Underwriters and the company’s 
Leading Producers Club—the firm’s top 
sales organization. 
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Pacific Mutual Promotions 


T. S. Burnett, president of Pacific Mu- 
tual Life, announced a series of major 
promotions within the company’s home 
office. Named to manage a newly cre- 
ated policyowner service department is 
Gaylord N. Martin, Jr. The new depart- 
ment will handle and coordinate service 
on personal insurance formerly done 
by several discontinued or reorganized 
departments. 

Others promoted include Harold T. 
Joanning, planning and coordinating de- 
partment manager; C. Frederic Wagner, 
policy accounting department manager ; 
Lawrence J. Oaks, superintendent of 
claims ; a Carter, claims super- 
visor; Tohn I *. Harris, assistant manager, 
general services depz irtment; Hazel Mar- 
tin, supervisor of policy accounting ; 
Hugo Barbiera, sunervisor of agency ac- 
counting; Eric Ledger, manager of 
policy issue department; John T. 
Schmitz, supervisor, agency department ; 
and Waldo D. Boss, senior claims ex- 
aminer. 


Midland Mutual Leader 


Ellsworth J. Holden of Cleveland has 
again won “Man of the Month” honors 
by leading the entire field force of Mid- 
land Mutual Life during September. Mr. 
Holden won this designation last July 
and this is the fourth time that he has 
qualified for the award which is given 
each month to the agent who turns in 
the best all-around performance among 
the some 500 men and women represent- 
ing the organization. 

Mr. Holden has been representing 
Midland Mutual since 1937 and is asso- 
ciated with the Jack P. Smith Agency, 
the company’s general agency in the 
Cleveland metropolitan area. Mr. Holden 
is an instructor in commercial subjects 
at James Ford Rhoads High School 
where he also coaches the track team. 
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Pacific Mutual Trainees 
Complete 4-W eek Seminar 


Fifteen trainees this month completed 
an intensive four week seminar study 
course at the home offices of Pacific 
Mutual Life in Los Angeles. They have 
been assigned as home office representa- 
tives in widely scattered Pacific Mutual 
Group offices throughout the nation. 

Appointments went to Robert S. Buck- 
ner, Philadelphia; William C. Coffee, 
Paul R. Doerrand and Jared L. Eardley, 
all in Los Angeles; John P. Farrington, 
Newark; Clay E. Fears, Jr., Atlanta; 
Paul M. Flaherty and Robert C. Thomas, 
San Francisco; R. Gentry Ganote, Jr. 
Chicago; Samuel L. Jenkins, Denver: 
Albert G. McGrath, Dallas; Norman 
J. Nicolay, Jr., Detroit; Billy Joe Pat- 
terson, New Orleans; B. H. Robinson, 
Seattle; and Marvin W. Tripp, St. 
Louis. 

According to Assistant Vice President 
Darwin S. Liggett, head of Pacific Mu- 
tual Group operations, the new appoint- 
ments are part of an over-all expansion 
program designed to provide Group 
clients with better and more efficient 
service. Pacific Mutual’s Group life in- 
surance in force has increased by more 
than a billion dollars in the past ten 
years 











like the CHICKEN 


& the EGG 


LIFE INSURANCE and 

ACCIDENT & 
SICKNESS 

INSURANCE 


GO TOGETHER 


DOUBLE YOUR SALES... 


jie 4s rn, 
i, 


A 





ww Ki ACG ay ( 
\ we Al’ Wut 


. 










DOUBLE YOUR INCOME. Sell COMPLETE protection by 
ADDING Life to Monthly Premium Accident and Health, Hospitalization and Em- 
ployee Benefit Plans. 


A DYNAMIC business and income producing PLAN with high 


first year and renewal commissions. 


PLUS a full line of Commercial Accident, Accident and Health, Hospitalization, 


Surgical and Employee Benefit Plans. 


For information concerning general agencies and territories: Write to John F. Leibig, Vice-President 


Over 50 yeors 


E NATIONAL accivent & HEALTH 
eeANCe OF PHILADELPHIA 


of distinguished service 


244 South 8th Street, Philadelphia 7, Pa. 


























Oct 


repre 
ident 
Woo 
Man 
M. 
dent 
orgal 
gress 
ident 
DJ. 
Life, 
publi 
tee ¢ 
Finel 
and 


Anl 


At 
tuari 
this 
This 
State 
tions 
whicl 
inter: 
59m 
polic’ 
the | 
a for 

In 
Natic 
Unite 
behay 
govet 
as th 
Comr 
Unite 
any 1 
shoul 

He 
Natio 
tries 
cludit 
Comn 
discu 
Kore: 
and s 

The 
Cong: 
guage 
could 
All tl 
were 
remin 
tA @ 
the ( 
sessic 
the i 
langu 
the s' 
lish, ( 
ish at 
job. 1 
given 

Lift 
ceiver 
at rig 
left; 
“off” 


Mai 
nectic 
a get: 
at th 
Insur; 
Wald 
Many 
eign 
homes 
guests 
theatr 
City | 
Avent 
Girls” 
large 
ture, 





XUM 


October 18, 1957 








Page 1) 








International Congress Of Actuaries 


(Continued from Page 1) 


Society, who was elected one of the 
two vice presidents of the International 
representing the United States, presided 
at the sessions substituting for Mr. 
Davis. The other vice president elected 
for the U.S.A. is N. E. Masterson, vice 
president and actuary, Hardware Mutual 
Casualty Co. of Stevens Point, Wis. 

William M. Anderson, president North 
American Life of Toronto, was elected 
vice president for Canada. A number 
of other vice presidents were elected 
representing 11 countries, the vice pres- 
ident for England being Charles F. 
Wood, manager in United Kingdom for 
Manufacturers Life. 

M. Albert Linton, chairman of Provi- 
dent Mutual Life, was chairman of the 
organizing committee of the XVth con- 
gress; and J. Gordon Beatty, vice pres- 
ident, Canada Life, was vice chairman. 
D. J. Lyons, vice president of Guardian 
Life. was chairman of committee on 
public informs ition, and other commit- 
tee chairmen were A. T. Bunyan, J. J. 
Finelli, John R. Larus, James T. Phillips 
and Andrew C. Webster. 


Ambassador Lodge of United Nations 
Makes Address 


At the opening session of the ac- 
tuaries they were addressed by one of 
this nation’s most distinguished citizens. 
This was Henry Cabot Lodge, United 


States Ambassador to the United Na- 
tions. He told of the important role 


which United Nations has played in the 
international picture and its growth from 
59 member states to 82. It has been the 
policy of President Eisenhower to use 
the United Nations for policy whenever 
a foreign policy question has arisen. 

In summing up the status of United 
Nations Ambassador Lodge said: “The 
United Nations embodies a creed for the 
behavior of human beings. Because the 
governments do not always behave, just 
as there are people who break the Ten 
Commandments, does not mean that the 
United Nations should be abandoned, 
any more than the Ten Commandments 
should be abandoned.” 

He then described the attitude United 
Nations has taken in a number of coun- 
tries where there have been crisis, in- 
cluding situations where there has been 
Communist aggression. Among countries 
discussed by the Ambassador were 
Korea, Egypt, Hungary, Algeria, Suez 
and some Near East nations, 


Follow Talks in 5 Languages 


The addresses delivered before the 
Congress were interpreted in five lan- 
guages so each of those in the audience 
could intelligently follow the speakers. 
All the delegates wore head pieces which 
were IBM receivers, the scene being 
reminiscent of the head receivers used 
in United Nations. At the rear of 
the Commodore ballroom where main 
sessions were held was a booth where 
the interpreters were stationed. The 
languages immediately interpreted while 
the speaker was on his feet were Eng- 
lish, German, French, Italian and Span- 
ish and the interpreters did a marvelous 
job. Instructions for use of the receivers 
given the actuaries were these: 

Lift switch in center to turn the re- 
ceiver on; select language with knob 
at right; regulate volume with knob at 
left; at end of session please turn set 
“off” and return to rack. 


Many Social Affairs 


Many social affairs were given in con- 
nection with the congress. The first was 
a get-together at a large cocktail party 
at the Commodore. Institute of Life 
Insurance was host at a party given in 
Waldorf-Astoria on Thursday _ night. 
Many of the American actuaries had for- 
eign actuaries as their guests in their 
homes over the week-end. Some were 
guests of American insurance men at 
theatres, a favorite theatre being Radio 
City Music Hall at Fiftieth Street and 
Avenue of the Americas where “Les 
Girls” is being shown. An unusually 
large number of actuaries saw this pic- 
ture, regarded as the most entertaining 


movie seen in New York since the 
premier of “Around the World in 80 


Days.” There were, or will be, many 
private parties in private homes and 
clubs. 


It was evident in every direction that 
the American actuaries wanted to show 
the visitors a type of hospitality com- 
parable to that extended to the visiting 
actuaries who have attended the former 
Congresses or such affairs as the cen- 
tennary of the Institute of Actuaries of 
Britain or by the Faculty of Actuaries 
of Scotland. 


PARTY FOR SCOTCH ACTUARY 


R. L. Gwilt, Scottish Widows, Guest of 
E. B. Whittaker; Arthur Hunter 
Also at Affair 
One of the many small parties given 
this week with foreign actuaries as guest 
of honor was that of Edmund B. Whit- 
taker, vice president, The Prudential, in 
charge of Group operations. It was a 
dinner to his oldest friend in Scotland, 
R. L. Gwilt, general manager and actuary 
of Scottish Widows’ Fund. Mr. Gwilt is 
a former president of Faculty of Actu- 
aries in Scotland and one of the most 

brilliant of European actuaries. 

Thirty-five years ago Mr. Whittaker 
introduced Mr. Gwilt to his future bride, 
both having been friends of Mr. Whit- 
taker of long st a before they met 
each other. Mrs. Gwilt is the step- 
daughter of Lord Beveridge, author of 
the Beveridge plan of social welfare 
benefits in England. 

Other guests of the party were Dr. 
and Mrs. Arthur Hunter; Valentine 
Howell, executive vice president of Pru- 
dential, and Mrs. Howell, and Mr. and 
Mrs. Pearce Shepherd. Mr. Howell is a 
former president of Society of Actuaries. 
Mr. Shepherd is vice president and actu- 
ary of Prudential. 


Hunter’s Activity at 88 


Dr. Hunter, former chief actuary of 
New York Life, although 88 years old, 
still plays two rounds of golf a week at 
Montclair, N. J., and until recently was 
president of Mountainside Hospital, the 
largest hospital in its area, and was presi- 
dent of Montclair Art Museum. He is 
still doing some actuarial work as he is 
a consultant in that field for New York 
Blue Shield. 

In commenting on Dr. Hunter, Mr. 
Whittaker said to The Eastern Under- 
writer: 

“He is the most amazing man I ever 
met. I believe he was the first Scotch 





Made Associate Actuary 





Fabian Bachrach 
GALLAGHER 


ROBERT R. 


Appointment of Robert R. Gallagher 
as associate actuary of the North Amer- 
ican Reassurance has been announced 
by A. H. McAulay, president. Mr. Gal- 
lagher is a fellow of the Society of 
Actuaries. He was with Sun Life of 
Canada from 1950 to 1953. He then 
joined the North American Reassurance 
as assistant actuary. 


ALLSTATE NAMES JOHNSON 


Robert W. Johnson has been named 
Midwest zone supervisor of life insur- 
ance sales promotion of Allstate Insur- 


ance Co., Skokie, Ill. An alumnus of the 
Illinois Institute of Technology, Mr. 
Johnson was manager of field training 
Olea Chicago life insurance company 
before joining Allstate. 





actuary to come to this country, and 
some years ago received an LL.D. de- 
gree from E dinburgh U niversity. He was 
responsible for my coming over to this 
country. I had met him in Edinburgh 
where his brother, Dr. Mitchell Hunter, 
was a close friend of my father.” 

The Whittaker dinner was on October 
5, at the Montclair Golf Club, which 
was preceded by a cocktail party at the 
Whittaker residence—150 Highland Ave- 
nue, Montclair. 
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W. C. DENT MADE SUPERVISOR 

Appointment of William C. Dent as 
supervisor in the Brant E. Smith agency, 
of Lincoln National Life in Phoenix, has 
been announced by Brant E. Smith, gen- 
eral agent. Mr. Dent entered the insur- 
ance field in 1947 after serving as a pilot 
in the Air Force, and joined Lincoln 
National Life in August of last year. He 
has an outstanding personal production 
record and has also had supervisory re- 
sponsibilities. 

Mr. Dent attended the University of 
Arizona where he majored in agriculture 
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training 
pays off 
for 
everyone.” 


Most people realize they need life 
insurance. But few know what 
That’s where 
weeks and months of specialized 


kind—or how much. 


training and planning pay off— 
both for the client who gets more for 
his money—and the Mutual Benefit 
Life man who finds that planned 
insurance is easier to sell! 

It takes more time and effort, 

of course, but this training is a 
big reason why Mutual Benefit 
Life men like Glenn Rifenberg, 
Three Rivers, Michigan, enjoy 
successful careers and their clients 
enjoy quality insurance programs. 
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Award To A. J. Schick 


Albert J. Schick, CLU, senior training 
consultant in The Prudential’s field train- 
ing division, was presented a_ special 
certificate by Rutgers University in 
recognition of a 25-year teaching record 
in CLU studies dealing with fundamen- 
tals, economics and mathematics of life 
insurance. 

Dean Ernest McMahon of the Univer- 
sity presented the award at the annual 
conferment dinner of the Newark CLU 
Chapter in the Downtown Club, Newark, 
this week. More than 200 persons were 
present, including 22 who were to re- 
ceive CLU diplomas. 

The certificate — only one of its kind 
ever issued by the university — acknowl- 
edged Mr. Schick’s “many years of un- 
failing devotion to CLU interests every- 
where and to a teaching record unrivaled 
in insurance studies throughout North- 
ern New Jersey.” 

CLU classes, initiated in Newark 25 
years ago by Mr. Schick, continued with- 
out interruption under his leadership 
even through the World War II period. 

He has taught some of the most out- 
standing producers in the Metropolitan 
New York area. Other former pupils 
have become lez ading insurance salesmen 
in almost every state in the Union and 
as far west as Hawaii. 


Occidental Names Campbell 
Las Vegas General Agent 


Occidental Life of California an- 
nounces the appointment of Melvin S. 
Campbell as general agent of the com- 
pany’s Las Vegas agency. 

General Agent William M. Royer, who 
was named Nevada state general agent 
for the company in 1948, formerly op- 
erated the Las Vegas office as an adjunct 
to his Reno headquarters. Mr. Royer 
became associated with Occidental in 
Boulder City, Nevada, in 1946. He will 


HEAR DR. JOHN C. TALBOT 





Pacific Mutual Medical Director Talks 
to Doctors at Meeting of National 
Fraternal Congress 
Dr. John C. Talbot, medical director of 
Pacific Mutual Life, told doctors at the 
National Fraternal Congress of Amer- 
ica’s recent convention in Los Angeles 
that medical underwriters must take a 
cautious view toward evaluz ating decreas- 
ing death rates due to certain serious 

diseases. 

“A good example,” he said, “is tubercu- 
losis. In the United States we have seen 
an extraordinary decline in the overall 
death rate from tuberculosis. Even in the 
past ten years it has dropped tremen- 
dously. However, this does not neces- 
sarily mean that we can treat liberally 
an applicant with a tuberculosis history. 
Most of the drop in the death rate fig- 
ures merely reflects a much lower in- 
cidence of serious tuberculosis disease. 
Then too, exposure to the tubercle bacil- 
lus is much less,” Dr. Talbot said. 

“While some of the improvement in 
overall mortality has come from surgical 
treatment, streptomycin and other new 
drugs, death rate decline was underway 
long before. Consequently, a history of 
clinical tuberculosis still requires a sub- 
prs substandard rating.” 

Dr. Talbot also pointed out that even 
small variations in long-term mortality 
may significantly affect the experience of 
a large group, and hence the premium 
rates necessary. This fact is often not 
apparent to the practising phy sician who 
deals with individual patients and usually 
over relatively short periods of time. 


continue to develop and expand his oper- 
ations from his Reno general agency. 

Mr. Campbell joined Occidental in 1955 
after heading his own insurance agency. 
He is a member of the Southern Nevada 
Life Underwriters and the company’s 
Leading Producers Club—the firm’s top 
sales organization. 
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Pacific Mutual Promotions 

T. S. Burnett, president of Pacific Mu- 
tual Life, announced a series of major 
promotions within the company’s home 
office. Named to manage a newly cre- 
ated policyowner service department is 
Gaylord N. Martin, Jr. The new depart- 
ment will handle and coordinate service 
on personal insurance formerly done 
by several discontinued or reorganized 
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departments. 

Others promoted include Harold T. 
Joanning, planning and coordinating de- 
partment manager; C. Frederic Wagner, 
policy accounting department manager; 
Lawrence J. Oaks, superintendent of 
claims; Bennett Carter, claims super- 
visor; John E. Harris, assistant manager, 


general services department ; Hazel Mar- ne 5 J 
tin, supervisor of policy accounting; Fifteen trainees this month completed 


Hugo Barbiera, supervisor of agency ac- @ intensive four week seminar study 
counting; oe Ledger, manager of course at the home offices of Pacific 
policy issue department; John T. Mutual Life in Los Angeles. They have 
Schmitz, supervisor, agency department; been assigned as home office representa- 
and Waldo D. Boss, senior claims ex- tives in widely scattered Pacific Mutual 
Scoe Ss Group offices throughout the nation. 
: Appointments went to Robert S. Buck- 
ner, onl William C. Coffee, 
: Paul R. Doerrand and Jared L. Eardley, 
Midland Mutual Leader all in Los Annes: John P; Farrington, 
Ellsworth J. Holden of Cleveland has Newark; Clay E. Fears, Jr., Atlanta; 
again won “Man of the Month” honors Paul M. F laherty and Robert C. Thomas, 
by leading the entire field force of Mid- San Francisco; R. Gentry Ganote, Jr, 
land Mutual Life during September. Mr. Chicago; Samuel L. Jenkins, Denver: 
Holden won this designation last July Albert G. McGrath, Dallas; Norman 
and this is the fourth time that he has J. Nicolay, Jr., Detroit; Billy Joe Pat- 
qualified for the award which is given  terson, New Orleans; B. H. Robinson, 
each month to the agent who turns in’ Seattle; and Marvin W. Tripp, St. 
the best all-around performance among Louis. 
the some 500 men and women represent- According to Assistant Vice President 
ing the organization. Darwin S. Liggett, head of Pacific Mu- 
Mr. Holden has been representing tual Group operations, the new appoint- 
Midland Mutual since 1937 and is asso- ments are part of an over-all expansion 
ciated with the Jack P. Smith Agency, program designed to provide Group 
the company’s general agency in the clients with better and more efficient 
Cleveland metropolitan area. Mr. Holden © service. Pacific Mutual’s Group life in- 
is an instructor in commercial subjects surance in force has increased by more 
at James Ford Rhoads High School than a billion dollars in the past ten 
where he also coaches the track team. years. 
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International Congress Of Actuaries 


(Continued from Page 1) 


Society, who was elected one of the 
two vice presidents of the International 
representing the United States, presided 
at the sessions substituting for Mr. 
Davis. The other vice president elected 
for the U.S.A. is N. E. Masterson, vice 
president and actuary, Hardware Mutual 
Casualty Co. of Stevens Point, Wis. 

William M. Anderson, president North 
American Life of Toronto, was elected 
vice president for Canada. A number 
of other vice presidents were elected 
representing 11 countries, the vice pres- 
ident for England being Charles F. 
Wood, manager in United Kingdom for 
Manufacturers Life. 

M. Albert Linton, chairman of Provi- 
dent Mutual Life, was chairman of the 
organizing committee of the XVth con- 
gress; and J. Gordon Beatty, vice pres- 
ident, Canz ada Life, was vice chairman. 
D. J. Lyons, vice president of Guardian 
Life. was chairman of committee on 
public information, and_ oti.er commit- 
tee chairmen were A. T. Bunyan, J. J. 
Finelli, John R. Larus, James Y Phillips 
and Andrew C. Webster. 


Ambassador Lodge of United Nations 
Makes Address 


At the opening session of the ac- 
tuaries they were addressed by one of 
this nation’s most distinguished citizens. 
This was Henry Cabot Lodge, United 
States Ambassador to the United Na- 
tions. He told of the important role 
which United Nations has played in the 
international picture and its growth from 
59 member states to 82. It has been the 
policy of President Eisenhower to use 
the United Nations for policy whenever 
a foreign policy question has arisen. 

In summing up the status of United 
Nations Ambassador Lodge said: “The 
United Nations embodies a creed for the 
behavior of human beings. Because the 
governments do not always behave, just 
as there are people who break the Ten 
Commandments, does not mean that the 
United Nations should be abandoned, 
any more than the Ten Commandments 
should be abandoned.” 

He then described the attitude United 
Nations has taken in a number of coun- 
tries where there have been crisis, in- 
cluding situations where there has been 
Communist aggression. Among countries 
discussed by the Ambassador’ were 
Korea, Egypt, Hungary, Algeria, Suez 
and some Near East nations. 


Follow Talks in 5 Languages 


The addresses delivered before the 
Congress were interpreted in five lan- 
guages so each of those in the audience 
could intelligently follow the speakers. 
All the delegates wore head pieces which 
were IBM receivers, the scene being 
reminiscent of the head receivers used 
in United Nations. At the rear of 
the Commodore ballroom where main 
sessions were held was a booth where 
the interpreters were stationed. The 
languages immediately interpreted while 
the speaker was on his feet were Eng- 
lish, German, French, Italian and Span- 
ish and the interpreters did a marvelous 
job. Instructions for use of the receivers 
given the actuaries were these: 

Lift switch in center to turn the re- 
ceiver on; select language with knob 
at right; regulate volume with knob at 
left; at end of session please turn set 
“off” and return to rack. 


Many Social Affairs 


Many social affairs were given in con- 
nection with the congress. The first was 
a get-together at a large cocktail party 
at the Commodore. Institute of Life 
Insurance was host at a party given in 
Waldorf-Astoria on Thursday _ night. 
Many of the American actuaries had for- 
eign actuaries as their guests in their 
homes over the week-end. Some were 
guests of American insurance men at 
theatres, a favorite theatre being Radio 
City Music Hall at Fiftieth Street and 
Avenue. of the Americas where “Les 
Girls” is being shown. An unusually 
large number of actuaries saw this pic- 
ture, regarded as the most entertaining 


movie seen in New York since the 
premier of “Around the World in 80 


Days.” There were, or will be, many 
private parties in private homes and 
clubs. 


It was evident in every direction that 
the American actuaries wanted to show 
the visitors a type of hospitality com- 
parable to that extended to the visiting 
actuaries who have attended the former 
Congresses or such affairs as the cen- 
tennary of the Institute of Actuaries of 
Britain or by the Faculty of Actuaries 
of Scotland. 


PARTY FOR SCOTCH ACTUARY 





R. L. Gwilt, Scottish Widows, Guest of 
E. B. Whittaker; Arthur Hunter 
Also at Affair 
One of the many small parties given 
this week with foreign actuaries as guest 
of honor was that of Edmund B. Whit- 
taker, vice president, The Prudential, in 
charge of Group operations. It was a 
dinner to his oldest friend in Scotland, 
R. L. Gwilt, general manager and ee 
of Scottish Widows’ Fund. Mr. Gwilt is 
a former president of Faculty of Actu- 
aries in Scotland and one of the most 

brilliant of European actuaries. 

Thirty-five years ago Mr. Whittaker 
introduced Mr. Gwilt to his future bride, 
both having been friends of Mr. Whit- 
taker of long standing before they met 
each other. Mrs. Gwilt is the step- 
daughter of Lord 3everidge, author of 
the Beveridge plan of social welfare 
benefits in England. 

Other guests of the party were Dr. 
and Mrs. Arthur Hunter; Valentine 
Howell, executive vice president of Pru- 
dential, and Mrs. Howell, and Mr. and 
Mrs. Pearce Shepherd. Mr. Howell is a 
former president of Society of Actuaries. 
Mr. Shepherd is vice president and actu- 
ary of Prudential. 


Hunter’s Activity at 88 


Dr. Hunter, former chief actuary of 
New York Life, although 88 years old, 
still plays two rounds of golf a week at 
Montclair, N. J., and until recently was 
president of Mountainside Hospital, the 
largest hospital in its area, and was presi- 
dent of Montclair Art Museum. He is 
still doing some actuarial work as he is 
a consultant in that field for New York 
Blue Shield. 

In commenting on Dr. Hunter, Mr. 
Whittaker said to The Eastern Under- 
writer: 

“He is the most amazing man I ever 
met. I believe he was the first Scotch 





Fabian Bachrach 


ROBERT R. GALLAGHER 

Appointment of Robert R. Gallagher 
as associate actuary of the North Amer- 
ican Reassurance has been announced 
by A. H. McAulay, president. Mr. Gal- 
lagher is a fellow of the Society of 
Actuaries. He was with Sun Life of 
Canada from 1950 to 1953. He then 
joined the North American Reassurance 
as assistant actuary. 


ALLSTATE NAMES JOHNSON 

Robert W. Johnson has been named 
Midwest zone supervisor of life insur- 
ance sales promotion of Allstate Insur- 
ance Co., Skokie, Ill. An alumnus of the 
Illinois Institute of Technology, Mr. 
Johnson was manager of field training 
of a Chicago life insurance company 
before joining Allstate. 





actuary to come to this country, and 
some years ago received an LL.D. de- 
gree from Edinburgh University. He was 
responsible for my coming over to this 
country. I had met him in Edinburgh 
where his brother, Dr. Mitchell Hunter, 
was a close friend of my father.” 

The Whittaker dinner was on October 
5, at the Montclair Golf Club, which 
was preceded by a cocktail party at the 
Whittaker residence—150 Highland Ave- 
nue, Montclair. 





First 





Full 
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Accelerator" Plan 


as’ *Sprit Dollar ,; 
etc. 





Now available in our new 


PARTICIPATING 
NON-PARTICIPATING 
Particularly designed for plans where 


high early year values are needed, such 
Business Insurance, 


Minimum policy—$10,000 
Call for details. 


JAMES F. MacGRATH, Jr. 


General Agent 


THE UNITED STATES LIFE INSURANCE COMPANY 
IN THE CITY OF NEW YORK 


84 William Street, New York 38, N. Y. 


"Cash Value 


HAnover 2-7865 


W. C. DENT MADE SUPERVISOR 

Appointment of William C. Dent as 
supervisor in the Brant E. Smith agency, 
of Lincoln National Life in Phoenix, has 
been announced by Brant E. Smith, gen- 
eral agent. Mr. Dent entered the insur- 
ance field in 1947 after serving as a pilot 
in the Air Force, and joined Lincoln 
National Life in August of Jast year. He 
has an outstanding personal production 
record and has also had supervisory re- 
sponsibilities. 

Mr. Dent attended the University of 
Arizona where he majored in agriculture 











your Mutual 
i Benefit 





training 
pays off 
for 
everyone.” 


Most people realize they need life 
insurance. But few know what 
kind—or how much. That’s where 
weeks and months of specialized 
training and planning pay off— 
both for the client who gets more for 
his money—and the Mutual Benefit 
Life man who finds that planned 
insurance is easier to sell! 

It takes more time and effort, 

of course, but this training is a 
big reason why Mutual Benefit 
Life men like Glenn Rifenberg, 
Three Rivers, Michigan, enjoy 
successful careers and their clients 
enjoy quality insurance programs. 





The Mutual Benefit Life _ 
Insurance Company, Newark, N. J. 
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Jewish Federation Lunch 
To Harold Loewenheim 





Blackstone Studios 


HAROLD A. LOEWENHEIM 


Harold Loewenheim, manager of Home 
Life agency at 341 Madison Avenue, 
New York, will be guest of honor at a 
luncheon of the life insurance division 
of ogg of Jewish Charities of 
New York, at its hez adquarters, 130 East 
Fifty-Ninth Street, November 13. J. 
Robert Lauer, manager Continental 
Americ an Life agency, is chairman of 
the life division. 

Mr. Loewenheim, a 
of the Federation’s life division and of 
its Larchmont community campaign, is 
currently president of Larchmont Com- 
munity Chest and a director of West- 
chester Jewish Community Services. He 
is a former president of Life Under- 
writers Association of City of New York 
and of New York CLU Chapter. 

On executive committee of life insur- 
ance division are 25 insurance men, in- 
cluding a number of general agents. 


former chairman 


LIAMA Annual Meeting 
In Chicago November 12 


The 40th annual meeting of the Life 
Insurance Agency Management Asso- 
ciation will open formally with the tra- 
ditional fellowship luncheon Tuesday at 
the Edgewater Beach Hotel, Chicago, 
November 12. LIAMA President William 
B. Stannard, vice president in charge of 
agencies for Occidental of California, will 
deliver the luncheon address. 

Need 


“Creative Thinking And The 


For It Today” is the title of the speech 
to be given Tuesday afternoon by Dr. 
G. Herbert True, assistant professor of 


marketing at the University of Notre 


Dame and marketing consultant for Gen- 
eral Electric, Studebaker-Packard and 
Outdoor Advertising. Dr. True has had 


wide practical experience in many phases 


of creative work including advertising, 
radio and television, has written many 
books on related subjects and has lec- 


tured on cre ativity at several universities 
Report of the nominz iting committee 
will be made by its chairman John W. 
Sayler, vice president in charge of sales 
for Business Men’s Assurance, followed 
by a welcome to new member companies 
by LIAMA Membership Chairman Ford 
Munnerlyn, vice president and agency 


director for American General. 

“The Legislative Scene,” the popular 
forum which discusses recent events in 
Washington, D. C., will this year be 
included in the general session. Par- 
ticipants will include Robert R. Neal, 
general manager, Health Insurance As- 
sociation of America; W. Lee Shield, 
associate general counsel for American 


Life Convention; and Eugene M. Thore, 
general counsel for Life Insurance Asso- 
ciation of America. 





Seminar for Brokers 
Held by Teare Agency 


FEATURED GROUP INS. TRENDS 





Speakers, R. W. Dewey and Leonard 
O’Sullivan, Both of Continental Assur- 
ance; H. M. Teare Presides 





The third in a series of seminars for 


New York insurance brokers was con- 
ducted by the H. Malcolm Teare Agency, 
Inc., general agents in New York of 
Continental Assurance, on October 9 at 
Biltmore Hotel. Theme of the meeting, 
which was attended by 25 brokers, was 

“New Developments in Group Insur- 
ance.” 

Malcolm M. Teare, president of the 
agency, extended the welcome and in- 
troduced the two speakers—Roger W. 
Dewey of the home office Group depart- 
ment of Continental Assurance, and 
Leonard O’Sullivan of Continental’s re- 
tirement and special plans department. 

Mr. Dewey discussed the company’s 
new $40,009 limits for Group life insur- 
ance on groups as small as ten lives, 
Group long term disability policy and 
paid-up hospital-surgical insurance plan 
for retired emploves. 


In turn Mr. O'Sullivan described Con- 
tinental’s Group term with optional 
Group permanent insurance which, in 


effect, transforms a Group life case into 
a salary allotment plan, developed in the 
Group life field. 


Donald J. Reap, vice president and 
counsel of the Teare Agency, was the 
closing speaker of the seminar. He 


summed up the sales ideas and concepts 
set forth by the two guest speakers as 
well as telling the brokers about other 
Continental innovations coming in the 
future. These include a new 1958 divi- 
dend scale which will be more liberal, a 
family policy which will be on the mar- 
ket soon, and newly increased writing 
($500 monthly) and participation ($900 
monthly) limits on Continental’s non- 
cancellable guaranteed renewable acci- 
pee and health policies. 

The agency plans to hold a fourth 
seminar soon at which “Non-Cancellable 
A. & H. Trends” will be discussed. 

Among the agency’s key people who 
attended the seminar and assisted in 
conducting it were Walter Dohrmann, 
brokerage supervisor and _ consultant; 
Orie Mohr, pension supervisor, and Dor- 
othy Lavers, who heads the Group de- 
partment. 


Atlantic Alumni To Meet 
In New York, October 24-25 


Panel discussions on_ preinduction 
training and methods for keeping agents 
successful will highlight the 19th annual 
meeting of the Atlantic Alumni Asso- 
ciation, October 24-25 at the Hotel Bilt- 
more, New York. Graduates of the 
schools in agency management, con- 
ducted by the Life Insurance Agency 
Management Association are invited to 
attend. 

President of the Atlantic Alumni Asso- 
ciation is Thayer Quinby, general agent 
in Boston for Columbian National Life. 





General Agency opportunities available! 





LIFE INSURANCE 
PURCHASED ON 


R E IN E WA L S EQUITABLE BASIS 


RENEWAL PURCHASE COMPANY 
300 Park Avenue, New York 22, N. Y. PLaza 3-2826 











HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAIn 4-7951-2.3 


“Where Business is Appreciated” 
CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 


32 COURT STREET BROOKLYN 1,N. Y. 
TRiangle 5-7362 











Philadelphia Life Names G. L. Clarke and W. B. Lex 





WILLIAM B. LEX 


GEORGE L. CLARK 


Joseph E. Boettner, CLU, president Philadelphia, where he is active in local 
of Philadelphia Life, has recently an- 
nounced the appointments of George 
L. Clark as underwriting executive, and 
William B. Lex, as senior underwriter. 

Mr. Clark became associated with the 
company in June, 1948, as a trainee in 
the underwriting department. He ad- 
vanced to assistant underwriter, and, in 
early 1955, became senior underwriter. 
He succeeds David B. Schweiger, who 
has retired after 48 years of active se-v- 
ice to the company. 

Mr. Clark is a member of the Home 
Office Life Underwriters’ Association, 
and the Institute of Home Office Life 
Underwriters. He resides in suburban 


church and civic work. 
Mr. 
May, 


writing experience. 


Lex came to the company in 
1955, after several years of under- 
He also spent sev- 
eral years as a full-time life insurance 
before joining the Philadelphia 
Life organization. Beginning as assis- 
tant underwriter, Mr. Lex advanced to 
the position of underwriter, prior to the 
attainment of his current responsibilities. 
A member of the Home Office Life 
Underwriters’ Association, Mr. Lex at- 
tended Yale University. A member of 
the Merion Cricket Club and the Racquet 
Club, Mr. Lex lives in Wayne, Pa. 


agent 





When you need a ““different’’ pitch —try Postal! 


Our contracts for Brokers are unusu- 
ally liberal — no minimums, no penal- 
ties. Your renewals are fully vested. 
You can qualify for our free Group 
insurance and continuous service fees! 


Single case contracts, too! 


When you need a little extra on the 
ball, something that is distinctly dif- 
ferent, something that strikes out your 
competition — call Postal! 


Our Ordinary and Group plans are 
flexible, can be issued to meet those 
“different” cases that require special 
handling, often liberal underwriting. 


Contact one of our General Agents 


today! 


Postal Ts of New York 


GEORGE KOLODNY, President + 511 FIFTH AVE., N. Y. 17, N. Y- 
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He speaks with the authority of accomplishment 

























“A man’s success is not a gift. It’s the product of his own hard 
work, ingenuity and perseverance. And I know of no business which 
offers as many opportunities to exploit these qualities as the life 
insurance business.” 

The truth of this statement is revealed in the accomplishment 
of the man who made it — Lester A. Rosen, CLU, nationally 
recognized life insurance spokesman and million dollar producer 
for The Union Central. 


Graduated from Wharton School of Finance and Commerce in 1933; 
distinguished himself immediately by completing the entire series 
of Chartered Life Underwriter examinations within a few days; sold 
more than a million dollars of life insurance during his first full 
year with The Union Central, and two years later, at age 24, became 
the youngest man to qualify for /ife membership in the industry’s 
celebrated Million Dollar Round Table; has maintained this enviable 
sales record up to the present time, earning practically every honor 
and recognition his Company and profession can confer. 








Lester Rosen’s remarkable career may well be a model to men of 
ambition in any field — and certainly in the life insurance field 
where a man can go as far as his ambition will take him. 








As an Army major during World War II, Lester Rosen was stationed near Memphis, 
Tennessee. Attracted to scenes like the one above, he transferred to Union Central’s 
Memphis Agency after the war and quickly repeated the phenomenal success he 
had achieved in New York City. Today, Lester and his wife are right at home 
in their adopted city, and extremely active in both civic and religious affairs. 











All work and no play isn’t the rule of the Rosen household. Even An evening concert for Pat Rosen is usually as near as the living 
a busy man can find time to be a family man. Here, Lester room when her husband sits down at the piano and proves 
attempts to keep pace with son Jeff and daughters Pat and Leslie. that his accomplishments are as varied as his many interests. 


THE UNION CENTRAL LIFE INSURANCE COMPANY - CINCINNATI 


Security for the American Family since 1867 
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William Marshall Bullitt, the Louisville 
lawyer who was engaged as counsel for 
many of the important litigations involv- 
ng life insurance, and who died last week, 
was Yor years a trustee of Mutual Life of 
New York. He was one of the most in- 
fluential members of that board which 
includes a number of men of distinction in 
the nation. 


Asked by The Eastern Underwriter last 
week for a statement reflecting the per- 
sonality, judgment and character of Mr. 


Bullitt and what his long years of service 
meant to the company Louis W’. Dawson, 
its president, made the following statement 
which was not used in connection with the 
article printed about Mr. Bullitt last week 
duc to extenuating circumstances. 


In Mr. Bullitt’s passing the legal pro- 
fession and the life insurance business 
have lost one of their most dynamic and 


colorful figures. His death marks the 
end of an era of great court lawyers, 
among whom he was one of the most 


eminent. 

The life insurance business has bene- 
fited from Mr. Bullitt’s influence and 
association with it for more than 40 
years. His intimate knowledge of life 
insurance and extraordinary capabilities 
as a lawyer combined to make him be- 





John Hancock to Receive 


Financial World Oscar 

A bronze “Oscar” will be presented to 
the John Hancock, October 28, for having 
the best annual report of the life insur- 
industry in 1956. The award is 


ance 

being granted by the seventeenth annual 
survey of “Financial World,” national 
weekly magazine. Dr. Bishop C. Hunt, 


and economist of the com- 
pany, will accept the award at a banquet 
at the Hotel Statler in New York. 
Approximately 5,000 reports originally 
entered in this year’s competition. 


vice president 


were 

From this number 1,874 qualified for 
final screening for the bronze trophy 
awarded in each of the 100 industrial 
classifications. In the life insurance 


classification General American Life was 
runner-up for the top award, while State 


Mutual Life placed third. 
Chairman of the jury making the final 
selections is Dr. G. Rowland Collins, 


dean of the Graduate School of Business 
Administration, New York University. 
le was assisted by Paul Haase, man- 
aging director, Controllers Institute of 
America; Prof. William Longyear, chair- 
man of the department of design, art 
Pratt Institute; Dr. Shelby Cul- 
lom Davis, past-president, National Fed- 
eration of Financial Analysts Societies. 
The screening of reports was under the 
direction of Nicholas E. Crane, president 
of the New York Society of Security 
Analysts, Inc., with the cooperation of 
the investment analysts, all members of 


New York Society 


school, 


tichard J. Anderson, editor and pub- 
lisher of “Financial Worl: 1,” will present 
the “Oscar-of-Industry” at the awards 
banquet, which will attract some 1,400 


Sheines ; and financial leaders from all 
parts of the United States, Canada and 
Latin America 


Pacific Mutual Appoints 
L. H. Buzard, Jr. at Denver 


Pacific Mutual Life has named Leroy 
H. Buzard, Jr. as manager of the com- 


pany’s Denver agency. 


Mr. Buzard goes to the Pacific Mutual 


post from Omaha, where he has been 
active in the life insurance field and in 
managerial work as assistant general 


agent with another leading company. A 
director and membership chairman of the 
Omaha Life Underwriters Association, he 
served also as a director of the Nebraska 
Leaders Round Table. He is a Past 


Wresident of the Omaha Junior Chamber 
of Commerce. 





Dawson’s Warm Tribute To Bullitt 


one of the nation’s outstanding 
insurance attorneys. 

3y natural bent and by self-training, 

> developed an interest in mathematics 
= actuarial science to the point where 
he became an outstanding mathematician 
and exponent of actuarial principles. 

Starting with the brilliant handling of 
tontine cases in the Kentucky courts, 
he became a logical choice of many com- 


come 


panies, and in some instances of the 
insurance business at large, to handle 
highly important technical cases, many 


of which involved principles of supreme 
importance and millions of dollars of 
policyholder funds. 

One of his greatest characteristics was 
his ability to translate actuarial science 
and practice into legal terms and_phil- 
osophy. 

Mr. Bullitt’s contributions to Mutual 
of New York and to the industry gen- 
erally have been of great magnitude. He 
was elected a member of Mutual of 
New York’s board of trustees on No- 
vember 24, 1926. Since 1940 he had been 
a member of the board’s executive com- 
mittee, and since 1942 a member of the 
insurance operations committee. He also 
served on the nominating committee and 
performed other important assignments. 

The record of his devotion to the wel- 
fare of our company will long be valued 
by his fellow trustees and the com- 
pany’s officers. 








Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran- 
teed premium rates, non-aggregate, no house confinement, 









Tra 
Ww 


PERSONAL 


optional hospital-surgical-medical benefits. Sickness 
benefits from one year to ten years—Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 


Expansion program provides openings for 
qualified General Agents in selected areas 





Loyal Protective Lire INSURANCE COMPANY 


BOSTON 15, MASSACHUSETTS 





J. E. McBRIDE’S NEW POST 

New England Life has appointed 
James E. McBride as district Group rep- 
resentative in Cincinnati. He will be as- 
sociated with Robert W. Stivers, dis- 
trict Group manager. 

Mr. McBride has been a Group insur- 
ance representative in New York and 
Philadelphia since he joined New Eng- 


land Life in 1953. 





Sf 


mental agency. 


position 1s 


required. 


14, California. 





ACTUARY 


‘Toworkin CALIFORNIA State 
Department of Insurance. Re- 
quires three years of responsible 
actuarial experience with a life or 
casualty insurance company, con- 
sulting actuarial practice, or an 


actuarial position in a govern- 


The current salary range for this 
$821-$1,000 per 
month. A salary range of $1,000- 
$1,100 is received when out-of- 


state Insurance examinations are 


Apply before November 22 to 
California State Personnel Board, 
801 Capitol Avenue, Sacramento 














Promote W. A. Loubier 


WILLIAM A. LOUBIER 


William A. Loubier, State Mutual Life 
of America, Worcester, has been pro- 
moted to manager of advertising and 
field publications department in the ad- 
vertising and sales promotion branch, 
according to an announcement by Presi- 
dent H. Ladd Plumley. 

Editor of the company’s field publica- 
tion, The Statesman, since 1955, Mr. 
Loubier will continue to have supervision 
over that publication. A new editor will 
be announced shortly. Mr. Loubier 
joined State Mutual in 1954 as an assist- 
ant in the agency division and two years 
later joined the then publicity depart- 
ment. 

A native of Waterville, Maine, Mr. 
Loubier’s publication won the “Award 
of Excellence” this year at the annual 
meeting of the Life Insurance Adver- 
tisers Association in competition with 
those of the nation’s leading life insur- 
ance companies. 

A graduate of the Univérsity of Maine 
in 1951 with a Bachelor of Arts degree 
and a major in journalism, Mr. Loubier 
is a former Army infantry Ist lieutenant. 
He has done publicity work for the Wor- 
cester Orchestral Society and the State 
Mutual Golden Rule campaign. 


TOLEDO CLU CLASS 
The Toledo CLU Chapter is sponsoring 
a class in advanced life insurance under- 
writing which will be held each Thurs- 
day for 30 weeks. President of the To- 
ledo Chapter is John C. Groff 
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every month Continental talks 


to the men who read TIME 














Group Pensions 
that smal) 
Corporation 
owners can 
Pay for from 


(aX savings 


Of giant compare employ 


No trust 
far “dminiatration’ 
com 


‘Cnt 
dip et 0 meas 
Month nn that of ™Peniag fe 
“™Ployeny Plan oh 10 per 

Petineds 





A couple of months ago, the Continental Already we have enjoyed a gratifying reaction from 
Assurance Company began a continuous advertis- _ our advertisements on Quantity Discount and Small 


ing program in Time Magazine. Group Plans. The subjects we will treat in future 
This program is made up of a series of straight- months will be of equal timeliness. 
forward ads like the ones shown here. Each of * * x 





these will contain a short message of importance Watch for these messages in Time. This program 
to businessmen . .. telling millions of read- will create new prospects... and broaden 
ers of the new efforts Continental is making and increase opportunities in ordinary and 
in the field of Life Insurance. group insurance fields. 





CONTINENTAL 






INSURANCE 
SERVICE 


Eastern Department Mid-America Department Pacific Coast Department 
76 William Street, New York 5,N.Y. © 3105S. Michigan Avenue, Chicago 4, Illinols © 215 W. 7th Street, Los Angeles 14, California 
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Aragona Life Agency 
374 Uniondale Ave., IV 1-1548 
Uniondale 


Ardan, Inc. 
390 Hillside Ave. 
FL 4-0496 & FI 7-0499 


New Hyde Park CHARLES L. WHITE 


John P. Nesbit has been named di- 
Phillip C. Belber Agency, Inc. rector of sales promotion and_ public 
744 Broad St., MA 2-0354 relations for Atlantic Life of Richmond, 
Newark Va. Charles L. White, formerly assistant 
agency director, has succeeded Mr. Nes- 
bit as director of field training. An- 
nouncement was made by Robert V. 
Hatcher, president. 


Mr. Nesbit will be responsible for the 
company’s public relations advertising 
and sales promotion programs and Mr. 
White is charged with the further de- 
velopment and administration of the 
agent’s sales training program. 

Mr. Nesbit entered the life insurance 
business in 1951 when he joined Atlan- 


David A. Carr Agency, Inc. 
50 East 42nd St., OX 7-3424 
New York 


Carl E. Haas, C.L.U. 
General Agent 

32 Court St., TR 5-7362 
Brooklyn 






























JOHN P. NESBIT 


tic’s branch office in Lynchburg, Va. as 
a special agent. He remained in the field 
for one and one-half years and then 
moved into the home office as agency 
assistant in 1952. In 1954 he was ap- 
pointed director of field training and last 
February was elected an officer of the 
company. 

Mr. White entered the insurance busi- 
ness in 1946 as an agent in Tidewater, 
Va., for Penn Mutual Life. Later he 
became sales manager for Williamsburg 
Inn and Lodge in Williamsburg, Va. He 
joined Atlantic Life in 1953 and returned 
to Tidewater as general agent. In Janu- 
ary of 1957 he was appointed assistant 
agency director and transferred to the 
home office. 





The Harmelin Agency, Inc. 
50 Church St., CO 7-4686 7-8 
New York 


Sol Sackheim Honored 


Members of the Great-West Life’s 

Schwemm Agency, Chicago, paid tribute 

Leitner Agency, Inc. to Sol Sackheim, CLU, at a luncheon 
384 East 149th St., CY 2-3105 in honor of his 25th anniversary with 
New York Great-West. On this occasion, D. E. 
Kilgour, chief executive of the company, 
was present to honor Mr. Sackheim. Mr. 
Kilgour paid tribute to his services to 


Rolland W. Lewis f 
the company and especially to the part 


148 Wantagh Ave., PE 1-5910 


Laelia he has played in the development and 


growth of the Schwemm Agency since 

the time Mr. 

Life Associates agency supervisor of the Chicago office 

111 John St., BE 3-4545 in 1942. Mr. Kilgour presented Mr. 

New York Sackheim with a 25th anniversary gift 
in behalf of the company. 

The agents, under the supervision of 


. Mr. Sackheim, also honored him as Carl 
Meyers-Crisona Agency, Inc. Lindblad, a veteran agent, presented a 


89-30 161st St., JA 3-3540-1 gift on behalf of the agency force. 

Jamaica Mr. Sackheim received his CLU de- 
gree in 1940. He has served as a direc- 
tor of the Chicago Association of Life 
Underwriters, in the Chicago Chapter of 
CLU, and in the Supervisor’s Club. For 
several years, he has served as Loop 
chairman of the LUTC committee. Dur- 
ing the war years, he was chairman of 
the committee in behalf of the ‘Chicago 
Chapters of CLU for the arrangement 
and for the instructors of CLU classes. 


Sackheim was appointed 


W.L. Perrin & Son, Inc. 
75 Maiden Lane, HA 2-4044 
New York 


Samuel D. Rosan Agency, Inc, 
14 Maiden Lane, BE 3-8114 
New York 


Name Leslie I. Ferguson 


Leslie I. Ferguson has been appointed 
general manager of office administration 
in The Prudential’s northeastern home 
office that is to be built in Boston. 

A graduate of Cornell University he 
joined Prudential in 1932. He has been 
general manager of the debit policy 
H. Malcolm Teare Agency, Inc. department in the company’s headquar- 
500 Fifth Ave., LO 4-8130 ters in Newark, N. J., since 1955, and 
New York will perform his new duties there until 
the northeastern operation is moved to 
30ston, some time next year. 


C. J. Simons Corporation 
563 Broad St., BAR 7-8850 & 
MAR 3-8100 

Newark 


Mass. Mutual Opens N ew 
Group Office in Omaha 


Massachusetts Mutual Life has an- 
nounced the opening of a district Group 
office in Omaha. Richard B. Martley has 
been appointed district Group represen- 
tative in charge of sales and service. The 
new office is under the general super- 
vision of Bernhard F. Kalb, Jr., CLU of 
Chicago, manager of the company’s 
Midwestern Group insurance region, and 
will operate in cooperation with the Ned 
G. Patrick Agency in Omaha. 

3orn in Chicago, Mr. Martley was 
graduated from the University. of Illi- 
nois in 1954 and did graduate work there 
in sales and insurance. Before joining 
the Massachusetts Mutual in 1956, he 
was an agency supervisor for an insur- 
ance firm in Chicago. He comes to 
his new position from the company’s 
district Group office in Minneapolis. 








MIDWEST 
GROUP ACTUARY 
$13,500 

THE COMPANY: Established in Group field 
operating in 35 states. Department small 
enough to offer rapid advancement. Housed 
in medium sized city. 

SPECIFICATIONS: Age to 42, at least Asso- 
ciate in Society, minimum of five years 
experience in Pension field. Interest and 
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POSITION: Department head with occasional 
field trips. 
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Appointed Associate Director of Ordi- 
nary Agecncies; Will Serve Mid- 
America Area 
Philip H. Kammerer, Gary, Indiana, 
has been named associate director of 


Ordinary agencies for The Prudential, 
according to James E. Rutherford, vice 
president in charge of Chicago’s Mid- 
America operations. In his new post 
Mr. Kammerer will continue to assist 
Directors of Agencies Lou Varnado in 
the administration of Mid-America’s 13 
agencies. 

After serving as a special agent, as- 
sistant manager, and general manager 
of another life insurance company, Mr. 
Kammerer joined Prudential last Octo- 
ber as assistant director of Ordinary 
agencies. A graduate of Manchester 
College with an A.B. degree in 1941, he 
was also graduated in 1947 from Indiana 
University with an M.S. in education. 

veteran of World War II as an 
Air Force lieutenant, Mr. Kammerer also 
served as head coach and athletic direc- 
tor at Manchester College. 


United Ins. Co. of America 
Now Licensed in Nebraska 


United Insurance Co. of America, Chi- 
cago, has received a certificate of author- 
ity to transact business in the State of 
Nebraska. Announcement was made by 
President J. R. Hogan. 

Licensed recently in Wisconsin, the 
company now operates in 42 states, as 
well as the District of Columbia and the 
Territory of Hawaii. President Hogan 
stated that its operations in Nebraska 
will be inaugurated in the life department 
and the commercial accident and health 
department. At a later time, the com- 
pany will establish its weekly premium 
life and accident and health business op- 
erations in the larger Nebraska cities. 
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Are You Looking for a General Agency? 


If your present company cannot offer you one, investigate 
EMPIRE. We have the latest and best in modern, streamlined 


LIFE — Quantity Discount, Mortgage Coverage, Family Income, 
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GUARANTEED RENEWABLE — Accident & Sickness, Hospi- 


GROUP — Life, Hospital, A. & S. 


We welcome your inquiries 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


DOUGLAS S. FELT 
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Citizens Life Appoints 
Sassoon E. Kashi Agency 


Matar 
SASSOON E. KASHI 


The Sassoon E. Kashi Agency were 
hosts this week at a reception given 
at the offices of the Agency at 116 
Nassau Street, New York, in celebration 
of their appointment as general agents 
in New York City for Citizens Life of 
New York 

\ppointment of Sassoon E. Kashi as 
general agent was made by Citizens Life 
on September 1 of this year. For Mr. 
Kashi it represents the culmination of 
many years in the New York area as a 
leading life insurance agent and broker- 
age manager. Mr. Kashi’s previous asso- 
ciations in the life insurance business 
were with Guardian Life and Postal Life. 
In the latter connection he was broker- 
age manager of the Alvin Wolff Agency. 

Educated at Taawin College, Baghdad, 
Mr. Kashi was for several years w:th 
the Royal Air Force in Iraq, in a civilian 
capacity. He later became confidential 
secretary to the British administrative 
inspection at Basra for several years, 
after which he went into commercial 
business. 

When he arrived in the United States 
in 1939, Mr. Kashi maintained an import 
and export business with offices in New 
York, Iraq and Iran. He later decided 
to concentrate wholly in the field of life 
insurance. 


NEW ENGLAND LIFE CHANGES 


John C. Storey Associate Counsel; 
Witherby, Shea and Winslow 
Named Assistant Counsel 
New England Life has promoted John 
C. Storey to associate counsel and Fred- 
erick R. H. Witherby, Charles T. Shea 
and Edward T. Winslow to assistant 
counsel. Promotions were announced by 

president O. Kelley Anderson. 

Mr. Storey is a former FBI agent and 
Was associate counsel and assistant sec- 
retary of Textron, Inc., before joining 
New England Life in 1950. He has re- 
sponsibility for the legal aspects of 
mortgage loans and realty purchases. 

Mr. Witherby was attorney for 
Raytheon Manufacturing Co., until he 
joined the company in 1956. His duties 
concern mainly securities transactions 
and direct placement loans. 

Mr. Shea joined New England Life 
after graduating from Harvard Law 
School in 1950. His work is chiefly on 
general insurance matters, including 
agency problems and legislation. 

Mr. Winslow became associated with 
the company in 1952 after 13 years with 
the New York law firm of Taner, Sill- 
cocks and Field. In addition to his 
duties as office manager, he works with 
Mr. Storey on mortgage and real estate 
matters. 








State Farm Life Issues 
New Family Life Policy 


State Farm Life has released its new 
“Family Life Policy” to agents, Presi- 
dent Morris Fuller announced at the 
a. headquarters in Bloomington, 
ll. 


One unit of the basic policy provides 
$5,000 of whole life insurance with 
double indemnity for the male parent 
and $1,000 of term insurance for the 
wife, if she is the same age as her hus- 


band. The Term runs until the male 
parent’s sixty-fifth birthday and also 
provides double indemnity. 

Term insurance of $1,000 is provided 
for each child after age 14 days to age 
25 years or to father’s age 65, which- 
ever comes first. The Term is con- 
vertible to whole life or endowment up 
to five times the Term amount without 
a medical examination. Additional chil- 
dren are automatically covered at no 
extra cost. 


OGDEN AGENCY SUPERVISOR 

Stuart F. Remmel, Jr., has been ap- 
pointed supervisor in the Robert B. 
Ogden agency, representing Lincoln Na- 
tional Life in Los Angeles. Mr. Remmel 
joined Lincoln National Life in Septem- 
ber of this year. He began his insurance 
career seven years ago, and has had 
supervisory experience in addition to 
establishing an outstanding personal pro- 
duction record. 
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H. F. Rood President 
Society of Actuaries 


ENTIRE CAREER AS ACTUARY 


Vice President and Actuary of Lincoln 
National Life Was Society’s 
Secretary-Treasurer 


Henry F. Rood of Fort Wayne, Indi- 
ana, vice president and actuary of Lin- 
coln National Life of that city, was 
elected president of the Society of Actu- 
aries at its annual meeting Monday at 


ROOD 


HENRY 


the Commodore Hotel, New York City. 
Mr. Rood succeeds Malvin E. Davis, vice 
president, and chief actuary of Metro- 
politan Life. 

Mr. Rood has been in actuarial work 
his entire business life, starting with the 
Travelers after gradu: ation from Oberlin 
College, with a master’s degree from the 
University of Michigan joined the 
Lincoln National in 1931, was made sec- 
ond vice president of fie company in 
1949 and vice president this year. 

He is a Fellow of the Society of 
\ctuaries and was secretary-treasurer of 
the Society for several years following 
its creation by merger of the two former 
actuarial groups, in 1949. Mr. Rood has 
also been a member of many of the com- 
mittees of the Society of Actuaries and 
of the Life Insurance Association of 
America and the American Life Conven- 
tion, He is currently vice chairman of 
the committee which has worked jointly 
with the insurance commissioners in 
creating the new mortality table now 
under consideration for official approval 
Mr. Rood has also been prominent in 
many civic activities in Fort Wayne for 

iny years, : 


Equitable of Iowa Gain 

New paid life insurance in the Equi- 
table Life of Iowa for the month of 
September amounted to $12,321,633, an 
increase of 19.3% over the same month 
last year, it was announced by J. Rich 
ard Ward, agency vice president. This 
represented the greatest September in 
the 90-year history of the company. 
and continued unbroken the record of 
successive gain months each month since 
the first of the year 

September’s production brought the 
total for the first nine months to $126.- 
761,024, a gain of 14.0% over the corre 
sponding period last year, and the great- 
est first nine months in the company’s 
history. 

Life insurance in force at the end of 
September increased to a new high of 
$1,554,302,194, 

The Portland agency, H. W. 
general agent, was the leader 
company 
try. 


Ehrsam. 
among al 
agencies throughout the coun 


ll 





Actuarial Trends of 
Decade Listed by Davis 


BEFORE SOCIETY OF ACTUARIES 


President of Society’s Address Given by 
Secretary T. E. Gill Due to 


Davis’ Illness 


While the national economy has been 
surging ahead on virtually all fronts 
during the past decade, life insurance 
coverages have undergone a marked in- 
crease, both vertically and horizontally, 
and created many new problems, Malvin 
E. Davis, vice president of Metropolitan 
Life and president of the Society of 
Actuaries, stated in his presidential ad- 
dress before the Society’s annual meet- 
ing in New York. In Mr. Davis’ absence 
because of iilness his address was read 
by the secretary of the Society, Thomas 


E. Gill, actuary of London Life of 
Canada. 


Life insurance in force has increased 
140% in the United States and 175% in 
Canada during the past ten years, Mr. 
Davis declared, but despite this there is 
ample opportunity and need for further 
sales of life insurance and health insur- 
ance benefits if the public is to have as 
much coverage as would be advantageous 
to their beneficiaries. The rise in popu- 
lation and the reduced purchasing power 
of the dollar have increased the need fo 
coverage, while the larger earnings of 
the people have improved their ability 
to buy. 

Companies have striven to make the 
premium dollar as productive as possible 
for the insured under prevailing condi- 
tions, he added, pointing out that “it is 
significant that the people’s outlay for 
life insurance has not increased as fast 
as the amount of life insurance in force.” 


Cites Notable Trends 


Reviewing some of the more important 
developments in the life insurance busi- 
ness in this decade, Mr. Davis stated: 

1. Differentiation in policy cost by size 
of policy is now being made by many 
companies. Of the largest 50 companies, 
more than 40 now have_plans involving 
a minimum of $10,000. Some companies 
offer different cost levels for different 
size groups. Some vary policy dividends 
on the basis of policy size. 

2. The actuary must consider the pro- 
priety of terminal dividends for his com- 
pany, taking into account its particular 
circumstances. 

The sharp improvement in mortality 
during the past 20 years has been slowed 
down in the last five years, indicating 
probable changes in mortality relation- 
ships in the years ahead. The difference 
in mortality between the sexes has 
widened. The increased importance of 
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cardiovascular diseases and cancer sug- 
gests that perhaps the life insurance 
business might find it worthwhile to use 
its facilities for the development of diag- 
nostic tests to catch these diseases early. 

4. There are now over 20 companies 

offering lower premium rates for females 
than for males. Experience differs among 
companies, however, and not all find it 
justifiable to make this differential, par- 
ticularly if the increased expenses be- 
cause of the generally smaller polici ies 
issued to females offsets the savings in 
mortality. 
5. A new mortality table reflecting 
recent death rates has been drawn up 
and is now under consideration by the 
National Association of Insurance Com- 
missioners. 

6. Material changes have been made 
recently in underwriting standards, with 
the reduction or removal of many sub- 
standard ratings for both occupation and 
phy sical impairments. This is a reflection 
of the improved mortality. 

7. Automation is being widely adopted 
by the life companies, some with their 
own big machines, some sharing with 
others and some using small machines. 
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“The actuary of a company today must 
have an intimate acquaintance with the 
capabilities of such equipment and with 
the changes in procedures required.” 

8. The pre-authorized check plan is 
another innovation of recent years, with 
more and more banks cooperating. And 
in Canada, the Bankers Association has 
recently endorsed it. 

9. Material changes have occurred in 
Group life insurance, including increased 
attention to firms with smaller numbers 
of employes, inclusion of permanent and 
post-retirement benefits, and a trend to- 
wards larger amounts on executives. 

10. Accident and sickness insurance 
has come to be extensively written by 
the life companies. 

“The rapid succession of new develop- 
ments, of which only the more important 
have been mentioned, has added greatly 
to the responsibilities of the actuaries,” 
Mr. Davis commented. 

The actuaries’ increased workload has 
accentuated the need for more actuaries. 
This constitutes a major problem for the 
Society of Actuaries both in recruiting 
and education. Mr. Davis expressed his 
confidence that the Society of Actuaries 
will solve these problems by helping 
actuaries “to keep up-to-date on various 
developments, by attracting suitable 
young people to the profession and by 
keeping their training attuned to the 
times.” 


PACIFIC MUTUAL HOLDINGS 

Allen D. Harper, vice pres. in charge 
of securities for Pacific Mutual Life, 
announced that the company’s stock and 
bond holdings had reached $210,806,523 
by the end of the third quarter of 1957. 
This compares with $201,727,513 held at 
the beginning of this year. Mr. Harper 
reported that the greatest emphasis in 
new purchases has been in the field of 
industrial corporations. The securities 
are part of more than $560,000,000 in- 
vested on behalf of over 1,800,000 people 
protected by Pacific Mutual policies. 
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F. R. Stoddard Dead; 
Former Superintendent 

INSURANCE COMPANY COUNSEL 

Col. Stoddard, 80 Was Lawyer, Counsel 


to Insurance Companies and Author 


of Several Books 








Colonel Francis Russell Stoddard, a 
former New York Insurance Superin- 
tendent, died Friday last week at Doc- 
tors Hospital, New York, at the age of 
80. He was counsel of insurance compa- 
nies and the author of several books. 

Col. Stoddard, who served in the Span- 





Underwood & Underwood 
COL. FRANCIS R. STODDARD 


ish-American War and in the artillery 
during World War I, was graduated 
from Harvard University in 1899 and 
three years later joined the law depart- 
ment of the Brooklyn Rapid Transit Co. 
He subsequently served as special dep- 
uty attorney general of New York, a 
member of the State Assembly, and State 
Superintendent of Insurance. He was 
chairman of the New York State Pension 
Commission from 1921 to 1924 and the 
following year was employed by the New 
Jersey Legislature to reorganize the 
State Insurance and Banking Depart- 
ment and to revise the insurance laws. 

For thirty-four years, until 1949, Col. 
Stoddard was a partner in the law firm 
of Hamlin, Hubbell and Davis, 60 Broad- 
way, At the time of his death, he was 
counsel for the Eastern Life Insurance 
Co. and the United Mutual Life Insur- 
ance Co. Since 1933, he had been a mem- 
ber of the New York State Insurance 
Board. 

He is the author of “The Stoddard 
Family” (1912), “War Time France” 
(1918), “The Pilgrims” (1935), “The His- 
tery of the Acquisition Cost in the State 
of New York” (1944), and “The Truth 
About the Pilgrims” (1952), in addition 
to numerous technical articles on insur- 
ance. 

Col. Stoddard was a military aide of 
the late Mayor F. H. LaGuardia during 
World War II, a member of the Sons 
of the Revolution, the Society of Colon- 
ial Wars, Naval and Military Order of 
the Spanish War and the Society of 
Mayflower Descendants in the State of 
New York, among many others. 

Surviving are his wife, Mrs. Eleanor 
Whipple Stoddard; two sons, Howland 
B. and Dudley W. Stoddard, and three 
daughters, Miss Margery P. Stoddard, 
Mrs. Renwick W. Hurry and Mrs. Ed- 
ward D, Dunn, Jr, 


Seven Months’ Study Course 
Of Halsey Josephson Agency 


The Halsey D. Josephson agency, 
Connecticut Mutual Life, New York, will 
sponsor a seven months’ study course m 
the fields of law, taxation and estate 
planning, running from mid - October 
through April. It will consist of 12 two- 
hour lectures. The Life Underwriters 
Council for Applied Estate Planning, op- 
erated and directed by Koster & Co., 
New York City, planned the course and 
secured the lecturers. They are: 

Rene A. Wormser of Myles, Wormser 
& Koch, who is chairman of estate plan- 
ning panel of Practicing Law Institute; 
Joseph Trachtman, lawyer; David B. 
Chase of Chase & Bierman and J. K. 
Lasser & Co.; Milton Young of Young, 
Kaplan & Edelstein; William J. Casey 
of Hall, Casey & Robinson. 

Also, Fred W. Ohmes, vice president, 
City Bank Farmers Trust Co.; Venan J. 
Allessandroni of Nyles, Wormser & 
Koch; Eugene P. Walsh, Irving Trust 
Co.; William E. Murray of Jackson, 
Nash, Brophy, Barringer & Brooks; 
Henry C. Smith of Webster, Sheffield & 
Chrystie, and Mr. Koster, president of 
Koster & Co. and Koster-Dana Corp. 
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CHAS. E. BECKER STATEMENT 





Franklin Head Says No Action Will Be 
Taken on Public Offering of Capital 
Shares Until Next March 

Franklin Life, Springfield, IIll., has an- 
nounced that no action will be taken in 
the matter of a public offering of capital 
shares until after March 31, 1958, if 
then. Chas. E. Becker, president, stated 
in a letter to stockholders that “it seems 
likely that opportunities will occur in the 
next few years to augment our size by 
the acquisition of other companies, and 
any offering of additional shares will be 
largely contingent upon developments in 
that connection. Any such offering of 
course will involve pre-emptive rights to 
the company’s nearly 15,000 stock- 
holders.” 

Mr. Becker has also reported to stock- 





holders that as has been the custom in 
previous years, a cash dividend will be 
disbursed in January, with a 5% stock 
dividend contemplated each mid-year, to 
effect a semi-annual dividend procedur: 

Insurance in force during the first nine 
months of this year increased more than 
$250 million to over $2 billion $600 mil- 
lion; premium income expanded 11% to 
about $60 million; and investment in- 
come rose 18% to $10,600,000. Mortality 
experience continues very favorable, with 
a 31.6% ratio of actual to expected. 

SALES TRAINING SCHOOL 

Twenty-nine salesmen from 19 agen- 
cies of Bankers Life of Des Moines, 
attended a home office sales training 
school October 7-12. The school, first 
in a series of three, was under the super- 
vision of Roy A. Frowick. 
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INTERNATIONAL CONGRESS OF 


ACTUARIES IN 


NEW YORK 





Congress Of Actuaries 


(Continued from Page 6) 


Mr. Myers said, means that the popula- 
tion will eventually become stationary, 
assuming no migration and fixed age- 
specific mortality and fertility rates; or 
put another way, that 100 girl babies 
born at a certain time will, during their 


lifetimes, give birth to 100 daughters. 


Finnish Insurance Chief 
On Pension Foundations 


Pension foundations in Finland were 
developed because inflation following the 
war brought catastrophe to pension sav- 
ings—the present Finnish mark has only 
one-twelfth of its prewar value, a Fin- 
nish actuary, T. Pentikainen, chief of the 
Insurance Department, Ministry of So- 
cial Affairs, Finland, before the 
International Congress of Actuaries, in 
New York. 

Pension foundations represent a com- 
promise between advance funding insur- 
ance and the “pay-as-you-go” method, 
Mr. Pentikainen explained. It functions 
in close connection with the employer's 
business, although it is legally independ- 
ent and has its own assets separate from 
those of the employer. 

The extent of advance funding is left 
to the discretion of the employer. How- 
ever, the full amount of the fund cor- 
responding to the part already earned 
of the future pensions calculated on the 
actuarial basis has to be entered as llia- 
bilities on the balance sheet of every 
foundation; a deficit in the assets indi- 
cating the difference between the liabili- 
ties and “real” assets is allowed. The 
amount of the deficit shows the ability 
of the foundation to meet its liabilities. 

If no deficit exists, the security equals 
that of insurance, Mr. Pentikainen said. 
If the deficit is large, compared with the 
liabilities, the system approaches a “pay- 
as-you-go” method. The employer is 
entitled to transfer his contribution in 
amounts depending on his own discre- 
tion, and the amounts need not neces- 
sarily be the same every year. 

Employes are not permitted to con- 
tribute; if they do so, it becomes neces- 
sary to establish a complimentary insur- 
ance plan in addition to the pension 
foundation, 

As for capital investment, the pension 
foundations also represent a compromise, 
Concerning the borrowing of money by 


an employer from the foundation without 
be made to 


said 


security, an exception can 
the principle of investing capital only 
against satisfactory mortgage or other 
security. To protect employes’ interests. 
the law gives this credit a very good 
priority if the employer should become 
bankrupt. 

Mr. Pentikainen said that the new 


pension foundation act had been in force 
for one year and that results have been 
very satisfactory. Many new pension 
plans have been established. 

“Although the pension foundation is 
by no means the best possible solution to 
the pension organization from the social 
and business-economic points of view, it 
is at any rate very much better than 
nothing at all or than some ‘pay-as-you- 
go’ method,” he said. “It is fitting as an 
intermediate form, from which an ad- 
vance funding system can easily be de- 
veloped later on.” 


Underwriting in Finland 
Told by Vilio Keinanen 


The number of policies issued without 
medical i 


examination has been rising 


steadily in Finland, it was reported by 
Viljo Keinanen, a Finnish actuary, in a 
paper presented to the International 
Congress of Actuaries, in New York 
City. 

Mr. Keinanen said that in 1936, 63% 
of all insurance policies were accepted 
without medical examination. In 1945 
it was 80%, and by 1955 the figure had 
risen to 89%. Mr. Keinanen explained 
that there is no industrial life insurance 
in Finland, and that there is only a small 
amount of Group life. In general, he 
added, substandard risks are not ac- 
cepted without a medical examination. 

All risks classed as substandard or 
highly substandard are reinsured in Fin- 
land by the Reinsurance Company 
Varma, established in 1919, whose shares 
are owned by all the Finnish life insur- 
ance companies. This is aimed at mak- 
ing statistical investigations easier with 
regard to substandard risks. 

Mr. Keinanen noted that one of the 
most important aims in insuring sub- 
standard risks is to provide life insurance 
to the greatest possible number of peo- 
ple who desire it. He pointed out that in 
1950 the North-European insurance com- 
panies, Dana of Denmark, Norske-Folk 
of Norway. Sverige of Sweden and 
Varma of Finland, which handle sub- 
standard risk life insurance in their own 
countries, agreed to accept risks up to 
an appraised mortality of 500%. To that 
time the maximum was 250% to 300%. 

Each company estimates the risks of 
its own country and in most cases covers 
40% of the risk sum, the rest being re- 
insured with the other three national 
companies. Very small amounts of in- 
surance are not reinsured; and in Fin- 
land the maximum amount for risks of 
this kind is about 3.5 million Fmks 
($15,000). 


Swedish Social Insurance 


Described by S. D. Guldbere 


With the extension of both social in- 
surance and private pension plans in 
Sweden, duplication and overlapping of 
benefits have created a problem that calls 
for coordinating all plans, a Swedish ac- 
tuary, Sven D. Guldberg, managing di- 
rector of Cooperatives Pension Institu- 
tions, Stockholm, said in a paper pre- 
sented Thursday before the International 
Congress of Actuaries in New York. 

“Excess payments of benefits may lead 
to misuse, especially in the matter of 
sick and disablement pensions, and pre- 
vent rehabilitation,” Mr. Guldberg said. 
“Contributions to two systems of secur- 
ity may be an unduly heavy burden to 
employers and employes who already 
bear the heavy burden of taxes which 
the modern social state is obliged to 
draw from production in order to finance 
its ever increasing activities.” 

Since Swedish social insurance is uni- 
versal, with no provisions for exemptions, 
solutions should be found to adapt pri- 
vate plans to social insurance, he said. 


This adaptation, called “adjustment,” 
should apply to benefits and contribu- 
tions. 


Mr. Guldberg noted that the problem 
of adjustment is intricate. Overlapping 
of benefits is usually only partial; con- 
ditions for paying benefits are different; 
waiting periods vary, the technical sys- 
tems are unlike each other; etc. Private 
pension plans are usually funded, but 
some pension plans are “pay as you go.” 
Social insurance, on the other hand, i 
not based on the same technique and 
thus any comparison of benefits and 
costs under private plans and social in- 
surance is hazardous. 

“In spite of these problems,” he went 
on, “the adjustment in the matter of 
benefits should be based on the principle 
that the total benefits paid from private 
pension schemes and social insurance 
should give to the beneficiary a reason- 
able standard of living.” 

This adjustment implies that the bene- 
fits from private plans are reduced, Mr. 
Guldberg said. The compensation to the 
employe for this adjustment should be 





a reduction in his contribution to the 
private plan in the amount of the in- 
crease in his contribution to social in- 
surance. The employer’s contribution to 
the private plan will also be reduced. 

“Actually,” Mr. Guldberg said, “both 
employers and employes pay indirectly, 
through increased taxes, the part of the 
costs of social insurance which is not 
covered by their contributions.” 


Little Group in Denmark, 
Say Two Danish Actuaries 


Group life insurance has existed in 
Denmark since 1950, when a few Danish 
companies organized this coverage along 
the same lines as U. S. companies—hut 
up to now only a few Group life plans 
have been established, two Danish actu- 
aries said in a paper presented to the 
International Congress of Actuaries in 
New York Wednesday. 

C. A. Busch-Petersen and K. Rostrun 
explained that employers’ organizations 
onnose Group life insurance because in- 
dividual employers regard Group life a- 
a salary raise in contravention of agree- 
ments. Mr. Busch-Petersen is assistant 
manager of Statsanstalten for Livsfor- 
sikring of Denmark and Mr. Rostrup is 
an actuary with Pensionforsikringsan- 
stalten, also of Denmark 

Nor have workers’ unions displayed 
interest in Groun life insurance. partly 
hecause of the comparatively high social 
securitv benefits combined with govern- 
ment-aided sick benefit associations, and 
nartly because other “secondary wage 
increases” have been of chief interest, 
they said. 

Insured pension plans for employes of 
husiness firms, on the other hand, have 
heen established since 1917. One feature 
of Danish plans is that a widow’s pen- 
sion is payable to the wife of the insured 
at the time of his death, regardless of 
whether he was married when originally 
insured. In calculating the premium in 
which the age of the wife is related to 
the age of the husband by the statistical 
average difference, it is recognized that 
a certain number of men will die without 
leaving a widow, so that male policy- 
holders of the same age paying the same 
premium will receive equal pensions 
whether they are married or single. The 
widow has a right to a pension if the 
marriage took place before the policy- 
holder completed his 60th year. 

In case of divorce, a former wife re- 
tains certain rights to a widow’s pension 
under Group pension plans. If the pol- 
icvholder remarries, the pension is 
divided between the divorced wife‘ and 
the widow, in proportion to the time 
they had been married to the insured. 


Danish Actuary Tells of 
Substandard Usage There 


With a view to making life insurance 
available to all examined risks, Danish 
life insurance companies have made an 
intensive study of the insurabilitv of 
extra-risk applicants and have made 
progress in extending insurance protec- 
tion to more people, according to Mrs. 
Inger Moltke, a Danish actuary, who 
presented a paper on risk classification 
to the International Congress of Actu- 
aries in New York. Now they are under- 
taking to insure highly substandard 
risks, as a result of a recent study made, 
which produced in 1954 a special mor- 
tality table covering such risks. 

Further evidence of the progress in 
underwriting substandard risks, accord- 
ing to Mrs. Moltke, is the fact that 
today substandard lives are extensively 
assessed without a medical examination. 
Practically all normal insurances in the 
Ordinary branch are taken out without 
medical examination in Denmark and to- 
day about 55% of the extra-risk cases 
are also non-medical. 

Much of the Danish progress in subh- 
standard underwriting is traceable to the 

(Continued on Page 22) 





W. A. Jenkins of TIAA 
On Variable Annuities 


The recent development of variable 
annuities is one of only a very few 
fundamental changes in the long history 
of life insurance, it was stated by Wilmer 
A. Jenkins, executive vice president, 
Teachers Insurance and Annuity Asso- 
ciation, who holds the same position in 
College Retirement Equities Fund, the 
first-established and the largest variable 
annuity company now operating. These 
two non-profit companies complement 
each other, under common management, 
to fund college and university retirement 
plans through a combination of variable 
and fixed-dollar annuities. Because of its 
prominence in the variable annuity field, 
College Retirement Equities Fund’s ac- 
tuarial, investment and other operations 
were described in Mr. Jenkins’ paper. 

The paper discussed the purposes of 
variable annuities, stating that the lead- 
ing one is to give pensioners a_ better 
chance of successfully meeting price in- 
flation, if it should occur. This was re- 
ferred to as a long-term attempt at meet- 
ing the gradual but irregular, long-term 
trend toward price inflation that has con- 
tinued for many years. 

“Variable annuities,” Mr. Jenkins stated, 
“should be used only in combination with 
fixed-dollar annuities and in such com- 
bination are not a_ speculation.” The 
paper concluded that combining, or bal- 
ancing, the two kinds of annuities against 
each other is a conservative plan in that 
one kind helps in times of low or falling 
prices and the other gives promise of aid 
when prices are high or rising. 

Mr. Jenkins did not discuss certain 
problems which large life insurance com- 
panies might encounter were they to 
issue variable annuities, because these 
problems do not apply to College Retire- 
ment Equities Fund. These questions 
have to do with advertising, sales meth- 
ods and political position, and have de- 
veloped considerable controversy in the 
life insurance field 

Certain other less controversial ques- 
tions, which apply to all variable an- 
nuities, were discussed by Mr. Jenkins. 
He stated his views on a number of 
misconceptions: 

1. A variable annuity is not a “stock 
market speculation.” It involves a long 
series of in-payments and a long series 
of out-payments, all of small amount, 
providing the protection of “dollar-cost- 
averaging.” In addition, safety is added 
by diversification among many separate 
investments. 

2. Writing variable annuities does not 
assume that price inflation is inevitable. 
It means that pensioners are prepared 
for both inflation and deflation. 

3. Variable annuities serve a_ useful 
purpose even if price inflation does not 
occur, by providing greater investment 
diversification for retirement savings. 

4. Variable annuities are not claimed 
to be a sure hedge against inflation. ‘l hey 
only give the pensioner a better chance. 
5. To issue variable annuities ts not 
a capitulation in the war against price 
inflation. College Retirement Equities 
Fund strongly supports this fight. 

6. The opinion of a leading law firm, 
accepted by the Internal Revenue Serv- 
ice, cites many authorities in the view 
that variable annuities are “annuities,” 
which has been questioned by some indi- 
viduals. This is true, whether or not the 
issuing company makes a “guarantee” of 
any sort. 

7. Variable annuities are a valuable 
addition, rather than a development con- 
trary, to the long and successful history 
of fixed-dollar annuities. s 

8. A study of the complicated question 
of the relative taxation of variable an- 
nuities indicates that they are taxed 
fairly. 
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International Congress Of Actuaries 


vided that at least 75% of those eligible 
for insurance join (some companies re- 
quire 85% for union Groups between 25 
and 49 persons). 


forfiation in 1916 of the Life and Reas- 
surance Company DANA, to which all 
Danish companies now belong. Applica- 
tions from the companies are assessed by 
the Committee for Substandard Lives of 
DANA, which is also the reinsurer o1 
substandard lives, all companies having 
obligatory reassurance treaties. 

There are three groups of risks in life 
insurance underwriting in Denmark, 
classified “A”, “B” and “C” by the de- 
gree of risk, according to Mrs. Moltke. 
About 90% of applications for life insur- 
ance fall into the “A” or normal lives. 
About 5% fall into the “B” group, which 
is slightly substandard. Group “C”, also 
5% of applications, consists of really 
substandard lives. 

The selection of risks and the rating 
of the “B” and “C” risks have changed 
to conform with improvements in treat- 
ment of disease, particularly in those 
diseases which can be treated success- 
fully with new drugs and antibiotics— 
diseases such as tuberculosis and chronic 
osteomyelitis. 


Larsson Tells of Pension 
Plan Practice in Sweden 


The prircipal insured pension plan in 
Sweden is a centralized pensioning insti- 
tution called SPP (Svenska Personal- 
Pensionskassan), which upon its estab- 
lishment in 1917 introduced the principle 
of an irrevocable right to a pension, 
according to a paper presented yesterday 
at the International Congress of Actu- 
aries in New York. 

A Swedish actuary, G. Larsson, chief 
actuary of SPP, Stockholm, explained 
the SPP principle as: an employe who 
leaves his service before pension age, is 
entitled to a pension corresponding to 
his years of service. The plan covers 
salaried employes in private service. 

First-rate coverage in SPP consists of 
these benefits: old age pension, 60% 
sickness and invalidity pension, 60% 
family pension, 30% of salary, supple- 
mented by endowments. 

As a rule the retirement age for men 
is 65, and 60 years for women. Men 
usually pay 8% and women 6% of their 
salary; the balance of the premium is 
paid by the employer. 

In addition to SPP, pension insurance 
is available through friendly societies 
and through insurance companies that 
write individual insurance. These plans 
are usually modeled on SPP’s plan. A 
friendly society is generally concerned 
with employes in a particular company 
or branch of a business. 

To broaden pensions in Sweden, a pro- 
posal has been made to bring about 
obligatory pensioning, with pensions 
granted in proportion to income, and 
keeping pace with the cost of living 
Although this question is still undecided, 
the amount of national pension is likely to 
be increased, according to Mr. Larsson. 






Group Insurance Growth in 


Sweden Told by Almqvist 


Group life insurance in Sweden is only 
nine years old, but the amount in force 
is already 17% of all life insurance, ac- 
cording to a paper presented yesterday 
at the International Congress of Actu- 
aries. 

The author of the paper, Gosta Alm- 
qvist, assistant chief actuary, Thulebola 
gen, Stockholm, said that Group life in- 
surance is sold by three companies, two 
of which also sell Ordinary insurance 
The third is a special Group life com- 
pany founded by 11 life insurance com- 
panies and cooperating with these. 

Favorable experience since the begin- 

ning has enabled the companies to liber- 
alize their insurance practices. Today 
employe Groups as well as union Groups 
as small as 25 persons are insurable, pro- 


Workers’ insurance can be_ supple- 
mented with insurance for wives, as long 
as 85% (or 100%, in the case of one 
company) of the wives of the insured 
men are enrolled. 

There is no provision for waiver of 
premium in case of disability. The pol- 
icies are issued on a yearly renewable 
term basis; there are no paid-up Group 
life policies. 

As the insurance law does not include 
regulations designed to assure issuance 
of Group insurance on a sound basis, 
insurance companies (often in collabora- 
tion) have developed bylaws which in- 
clude rather detailed instructions with a 
view toward minimizing adverse selec- 
tion, The bylaws prescribe that the 
amount issued must preclude individual 
selection; they indicate what types of 
group policies are to be issued, the mini- 
mum number of insured persons and the 
minimum per cent of those eligible to be 
enrolled. These bylaws are accepted by 
the boards of the companies, scrutinized 
by the Insurance Inspectorate and sanc- 
tioned by the Government. 

Hampering the expansion of the busi- 
ness is the “indifferent” attitude of the 
Swedish Employers’ Confederation to- 





Agency Vice President. 





GENERAL AGENT WANTED FOR LOUISVILLE 


This old line New England mutual company is looking for qualified 
man to take over established Louisville Agency. 


Complete and effective training and promotional programs avail- 
able to assist in Agency building job. This can be a tremendous financial 
opportunity for man with proven Agency building ability. 


Send complete resumé in confidence to G. D. Covell, C.L.U., 
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ward Group life insurance. It has recom- 
mended that its member companies not 
contribute to the cost of Group life for 
their employes. The indemnity of Group 
life insurance has consequently been 
concentrated on Groups in which those 
insured pay all or a part of the pre- 
miums. 

Obligatory state life insurance— ‘gen- 
eral Group life insurance’—is now under 
discussion in Sweden. This might be 

















This monument, erected in 
honor of Molly Pitcher. 
stands near the center of 
Carlisle, Pa., her home town. 
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Woman of Courage 
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her husband at the battle of Monmouth. Her courage is a tradi- 
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characterized as funeral insurance and 
covers a limited amount, 1,000 to 2,000 
Swedish crowns per person. As planned, 
the insurance would be run by the sick- 
ness funds under which all Swedish 
citizens, by law, are insured. This oblig- 
atory health and sickness insurance, in- 
troduced in 1955, has stimulated interest 
in voluntary private insurance. Possibly, 
Mr. Almgqvist said, introduction of 
cbligatory life insurance would promote 
the growth of Group life insurance in 
the same way. 


Foreign Correspondents 
Cover Actuarial Meet 


Holgar J. Johnson, president, Institute 
of Life Insurance, was host at a press 
conference held Mond: ay at which news- 
men from a number of countries were 
briefed about the International Congress 
of Actuaries now meeting in New York 
City. Among correspondents represent- 
ing foreign newspapers who were at the 
luncheon were George F. Tilge, financial 
editor, France-Press News Agency; Dr. 
Franco Nicotri, associate editor, the 
Italian Tribune, who is also a writer for 
Progresso Italiano of New York; S. 
Chadwick Reed, New York correspond- 
ent of London Economist, and Julian 
Bates, New York correspondent of Reu- 
ter’s News Agency, London. Among syn- 
dicate financial writers present was 
Merryle Stanley Rukeyser of Interna- 
tional News Agency (Hearst). Vinton 
McVicker of Wall Street Journal and 
representatives of some other daily 
papers were present. 

Among those in charge of arrange- 
ments at International Congress attend- 
ing the luncheon were M. Albert Linton, 
chairman, Provident Mutual; Valentine 
Howell, executive vice president, The 
Prudential; J. Gordon Beatty, vice presi- 
dent and actuary, Canada Life; Daniel 
J. Lyons, vice president, Guardian, and 
Manuel R. Cueto, second vice president 
and actuary, New York Life 


Henry Cabot Lodge 


(Continued from Page 6) 


other splendid moral values, U.N. is 
basically an organization designed to 
prevent war,” said Mr. Lodge. “So I 
don’t think you will ever see U.N. taking 
this step which looks as though it 
would lead to war. To do so would 
contradict its whole purpose. 

The fact that U.N. was incapable of 
forcing the Soviets to withdraw from 
Hungary does not mean that what it did 
was useless. Instead, U.N. did every- 
thing that the U. S. A. asked it do to, 
and the U. S. A. was right, he believed, 
in not seeking military sanctions but 
using moral sanctions. 

“The moral sanctions that we did use 
dealt a body blow to the Communist 
party in many countries of the world. 
It made many realize, who did not do 
so before, how brutal are the Soviet 
foreign policies,” he said, 
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American Bankers Life 
Holds Third Convention 


SOLOMON HUBER IS KEYNOTER 





President Ranni A Cc 
In Force Mark Has Passed the 
$175 Million Mark 


y’s 








Leading producers from 32 states and 
the District of Columbia met this week 
for the third convention of American 
Bankers Life of Florida, with over 120 
in attendance, Convention headquarters 
were at Balmoral Hotel, Miami Beach. 
Zusiness sessions got under way last 
Friday and continued through Wednes- 
day. 

Company officials conducting the affair 
included James G. Ranni, president and 
chairman of the board; George S. Ling, 
executive vice president and actuary; Leo 
Sexton, agency vice president; and James 
B. Siske, director of agencies. One of 
the outstanding highlights was a lunch- 
eon honoring J. Edwin Larson, State 
Treasurer and State Insurance Commis- 
sioner. 

Keynote speaker was Solomon Huber, 
CLU, tax and estate planning authority, 
who is general agent in New York for 
Mutual Benefit Life. 

In addition to the business sessions, 
which included panels by members of 
the company’s field force, the visitors 
enjoyed planned recreational events in- 
cluding the North Carolina-University of 
Miami football game, sightseeing, deep- 
sea fishing and golf, as well as a visit 
to the company *s new home office in 
Miami. 

President Ranni announced that in less 
than five years of active operation the 
American Bankers has passed the $175,- 
000,000 mark of insurance in force. 

Mr. Huber has had a varied back- 
ground including experience as a re- 
porter, magazine editor, school principal, 
and sales executive. He has appeared as 
a lecturer at many colleges and universi- 
ties, including New York University and 
University of Illinois, and has appeared 
before numerous life insurance groups 
and trust and estate planning councils 
throughout the country. Mr. Huber’s 
topic at the American Bankers meeting 
was “Planning.” 


Frank Groh Agency Names 
Ritchie Brokerage Manager 


William J. Ritchie has been appointed 
brokerage manager of the Frank Groh 
Agency, of The Travelers at 18 John 
Street, New York. 

Mr. Ritchie, who is a well known 
brokerage man in the metropolitan area, 
was for many years associated with The 
Herman Robinson Agency and until Sep- 
tember 30 he was assistant-manager of 
the Park Avenue branch of The Trav- 
elers. 

The Frank Groh Agency i is one of the 
leading Travelers agencies in the United 
States. It is equipped to give to brokers 
and agents all necessary service and 
assistance required in the underwriting 
of all types of life — accident & health 
—major medical and Group insurance. 


GUARDIAN SUPERVISOR 

Stephen W. O'Neill has been appointed 
supervisor of the agency in Richmond, 
Va., for Guardian Life. 

Mr. O’Neill entered the insurance busi- 
ness with Massachusetts Mutual in 1946 
and was associated with that company 
until his recent Guardian appointment. 


SEMINAR FOR NEW MEN 

A new man seminar for recently- 
appointed representatives of Midland 
Mutual Life was held last week. Under- 
writers from several agencies took part 
in a five-day program covering all major 
aspects of field work. In charge was 
E. R. Dare, CLU, director of education 
and agency finance for Midland Mutual. 





J. S. Wikler Guest Speaker 
At YMBT Awards Luncheon 


Alfred W. Friedrichs, Knickerbocker 
Agency of The Prudential in New York, 
who is chairman of the luncheon com- 
mittee in connection with the Young 
Men’s Board of Trade annual awards 
for “young insurance men of the year,” 
announced this week that Julius S. Wik- 
ler, First Deputy Superintendent, New 
York Insurance Department, will be 


guest speaker at this gathering. It is 
scheduled for Thursday, October 31, at 


Hotel New Yorker. 
The YMBT is particularly 


sire to take tables. 
gine, ticket chairman, 
Columbus Circle, N. Y., 


Teare, Continental 
Avenue, 


anxious to 
have a good representation of life insur- 
ance people at this gathering along with 
other segments of the industry. Com- 
panies have already indicated their de- 
Tickets are 
able ($7.50 per person) from Emil Mar- 
who is with the 
Cosmopolitan Mutual Insurance Co., 10 
or Malcolm M. 
Assurance, 
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FOUR HELPFUL MMO BOOK 


Many of your clients 
and prospects may have 
questions about business 

life insurance that 

demand detailed and 
time-consuming answers. 
MONY’s four booklets can 
help you give your clients a 
clear, concise, objective 
picture of the importance of 
insuring key men, 

business partners, sole 
proprietors, and close 
corporation stockholders. 
If you would like to look 
over any of the booklets 
shown, we’d be glad to 
send you a set. 

No obligation, of course. 
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OCCIDENTAL NAMES RETICKER 

Occidental Life of California announces 
the appointment of R. Richard Reticker 
as assistant branch manager of the com- 
pany’s Chicago (La Salle Street) office. 
Occidental maintains two branc 
in the Chicago area. The La Salle § 


and Eliot J. Conner heads the Madison 
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serving as an agent for Manufacturers 
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Manhattan Passes Billion In Force 


On October 15 the Manhattan Life’s 
board of directors announced that the 
company has passed the billion dollar 
mark for insurance in force. This cov- 
erage consists of approximately 60% 
Ordinary and 40% Group. 





J. P. FORDYCE 
In 1936 when the company was 86 
years old, it had $64 million in force, all 
Ordinary. By August 1, 1950, the com- 
pany’s centennial, it had total in force 
of more than $235 million. in 21 years 
since 1936 Manhattan has added to insur- 





THOMAS E. LOVEJOY, JR. 


ance in force $936,200,000. In the seven 
years since the centennial more than 
three times as much insurance in force 
has been added as in the previous cen- 
tury. Especially since V-J Day has the 
company made _ remarkable progress. 
Biggest year was 1956, with $274,500,000 
of new insurance sold and $249,000,000 
added to insurance in force, including 
approximately $53 million of business re- 
insured from Expressmen’s Mutual Life 
of New York. 
Messrs. Fordyce and Lovejoy 

The excellent progress made in the 
years following World War II can be 
traced back to a long-range sales pro- 
gram originated in 1934 when J. P. For- 
dyce, now chairman of board, joined the 
company as director of agencies. His 
entire business career has been spent in 
life insurance. At that time, Thomas E. 
Lovejoy, Jr., now president, had been 
with the company two years. Mr. For- 
dyce brought with him to Manhattan 


Life an extensive background of life in- 
surance experience, including much work 
in the field as an agent and then as a 
general agent. With the exception of a 
four-year apprenticeship in New York’s 
financial district, Mr. Lovejoy, too, has 
devoted his entire business career to life 
insurance. 

Others in top management who ‘have 
played key roles in its growth in recent 
years are Elder A. Porter, vice president 
and chief actuary; Ralph P. Schaberg, 
secretary and treasurer; and D. Theo- 
dore Kelly, until 1955 vice president and 
general counsel, and now vice president 
and associate counsel. 

Reorganization Program 


It was Mr. Fordyce who set up in the 
pre-World War II years the reorganiza- 
tion and future expansion of the field 
force. This program, continuing under 
his direction in the post-war era, brought 
striking results. Shortly after V-J Day, 
the company embarked on an expanded 
advertising, sales promotion and public 
relations effort, closely integrating this 
with the activities of its growing field 
force. 

The over-all results attained in the 





General 


New York 38, N. Y. 





Agent Available 


B. S. Graduate of Lehigh in 1940. LIAMA graduate. 12 years’ insurance 
background in life and non-can. Past 8/2 years general agent. Age 42. 
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years from 1945 through 1954 were 
shown in chart form to policyholders in 
the company’s annual report for 1954. 
In 1954 sales of new life insurance were 
316% greater than in 1945. Insurance in 
force was 231% greater and admitted 
assets 146% greater. The company’s 
growth has accelerated markedly since 
publication of the 1954 report. Its sales 
of new insurance in 1957 were more than 
double the 1954 total. At the end of 
1954, insurance in force was $511,032,061. 
So in less than three years since then, 
Manhattan Life has added $489,134,665 to 
reach and pass the billion mark for in- 
surance in force. 
Company’s Pioneering 

Aside from its remarkable growth in 
recent years, there is a story that dates 
back to Manhattan Life’s earliest days. 
From the start, in 1850, the company 
has done its fair share of pioneering. It 
was one of the first companies to operate 





=|} 
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NOW IT'S POSSIBLE FOR YOU TO OFFER 
Group Pension and Profit-Sharing Plans 





For "the Butcher, the Baker, the Candlestick 
Maker" and other employers of small groups 


as another pioneering service 
of Bankers Life Company 
tailormade group pension plan for which nearly every 
employer can qualify . . . and at a cost commensurate 
with costs for similar plans heretofore available only to 


A full range of choice to employers of small groups 
—Group Income Endowment, Deposit Adminstration 
Group Annuities, Whole Life with Endowment Maturity 
privilege, Conventional Group Annuities, Profit-Sharing 
Group Annuities—opens a completely new market to you 
with realistic compensation for the agent of record. 


All this is backed by Bankers Life Company’s un- 
excelled service, machine accounting, progressive under- 
writing, actuarial service, and prompt preparation of 
individual proposals—prepared in many cases right in the 
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Licensed in all states. Branch Offices in Principal Cities in U. S. 


. . are the benefits of a 
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in California and in Texas. It wrote life 
insurance on the life of a woman as 
early as November, 1850, and a Group 
life policy was issued as early as 1854, 
In 1864, it introduced the incontestable 
clause in its policies, the first American 
company to do so. Forty-one years later 
the clause was required by law. In the 
mid 1930’s, under the direction of Mr. 
Porter, it was one of the pioneer com- 
panies in sub-standard term insurance, 

Shortly after Pearl Harbor, Manhattan 
Life attracted nation-wide attention by 
announcing that it would use an amount 
equal to all renewal premiums to pur- 
chase U. S. Government Bonds for the 
duration of World War II. At the end 
of the war, it had 43% of its assets so 
invested. 

In 1956, the company secured the ap- 
proval of the New York State Insurance 
Department on _ its newly-developed 
Family Plan Policy. It was the first 
company to offer such a policy in New 
York. Soon after this, Manhattan in- 
troduced the Family Term Rider, which 
now provides up to $50,000 protection for 
the wife and insurance on each child, 


Harry N. Kuesel Addresses 


Hartford Association 

Harry N. Kuesel, consulting manager 
for Phoenix Mutual Life, addressed the 
Hartford Life Underwriters Association 
October 17 on the subject of “Your 
Toughest Competitor.” 
_ Mr. Kuesel is recognized as an author- 
ity on salesmanship, having spent over 
42 years in the selling field. Since join- 
ing Phoenix Mutual in 1927, he has for 
many years taken part in insurance in- 
dustry activities. 

Mr. Kuesel is author of the recently 
published book, “How To Sell Against 
Tough Competition.” 


Bankers National Names 


R. B. Smith General Agent 


Richard B. Smith, Laurelton, N. J, 
has been appointed general agent in 
Ocean County for Bankers National Life 
of Montclair, N. J. Announcement was 
made by President Ralph R. Louns- 
bury. Prior to this appointment, Mr. 
Smith was associated for five years with 
The Prudential, both in the Newark 
home office and in the field. He was a 
district agent for the Tom’s River office 
of Prudential and qualified for that 
company’s Leaders Club in 1956. 

Mr. Smith will handle all lines of per- 
sonal and Group life and accident and 
health insurance for Bankers National. 


Allstate Life Offers 
Payroll Deduction Plan 


Allstate Life is offering individual life 
policies under a company payroll deduc- 
tion plan allowing employes of cooper- 
ating ‘firms in Illinois to pay their insur- 
ance premium in convenient fashion, 
Clarence B. Kenney, president said. 

The payroll deduction plan will be in- 
troduced initially to employes of Sears 
Roebuck and Co. and Allstate Insur- 
ance ‘Company, parent organization of 
the new life insurance company. It also 
will be available to other interested com- 
panies and corporations. Allstate is 
presently offering life insurance in Illi- 
nois only, but plans to offer it in other 
states in the future. 


G. C. HETT JOINS ALLSTATE 

Gaylord C. Hett has joined Allstate 
Insurance Co. as a zone life insurance 
sales supervisor. Mr. Hett was gradu- 
ated from the University of Wisconsin 
in 1950. 
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Fitzgerald On CLU Responsibility 


Combined With Knowledge of All Phases of Insurance Must 
Be Sense of Responsibility; Also Comments 
on Group Life Insurance 


The annual CLU conferment luncheon 
meeting of Southern California CLU 
Chapter, was held on October 9 at 
Ambassador Hotel in Los Angeles. Guest 
speaker for the day was Edmund Fitz- 
gerald, president of Northwestern Mu- 
tual Life. His speech was _ titled 
“Achievement and Responsibility.” John 
R. Mage, president of the local CLU 
Chapter, was the presiding officer. 


Must Have Organized and Usable 
Systems 


In discussing the wide scope of knowl- 
edge CLUs must possess in measuring 
up to their responsibilities Mr. Fitzgerald 
said among them were acquaintance with 
laws, taxes, trusts, SS and other involun- 
tary and voluntary programs, complexi- 
ties of pensions and profit sharing, 
underlying science of life insurance with 
its variety of policies and reconstruc- 
tion of settlement programs. Further, 
there must be understanding of the moti- 
vation side — human attributes of love, 
generosity, fear and greed, which in 
the final analysis tend to dictate so many 
of the decisions and form a prime char- 
acteristic. 

“It is not simply that you must have 
knowledge in all these areas but that 
in your minds they must be formed and 
integrated into some kind of organized 
and usable system. Above all a prime 
characteristic of CLU programs is the 
underlying foundation of ethical and 
moral responsibility. 


Group Insurance Comments 


Mr. Fitzgerald also said something 
about Group insurance. 

“IT bring up this subject because of 
the great incongruity between, on the 
one hand, the fear that Group coverage 
will seriously impair the demands for 
our counsel and services and, on the 
other hand, the nature of those demands 
as evidenced by all that has been said 
here this morning. 

“It implies no detraction of the uses of 
Group life insurance to observe that its 
addition to the individual’s financial pro- 
gram involves little or none of the 
personal qualities or relationships we 
have discussed. Will these relationships 





New Table Not on Agenda 


The new controversial mortality table 
of life insurance—X-17—constructed by a 
special committee of Society of Actu- 
aries, discussed at length at American 
Life Convention in Chicago last week 
and which is now before the National 
Association of Insurance Commissioners 
but has not yet been approved by it, was 
not on the agenda of actuarial meetings 
in Commodore this month. 


Bankers of Nebr. Trustee 


James N. Ackerman, general counsel 
for Bankers Life of Nebraska, has been 
elected to the company’s board of trus- 
tees. His election followed the recent 
death of E. C. Amers, who was a member 
of the board. 

Mr. Ackerman joined the company in 
1947 as company attorney. He was 
named assistant general counsel in 1950, 
associate general counsel in 1954, and in 
1955 was elected general counsel. 

Mr. Ackerman also serves on the board 
of trustees of Farmers Mutual, as well 
as many other insurance organizations. 


James M. Woodhouse Dies 


James M. Woodhouse, retired general 
agent in Boston for Aetna Life, died 
there recently. He was 76 years of age. 


and the need for them disappear? Not as 
long as people like you continue to 
acquire the knowledge and assume the 
responsibilities which we have talked 
about. 

“T would like to make one other 
point about Group term insurance in- 


volving the national economy. Life in- 
surance as you and your predecessors 
built it is protection to be sure, but 
combined with the savings element. In- 
creased savings is one important weapon 
against the growing menace of inflation. 
Your efforts in this direction have been 
and will be effective and it is fitting that 
we should make this contribution be- 
cause in doing so, we protect the savings 
that have been entrusted to us in the 
past, as well as those now placed with us 
for future use. To the extent that we 
support or allow increased emphasis on 
plans which play down or decrease the 
traditional use of life insurance as a 
tested savings medium we are failing to 
meet a responsibility which is truly ours.” 
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Quad 60 & Special 60—Minimum issue $10,000, 
standard & substandard. Refund of all standard 
Annual life premiums paid. if death occurs 
prior to age 60. 
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[] Million Dollar Agency Builders Plan (a few 
openings left in Del., Md., Ohio, N. J., Pa., Va.) 


Unique Visual Illustration 
makes selling easier to 
personal and/or business 
insurance clients. 
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AN INVITATION 
To join the Board Of Directors 
of a Young Expanding Eastern 
Life Company. 


We are a conservative highly regarded 
young Eastern Company offering a 
complete and up-to-date line of policies 
in Life, Accident, Sickness and Hospi- 
talization. We are licensed in many 
states. 

Our board of Directors is composed 
of successful and well known executives 
in the Life Insurance and other various 
industries. We desire to have on our 
directorate the added experience, 
knowledge and advice of several of the 
nation's top flight Life General Agents. 
Therefore, we have created places on 
our Board for five outstanding General 
Agents whose importance in the Life 
Insurance Business is backed by a pro- 
duction volume in their agencies of at 
least five million dollars annually. 
To such men, we offer an outstanding 
opportunity to join our strong group 
and to participate and profit with our 
present Directors in the further growth 
and development of our company. 
Additional broad gauge plans are in 
the making that promise substantial 
financial return. We invite a frank and 
confidential discussion with men meet- 
ing the above requirements. Box 2560, 
The Eastern Underwriter, 93 Nassau 
Street, New York 38, New York. 














Connell Home From Hospital 

Clancy D. Connell, general agent 
emeritus, Provident Mutual Life, New 
York, has returned to his home after 
being in a hospital in Summit, N. J. 

A former president of National Asso- 
ciation of Life Underwriters, and a trus- 
tee of Hamilton College, he has long 
been active in Hamilton alumni ranks 
in fund-raising and other matters. Since 
resigning as an active general agent a 
few years ago he has written a substan- 
tial amount of insurance, some of it on 
graduates of Hamilton. His son, Don- 
ald S., is superintendent of agencies 
Aetna Life. 


Elected V. P.s of Society 

Elected vice presidents of Society of 
Actuaries this week are: James E. Hos- 
kins, Travelers; Arthur Pedoe, Pruden- 
tial of England, and Norman M. Hughes, 
National Life & Accident. Dennis N 
Warters, Bankers Life Co., continues in 
office as a vice president of the Society 
Six members of board of governors 
elected by the Society for a three-year 
term include G. W. Fitzhugh, Metropoli- 
tan; V. E. Henningsen, Northwestern 
Mutual; H. R. Lawson, National Life of 
Canada; J.H. Miller, Monarch of Spring- 
field, Mass.; W. A. Milliman, Pacific 
Coast actuarial consultant, and W. J 
November, Equitable Society. 

NAMED BROKERAGE MANAGER 

Robert J. Daley has been appointed 
brokerage manager in Occidental Life of 
California’s St. Louis branch office. Mr. 
Daley joined Occidental in 1954 and was 
named assistant branch manager of the 
St. Louis office in 1955. Prior to this, 
he served as an agent for Great West 
Life in St. Louis. 

Mr. Daley graduated from the Univer- 
sity of St. Louis and served three years 
with the Air Force during World War 


Name Ralph W. Symons, Jr. 


Ralph W. Symons, Jr. has been ap- 
pointed supervisor of the Tuttle-Car- 
penter agency, representing Lincoln Na- 
tional Life in Miami. Mr. Symons joined 
the Lincoln National Life in September 
of this year, and for the past two years, 
he has sold more than a million dollars 
of insurance. 

A graduate of the University of IIli- 
nois where he was recognized for special 
achievements in economics, Mr. Symons 
served as president of the Illini Insur- 
ance Society, and later as executive sec- 
retary of the Illinois Alumni Insurance 
Society. 
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THE ACTUARIES INTERNATIONAL 
CONVENTION NOW IN SESSION 
HERE 


The convention in New York City of 
the International Congress Actuaries 
now in session is one of the most impor- 
tant of all international meetings be- 
tween representatives of foreign coun- 
tries held in this country. It is a gather- 
ing in which 32 foreign countries are 
participating, all with the same objective 
in mind: exchange of ideas which will be 
of aid to all life insurance companies in 
their operations irrespective of where 
their home offices are located. The aims, 
ideas and plans of all of them are freely 
being offered in these sessions which 
will extend over a number of days and 
also include visits to Washington, D. (¢ 
where the actuaries will be received by 
President Eisenhower, and in Canada 
where visits will be made to companies 

1 Toronto who also will be hosts to the 
visitors at a dinner there. 

Many of the problems facing compa- 
nies are similar in their basic features 
and how they are being handled or 
viewed will be told in discussions at 
Hotel Commodore. 

No subject is of greater interest to 
the insurance men of the world than 
electronics as installation of such ma- 
chines are rapidly being made in home 
offices of insurance companies. It is 
conceded that the United States with its 
great electronics machines manufactured 
by International Business Machines, Inc., 
and Remington - Rand is the present day 
leader among nations in the electronics 
field. The visitors will be shown these 
machines in several of the large Ameri- 
can life insurance companies, where 
experts will explain their operations. 

At a press conference of the actu- 
aries this week the question was asked 
if the machines are reliable. The an- 
swer is that the machines meet their 
requirements if the human factor in op- 
erating them is accurately directed. If 
material fed the machines is correctly 
given to the machines the results are 
marvelously recorded, the actuaries of 
companies having the largest machines, 
such as Metropolitan, Prudential and 


New York Life, say. 


Another of the topics of particular 
interest to Americans is how to recruit 
actuaries. There is a current shortage 
of young men entering actuarial divi- 
sions—men who are capable students of 
mathematics, although there is a large 
reservoir of talent among college or high 
school sudents from which actuaries can 
be trained. A similar situation exists in 
the European countries. American com- 
panies working in conjunction with 
mathematical groups have started finding 
such talent in the secondary schools. 

The international association aims to 
meet about once in three years. It has 
held meetings in Rome, London, Stock- 
holm, Lucerne and Madrid, and, way 
back, in Greater New York. Such a 
gathering of so many outstanding scien- 
tific men from so many parts of the 
globe, as is here this week, is in keeping 
with the keen personal interest being 
shown by the Eisenhower Administra- 
tion which is doing so much at the pres- 
ent time in furthering the cause of in- 
ternational amity through the People-to- 
People program of the President, for 
Chairman of that program is 
Ecker of Metropolitan 


instance. 
Frederick W. 
Life. 


Bruce R. O’Brien has joined the 
Kemper Insurance group’s fire division. 
He had been assistant vice president of 
Associated Reciprocal Exchange’s New 
York office for three years. He will be 
working in the Kemper companies’ pro- 
duction department in Chicago and 
eventually will move to one of the 
group’s 14 branch offices. 

a eee 


Henry Abels, honorary chairman of 
Franklin Life of Springfield, Ill., was 
the subject of a full page picture in 
Sports Illustrated of October 14, show- 
ing him on the golf course at age 90 
with the comment that each year since 
he was 71 he has shot a score that 
equaled his age and he intends to go 
on so until he is 100. He still puts in 
a five-day week dealing with problems 
of company policy, bue he never brings 
shop talk to his links. “If you discuss 
business on the golf course,” he says, 
“both the business and the golf suffer. 
If I have any secret about coming along 
this far it is that I maintain a strong 
interest in my work when I work and 
a strong interest in my golf when I 
play golf.” He retired as chairman of 
the board of Franklin Life in 1952. 





WILLIAM H. DOTY 


William H. Doty, newly appointed 
manager of the publicity department of 
the Aetna Insurance Group, has been 
prominent in that field for some years. 
Prior to joining the Aetna in 1953 as 
supervisor of the publicity department 
he was advertising and sales Promotion 
manager for “The Spectator” and had 
other experience in public relations and 
advertising. He is a past president of the 
Insurance Advertising Conference. 

x * 


Devereux C. Josephs, eee of the 
board of New York Life, was honored 
last week at the Mayflower Hotel in 
Washington, D. C., by the American 
Council on Education for his “perceptive, 
generous and constructive interest” in 
the advancement of American higher 
education. The award was presented to 
Mr. Josephs by Franklin D. Murphy, 
chancellor of the University of Kansas 
and Council chairman, at the Council’s 
40th annual dinner meeting. The Coun- 
cil cited Mr. Josephs ‘ ‘unusual capacity 
for leadership” and said he exemplifies 
“American citizen statesmanship at its 
best.” Mr. Josephs has been serving as 
chairman of President Eisenhower’ 
Committee on Education Beyond the 
High School. 

* * 

Henry T. Kramer has joined the home 
office staff of Allstate Insurance Com- 
pany, Skokie, Ill., as reinsurance mana- 
ger. A graduate of Yale University, Mr. 
Kramer was manager of the reinsurance 
department of O’Brien, Russell & Co., 
Boston, and vice president of the Fire 
and Casualty Insurance Company of 
Connecticut in Hartford before joining 
Allstate. 

* * x 

Frank Lightowler has been appointed 
assistant controller in the Western de- 
partment of the National of Hartford 
Companies. He is a graduate of Temple 
University at Philadelphia and has an 
accounting background, having been em- 
ployed by Joseph Froggatt & Company 
as senior auditor and since 1947 he has 
been chief accountant for another com- 
pany. 

* ix ps 

Edward E. Howell, boys’ activities di- 
rector of the Woodmen of the World 
Life Insurance Society, was elected pres- 
ident of the Youth Councilors Section, 
National Fraternal Congress. His elec- 
tion was announced at the recent na- 
tional convention in Los Angeles.. 

+ See 


Leland A, Larson, editor of the Wood- 
men of the World Magazine, was re- 
elected a member of the press section 
executive committee. 


John A. Lloyd (left), retiring president 
of American Life Convention and presi- 
dent of Union Central Life, hands the 
gavel to the ALC’s new president, Pow- 
ell B. McHaney, president of General 
American Life. 


* * * 


Donald R. Moore, formerly special 
agent in Boston for the Springfield In- 
surance Comp: nies, has been transferred 
to the companies’ Eastern departmental 
office in Springfield, Mass., as assistant 
superintendent of inland marine under- 
writing. Mr. Moore was graduated from 
Northeastern University and has com- 
pleted the Insurance Institute of Amer- 
ica courses. He is a member of the 
Bay State Club and the Mariners Club 
of Massachusetts. He joined the Spring- 
field in 1947 and, after receiving under- 
writing training, was appointed special 
agent in Boston in 1951. 


x Oe 


John E. Bull has been elected vice 
president of the Reliable Insurance Co. 
Mr. Bull will be ivcated in Dayton and 
will continue supervision of the com- 
pany’s Ohio and Indiana operation. 
Prior to joining Reliable as manager of 
the Dayton office in May of this year, 
Mr. Bull, a Purdue University graduate, 
had adele multiple line experience 
with both the Home Insurance Co. and 
the Glens Falls. 


a 


SB. b. Myrick, manager, Home Insur- 
ance Company’s Jacksonville, Fla., office, 
has been appointed resident secrete ry at 
that office. He will continue in charge 
of the Home’s entire operations in Flor- 
ida, Mr. Myrick, a graduate of the 
University of Tennessee, began his in- 
surance career as an engineer with the 
South-Eastern Underwriters Association. 
He joined the Home in 1925 as a special 
agent in Florida. 


* * * 


Louis Spicci, a director of the Insur- 
ance Federation of New York, an- 
nounced he is forming a real estate and 
general insurance agency at 29 Main 
Street, Haverstraw, N. Y. He will open 
his office about October 20. He has re- 
signed from the Thomas J. Freeman 
Agency of Haverstraw, with which he 
had been associated since 1938. Mr. 
Spicci is a member of the Rockland 
County Association of Insurance Agents 
and the New York State Association. 


Mes 


Jack T. Bryden, of Toronto, vice pres- 
ident and general manager, North Amer- 
ican Life Assurance Co., was reelected 
associate honorary treasurer of the Na- 
tional Canadian Chamber of Commerce. 











- — ee == 


mac 
espe 
run 
Dep 
The 
mis: 
ciat 
shy 
com 
his 


table 
of ¢ 
and 
How 
men 
walk 
shak 
Nels 
radiz 
paigi 
is a 
ener; 
ora 
many 
husb: 
wife 
State 
band 
pearz 

WI! 
presi 
Pere) 
of his 
Chub 
suran 
has n 
not ¢ 
Feder 
Instit 
In W 
in ¢ 








October 18, 1957 





Page 27 








N. J. Governor and Wife at 
Insurance Banquet 


The dinner of Colonial Life marking 
its OUth anniversary, and of added inter- 
est because of its recent affiliation with 
Chubb & Son, was graced by the attend- 
ance of three personality stars. They 
were Governor and Mrs. Meyner and 
Percy Chubb. 

The New Jersey Governor and his wife 
arrived after attending an affair at 
another hotel, being escorted to Colonial 
dinner by Richard Nelson, executive vice 
president of the company. The Governor 
is now one of the nation’s most effective 
dinner speakers, his presence glamouriz- 
ing all these social events. In the several 
talks I have heard him make at insurance 
events, such as the annual lunch of 
Surety Association of America at Hotel 
Astor, he impressed me as able at ex- 
tempore, always at ease, dignified, like- 
wise demonstrating that he has a sense 
of humor. 

At political affairs he combines all of 
those characteristics with a great deal 
of punch. The New Jersey Guberna- 
torial campaign is one of the most 
exciting the state has had, particularly 
dramatic from insurance standpoint be- 
cause of the attacks which have been 
made by the Newark News and others, 
especially State Senator Forbes who is 
running against Meyner, upon the State’s 
Department of Banking and Insurance. 
The Governor staunchly defends Com- 
missioner Howell and the latter’s asso- 
ciates. 

The New Jersey Governor was ac- 
companied to Colonial Life dinner by 
his wife. As compared with Hollywood 
stars, she is not a professional beauty, 
but possesses dignity, charm and intel- 
ligence. 

Vice President Nelson seated her at 
table occupied by wives of the executives 
of Colonial Life and of Chubb & Son, 
and also the wife of Commissioner 
Howell of the N. J. Insurance Depart- 
ment. Before she sat down Mrs. Meyner 
walked completely around these tables 
shaking hands with the wives as Mr. 
Nelson introduced them. She was not 
radiating any pep because the cam- 
paigning she is doing with her husband 
is a chore inevitably exhausting her 
energy. The daughter of the president 
of a small town college she is winning 
many new friends (and votes) for her 
husband, and measures up to Mrs. Nixon, 
Wwite of the Vice President of the United 
States who also accompanies her hus- 
band in a countless round of public ap- 
pearances, 

When Toastmaster Richard Evans, 
president of Colonial Life, introduced 
Perey Chubb it was the first time most 
of his audience met him. Son of Hendon 
Chubb, America’s foremost marine in- 
surance executive for years, Percy Chubb 
has made a brilliant record of his own, 
not only with Chubb & Son and the 
Federal Insurance Co., in both of which 
institutions he is executive head, but 
in Washington as top consultant there 
In connection with shipping during 











World War II. As a speaker he is gal- 


vanic and sparkling. As soon as he 
arose and started speaking at Colonial 
dinner the guests felt electricity in the 
air. The ballroom vibrated. 

The last speaker introduced by Pres- 
ident Evans was New Jersey Commis- 
sioner of Insurance and Banking Charles 
Howell. The fact that two such great 
divisions of America’s business and econ- 
omy should be regulated by one Depart- 
ment is absurd. Either job is enough to 
command the energies and time of one 
man. Despite the attacks, which largely 
grow out of the fact that the Department 
did not rush to the newspapers and pub- 
licize the facts unearthed in connection 
with expenditures authorized by John 
Cooney, then president of the Firemen’s, 
the N. J. Department’s reputation in the 
insurance business is high, Mr. Howell’s 
integrity and that of his associates nor 
being questioned. 

* * ok 


Why New York Insurance Dept. 


Is Moving to “Insurance District” 


New York State Insurance Department 
will be in its new quarters at 123 Wil- 
lian Street, New York City, on Monday 
morning, October 28. It will start moving 
on Friday evening of the week before. 
The Department has been at 61 Broad- 
way for some years. Before that it was 
at 90 Center Street to which it had 
moved from 165 Broadway. 

In going to the “insurance district,” 
consisting largely of buildings in Wil- 
liam, John and Maiden Lane, the De- 
partment was not motivated by any 
thought that its headquarters in lower 
Broadway were not convenient to reach. 
It was because the Department had out- 
grown its headquarters there which con- 
sisted of 28,000 square feet. In its new 
quarters the Department not only has 
43,500 square feet, but will be able to get 
additional space, if necessary, in the 
adjoining building at 55 John Street. 

In its new quarters the Department 


will be located on three floors — 17, 18 
and 19. There is no floor No. 13. 
Superintendent Holz said to the 


writer: “We not only have the additional 
space we require for the time being, but 
the rental charges are satisfactory to 
the Department.” 

Arrangements have been under the 
direction of Roger Sullivan, head of the 
Department’s Real Estate Bureau, as- 
sisted by Howard Thompson of that Bu- 
reau’s staff. 

When the Insurance Department was 
in Center Street it was adjacent to the 
Federal Building at Foley Square, and 
also to the building of one of the chief 
courts of the state. Furthermore, it was 
not far from the Municipal Building 
and City Hall. 

Among the Insurance Superintendents 
in Center Street were George S. Van 
Schaick and Louis H. Pink, the latter 
also being at 61 Broadway for a time. 
Among Superintendents at 165 were the 
late Col. Francis Stoddard, Jr., and 
James A. Beha. 

The number of Insurance Department 


An Insurance Company’s “Books Abroad Campaign” for 
People-to-People Program 





F. W. Ecker, Irene Dunne and Yacoub Osman. 


Employes of the Metropolitan Life’s 
home office at Madison Square have 
undertaken to contribute from their own 
libraries books for the founding of seven 
new school and institutional libraries in 
the Republic of the Sudan. The project 
is part of the “Books Abroad” cam- 
paign of President Eisenhower’s People- 
to-People program. 

Present at the launching of the effort 


were actress Irene Dunne, alternate 
United States representative to the 
United Nations, and Yacoub Osman, 
Sudanese ambassador to the United 


States and permanent representative to 
the United Nations. 

They were welcomed by Frederic W. 
Ecker, the Metropolitan’s president, and 
Frank St. John, chief librarian of the 
Brooklyn Public Library and co-chair- 
man of the book committee of the 
People-to-People program. Mr. Ecker, 
who deposited the first book in a col- 
lection depot in the arcade of the com- 
pany’s North building, is chairman of 


the insurance committee of the People- 
to-People program. 

In congratulating the Metropolitan 
employes upon their undertaking, Miss 
Dunne expressed the hope that the 
people of the Sudan will receive the 
books as “a free gesture from a free 
people, whose ideals of national inde 
pendence are parallel to their own.” 

Mr. Osman said: “The need and desire 
of my country for this kind of intel- 
lectual and cultural aid from our Amer- 
ican friends is indicative of the obstacles 
which we are overcoming in the develop- 
ment of our new country. It is very 
appropriate that the people of the United 
States, as exemplified by these employes 
of the Metropolitan Life Insurance Com- 
pany, should be willing to step forward 
in this great effort for international 
understanding.” 

The Republic of the Sudan, formerly 
Anglo-Egyptian Sudan, became indepen- 
dent on January 1, 1956. The population 
is estimated at about 9,000,000, and the 
capital is Khartoum. 





employes, including the Superintendent, 
Deputies, chiefs of the bureaus, exam- 
iners and other personnel, is 350. 


a a 


To Exhibit First Car Designed 
Solely for Safety 


The world’s first automobile to be 
built with the safety of the occupants 
as the sole design objective — the Cor- 
nell-Liberty Safety Car — will be un- 
veiled at a press luncheon October 22 
at the Waldorf-Astoria Hotel. The car 
represents the culmination of five years 
of research and crash testing. 

This automobile has such features as 
a lever-type hydraulic steering control 
(no steering wheel); a driver’s seat lo- 
cated in the center of the car; folding 
doors; six specially designed bucket 
seats, one of which faces the rear, plus 
numerous other major design and engi- 
neering innovations, many of them 
unique. It is expected to exert a dra- 
matic impact upon safety and automotive 
design theory and practice. This will be 
its initial press showing. 

At the press conference reporters will 
discuss the development of the car with 
its creators. They are Frank J. Cran- 
dell, chief engineer, Liberty Mutual, and 
Edward R. Dyem head of Cornell Aero- 
nautical Laboratory’s safety research de- 
partment. Top management of Liberty 


Mutual and Cornell will be among those 
present. 

This preview of the car will be held 
in the Astor Gallery of the hotel, start- 
ing at noon. 


Report of Life Insurance Investors, 
Inc. 


Life Insurance Investors, Inc., in its 
semi-annual report for the period ending 
July 31 shows that its number of shares 
then outstanding was $1,077,618 and that 
the net asset value per share was $15.94. 

In the period since January 31, there 
had been a reduction of 2,000 shares of 
Aetna Life, the new total being 3,800; 
there was new investment of 5,000 shares 
of American National; Commonwealth 
Life holdings were reduced 5,000 shares 
to 19,562; Connecticut General 1,500 to 
2,950; Federal Insurance to the tune of 
2,800 shares was acquired in exchange 
for Colonial Life; Ohio State Life hold- 
trimmed to 450 shares, a 


ings were 
reduction of 2,400; Southwestern Life 
was trimmed by 1,000 shares to 3,800 


and the entire investment of 3,813 shares 
of Wisconsin National was eliminated. 
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Continental Meeting 
On Firemen’s Oct. 30 


TO VOTE ON STOCK EXCHANGE 





If Control Passes to Continental, Pres- 
ident Rearden and Jube of Fire- 
men’s Will Become Directors 





Stockholders of the Continental Insur- 
ance Co. of the America Fore Group 
will hold a special meeting October 30 
in New York to vote on issuance of not 
more than 1,700,000 shares of capital 
stock of $5 par value in exchange for 
shares of capital stock of $7.50 par value 
of the Firemen’s of Newark at the rate 


of 17 shares of Continental stock for 
every 20 shares of Firemen’s stock. 
This meeting will also consider and 


vote on a proposal to increase the ‘Con- 
tinental capital from $25,000,000, consist- 
ting of 5,000,000 shares of $5 par value, 
to $33,500,000, consisting of 6,700,000 
shares, and a proposal to increase the 
number of directors from 15 to 17. 

If the exchange of stock proposed is 
approved whereby companies in the Loy- 
alty Group will become associated with 
the America Fore Group, directors of 
the Continental plan to elect President 
William B. Rearden of the Firemen’s 


and Albert R. Jube as directors for 
terms expiring February 19, 1958. Mr. 
Jube, a lawyer, is chairman of the execu 


and finance committee of the board 


tive 
of the Firmen’s and also a director of 
that company and its affiliates. 


Herd on Advantages of Proposal 


In a lengthy proxy statement issued to 
Continental stockholders, President a 
Victor Herd tells why he believes the 
propos ed exchange will be heabetiicial 

‘The Loyalty Group, as does Conti- 
ental, writes both fire and casualty in- 
surance, or in the insurance phrase, a 
‘multiple line’ business. Both organiza- 
tions pursue similar production, under- 
writing and administrative policies and 
methods. They are fellow members of 
several specialized underwriting pools 
and syndicates. Loyalty is active in ac- 
cident and health coverages. It is rela- 
tively inactive in growing crops-hail, 
workmen’s compensation, badier and ma- 
chinery, and fidelity and surety cover- 
ages in which lines Continental is active 

“If the proposed plan for exchange of 
consummated, it will in our 
greater employment for 


shares is 
opinion provide 


Continental's organizational and finan- 
cial resources in respect to a seasoned 
irtfolio of direct insurance business 


well diversified by class and_ locality. 
Specialized facilities developed by Loyal- 


ty and Continental will become jointly 
available to increase the operating effi- 
ciency of both organizations all the 


while better serving the insuring public 
through enlarged underwriting capacity 
and augmented service facilities, par- 
ticularly in the adjustment of claims and 
osses arising under outstanding policies 
| insurance. 

“In addition to the 
tages in the insurance 
visions which, we feel, 
the affiliation of Loyalty and Continen- 
tal, the investment portfolios of the 
respective organizations are mutually 
complementary. Your board of directors 
believes that the acquisition of the stock 
of Firemen’s by Continental will prove 
beneficial to all stockholders and advance 
the best interests of all concerned.” 


operating advan- 
underwriting di- 
will result from 





N. Y. MARINERS MEET 
The first dinner meeting of the fall 
season was held by the New York 
Mariners Club on October 16. Joseph P. 
Smith, insurance manager of Union Car- 
bide and Carbon Corp., was the speaker. 





ROCHDALE CAPITAL BOOSTED 





Reinsurance Company Now Has Capital 
of $1,000,000 and Higher Surplus; 
Broadening Operations 
The management of Rochdale Insur- 
ance Company of New York announces 
that Rochdale has increased its capital 
from $375,000 to $1,000,000 and its paid- 
in surplus from $450,000 to an amount 
well in excess of $1,000,000. The company 
has amended its charter and is now au- 
thorized to write multiple line reinsur- 
ance of all classes except life, title and 

insurance of the life of property. 

Henry D. Booth, Jr., the company’s 
president, said that these additional 
powers would enable the company to 
broaden its scope of operations and ex- 
tend better service to companies writing 
both fire and casualty lines. The rein- 
surance firm of Booth, Potter, Seal & 
Co, of Philadelphia acts as managing 
agents for the company. 

The Rochdale was incorporated in 1955 
and is wholly owned by the Co-opera- 
tive Insurance Society, a well-established 
British multiple line insurer founded in 
1867. At the close of 1956 the company 
had assets of $1,247,326. 


Smith, Saunders, Cage, 
Rychlik Indicted in Texas 


Two former chairmen of the Texas 
Board of Insurance Commissioners, Gar- 
land A. Smith and J. Byron Saunders, 
were indicted for perjury by the Travis 
County grand jury, October 5, in connec- 
tion with its extended probe of the 
collapse of the ICT Insurance Co. Also 
indicted were BenJack Cage, former ICT 
president, on two counts of bribery and 
Max Wayne Rychlik, Mr. Smith’s son- 





in-law, for perjury. 

Concurrently it was announced by 
resident Theo. P. 3easley of the Re- 
public National Life of Dallas that the 
resignation of Mr. Saunders as_ vice 
president and general counsel had been 
ccepted, effective immediately. Mr. 
Saunders took over the company post 
last January 1 following his resignation 
as a Commissioner. 


Eastern Fieldmen Now Offering 
Salesmanship Forum To Local Board 


Following a sample forum given at the 
Eastern Agents Conference held in Chi- 
cago during the National Association of 
Insurance Agents annual meeting in 
September, nearly all of the field clubs in 
Eastern territory have been schooled in 
the presentation of an educational forum 
on the fundamentals of “effective sales- 
manship.” 

The program is now being offered to 
local boards in the Eastern states 
through the several state associations of 
insurance agents in cooperation with the 
19 field clubs in the area. 

State association presidents, secretaries 
and public relations committees have 
been alerted by the public relations com- 
mittee of the Eastern Underwriters As- 
sociation indicating that the program is 
now available. Arrangements are being 
completed for separate meetings with 
each local board which now cooperates 
with field clubs in public relations and 
educational ventures. 


Five Fieldmen to Offer Sales Program 


It is planned that local board meet- 
ings will be held which will include the 
sales staff of the members as well as 
non-members at which time a team of 
five fieldmen will present the fundamen- 
tals of “Effective Salesmanship.” 

This educational program is designed 
to offset the sales efforts of direct writ- 
ers and captive agents by sparking the 
continued use of proven sales techniques 
among organized local agents. It will 
also help younger men in agency ranks 
to establish good sales habits for future 
years and should be the start of a long- 
range selling program similar to those 
conducted by life insurance companies 
and accident and health insurance sales- 
men. 

In conjunction with the sales forum, 
a booklet “Effective Salesmanship,” pre- 
pared by the public relations committee 
of the EUA, will be distributed to agents 
attending meetings and will not be 
otherwise available to them. Additional 
text books of educational and inspira- 
tional value on the techniques of sales- 
manship are also being recommended to 
local boards. 


Field Clubs Ready For Agents 


The following field clubs have devel- 
oped their panels of fieldmen available 
to local boards: Albany Field Club, An- 
thracite Fire Underwriters Club, Bay 
State Club, Connecticut Fire Insurance 
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Field Club, Del.-Md.-D. C. Ins. Field 
Club, Mountain Insurance Field Club, 
Ins. Field Club of South Jersey, N. J. 
Ins. Fieldmen’s Association, Pennsyl- 
vania Field Club, Underwriters’ Club of 
Philadelphia, Pine Tree State Field 
Club, Poughkeepsie Field Club, R. I. Ins, 
Fieldmen’s Association, Ins. Field Club 
of Rochester, Smoke and Cinder Club, 
Suburban New York Field Club, Western 
Massachusetts Field Club. 

This program represents the start of 
a long-range and continuing effort to 
develop a sales approach among organ- 
ized local agents in connection with the 
many and varied types of policies being 
made available under the present mul- 
tiple line concept of the business. 

Test forums were conducted by the 
Smoke and Cinder Club of Western 
Pennsylvania in June of this year with 
three local boards in cooperation with 
the Pennsylvania Association of Insur- 
ance Agents, and the reception accorded 
the general plan resulted in its expan- 
sion to include the entire Eastern ter- 
ritory. 


Smith of North America 
On Garroway’s “Today” 


Guest on Dave Garroway’s TV show 
“Today” on October 9, 86th anniversary 
of the Great Chicago Fire, was Brad- 
ford Smith, Jr., executive vice president 
of Insurance Company of North Amer- 
ica. In connection with Fire Preven- 
tion Week, Mr. Smith described the 
main causes of the 300,000 fires which 
damage American homes each year and 
suggested common sense fire preventa- 
tives, such as going without that last 
cigarette in bed and keeping a close 
check on the condition of heating and 
cooking equipment. 


Pittsburgh Luncheon 
For CPCU Conferment 


The fifth annual “All-Industry” lunch- 
eon sponsored by the Allegheny Chapter 
of the Society of Chartered Property 
and Casualty Underwriters will be held 
Monday, October 28, at the Penn-Shera- 
ton Hotel, Pittsburgh. Principal speaker 
will be Frederick J. Flynn, Jr:, CPCU, 
New York insurance broker, who will 
speak on a “Professional Approach to 
Insurance.” An official from the Amer- 
ican Institute for Property and Liability 
Underwriters will confer the CPCU 
designation on candidates from the Pitts- 
burgh area who have qualified this year. 


Thornhill Director 


Crum & Forster Group 

Bertram L. Thornhill has been elected 

a director of Crum & Forster, filling 
a vacancy caused by the recent death of 
J. Lester Parsons. Mr. Thornhill is a 
vice president of Crum & Forster and of 
principal companies in the group. These 
include the North River, United States 
Fire, Westchester Fire, British Ameri- 
can Assurance and Western Assurance. 


N. Y. Board Losses Rise 

There were 532 losses for $1, 414,276 
assigned in September to the committee 
on losses and adjustments of the New 
York Board of Fire Underwriters. This 
compares with 565 losses for $1,144,817 
in the same month last year, and reveals 
a drop in number of 6% but an increase 


in amount of 23%%. For the_nine 
months of 1957 Secretary E. C. Niver 
reports the committee received 6,633 


losses for $20,967,081 against 7,757 claims 
for $16,472,502 in the same period of 
1956. Again, with a decrease in num- 
ber of 144% there was an increase in 
amount of over 27%. 
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Fire Prevention, Insurance To Value, 


Can Cut Loss Ratios Smith States 


Companies and producers have a share 
in responsibility for the expense ratio in 
fire insurance, but the rest of the rating 
formula is largely a responsibility of the 
buyer, Kenneth O. Smith, general man- 
ager, New York Fire Insurance Rating 
Organization, told the nearly 1,000 agents 
attending the regional meeting of the New 
York State Association of Insurance 
Agents at Garden City last week. Full 
support of the New York Association’s 
recommendations for continued efforts in 
the field of fire prevention and a new look 
at amounts of insurance sold to property 
owners in terms of its importance to rate 
making may be a solution to the current 
problem of underwriting losses, he empha- 
sized. 

In his talk to the agents on necessity of 
proper rates and on means for reducing 
present high underwriting loss ratios Mr. 
Smith stated: 


Just as you would prefer telling your 
insureds that fire insurance rates can be 
reduced, we too, in the rating organiza- 

a - 
tion prefer to announce a rate 
reduction instead of a rate increase. 
However, until such time as those people 
who are really responsible for the mak- 
ing of the statistics can supply us with 
experience that will reverse the present 
trend, the responsibility on the part of 
the rating organization is quite clear and 
that is to continue research so that rate 
levels shall not be excessive nor inade- 
quate, shall not be unfairly discrimina- 
tory to insured or insurer, large or small, 
nor otherwise unreasonable, in compli- 
ance with the Insurance Law. 


would 


Commercial Property Coverage 


It is clear, from a recent decision by 
Superintendent Holz, that certain so- 
called independent filings for Commer- 
cial Property Coverage did not meet the 
requisite standards of the New York 
Insurance Law, and the study of the 
coverage as applicable to New York 
State is again underway. When filings 
for this type of coverage acceptable to 
the Insurance Department have been ac- 
complished, the rates, rules and forms 
will be made promptly available to the 
agent members of this association in 
manual form by the rating organization. 

The most important matter confront- 
ing the fire insurance business today, is 
not changes in rules or revisions in 
forms or extensions of coverage, but 
rather the basic issue of rate levels. The 
fire insurance loss ratios continue to 
press upward at an alarming rate. The 
majority of those present are probably 
aware of this trend, noting for example 
the report by the loss committee of the 
New York Board of Fire Underwriters 
showing that losses in the first eight 
months of 1957 were 27% over the same 
period of 1956. 

Perhaps it would be worthwhile to 
explain that the rating organization does 
not make rates but rather it is the buyer 
of insurance, the seller of insurance and 
the insurance company that establish the 
rate. We in the rating organization can 
only assemble the statistics made by 
others and from that information file 
the results with the Insurance Depart- 
ment. 

Premiums less losses, less expenses 
should equal underwriting profit. When- 
ever any one of those three variables 
moves out of proportion to others in the 
formula, then profits may increase or 
vanish completely and become under- 
writing losses for the company. Under- 
writing losses may result from increase 
in expenses, or increase in losses, or re- 
duction in premiums, or a combined 
movement of all three variables. 

The general expenses of all stock 





KENNETH O. SMITH 


companies on a countrywide basis for 
1956 represented 9.2 cents out of each 
premium dollar, This represents a rise of 
only one-half a cent over the last five 
year period, All company expenses out- 
side of acquisition costs represent only 
16.1 cents of each premium dollar. 

The total acquisition costs for stock 
companies countrywide 1956 represents 
329 cents for each dollar of premium, 
or an increase of 1.4 since 1952. The 
total expense ratio, therefore, is 49%. 
When this is placed in the rating for- 
mula alongside of a loss ratio in New 
York State for 1956 of 56.1% it is quick- 
ly evident to all that the result was an 
underwriting loss of 5.1%. 

In order to develop an underwriting 
profit of 6%, it would be necessary to 
adjust one or more of the three variables 
we talked about to the extent of 11%. 
This could be accomplished possibly by 
reducing one of the elements of expense, 
or by a reduction in losses, or by in- 
crease in premiums. 

I am not going to talk about the sub- 
ject of acquisition costs. Much has been 
said recently concerning that matter. 
Instead let’s look at these other variables 
in the rating formula. Many companies 
are giving the subject of general expense 
a searching look in terms of economy 
through employment of the latest tech- 
nology in office machines. But there is 
only 9.2 cents represented in general ex- 
pense, not much upon which to whittle. 
I believe, however, that we will hear 
more about the writing of policies by 
electronic machines which have already 
been successfully used by some of our 


companies in the automobile lines. 
Variable Losses 


Turning to the variable “losses,” we 
now are talking about a part of the 
rating formula which is subject to some 
control by the agent. I am quite certain 
that underwriting by the insurance 
agent is not a lost art. It certainly is as 
important today as it ever has been 
anytime in the past. Talk fire prevention 
52 weeks of each year and take _ active 
interest in Fire Prevention Week 

According to reliable sources in the 
field of appraisal, basic building con- 
struction costs have risen 16% in the 
five year period 1952-56. In that same 
period the written premium volume in 
New York State, instead of rising with 
these increased property values or even 
with the amount of new construction, 
has actually fallen approximately 1%. 

If insurance had kept pace with the 
increase in building and contents values 
during the period under discussion, the 
industry might have been spared the re- 
cent underwriting losses, and the rate 
increases announced on May 15 would 
have been unnecessary. 

Apparently the inflationary spiral is 
continuing on into 1957. According to an 
officer of the Long Island Home Build- 
er’s Institute, it now takes $1.07 to buy 
as much construction as $1 00 bought a 
year ago. This increase in the cost of 
construction in Long Island communities 
has nothing to do with all the other cost 
increases for land, taxes, overhead and 
other items which go into determination 
of the selling price of a finished home. 
The identical hhome which sold for 
$15,000 twelve months ago must now be 
priced at least $1,050 higher merely to 
cover construction costs. 


Agent’s Duty to Sell Proper Amounts 


Neither the company nor the rating 
organization can control the amounts of 
the insurance coverage. The responsi- 
bility for this part of the rating formula 
is wholly between the buyer and seller. 
I imagine it is much easier for you to 
renew a policy for an increased amount 
of insurance with an explanation that 
the values have risen due to the increase 
in basic building construction costs than 
to deliver the renewal after an increase 
in rate and explain that the companies 
were losing money at the former rates. 

The agent’s obligation to his insured 
in this matter of insurance to value is 
greater today than ever before. For 
example, the majority of the newer 
dwelling forms, including the Broad 
Form for Building and Contents and 
Special Form for Building Coverage, in- 
clude replacement cost coverages, for 
application to building losses. A country- 
wide survey of values involving over 
17,000 dwelling units indicated that on 
the average, insurance was only 63% 
of the full replacement cost, and only 
56% in northeastern states based on 2,650 
dwelling units. 

These broadened forms can be of small 
comfort to the insured if the conditions 
pertaining to replacement cost coverage 
are not met and then at the time of the 
loss the adjustment can only be based on 
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actual cash value. This deficiency of in- 
surance with respect to replacement cost 
cov erage was estimated at approximately 
21% 70, 

Sell Present Insureds 


During the Spring of this year an 


effort was made by the N: ationa 1 Board 
of Fire Underwriters and many com 
panies through a nationwide advertising 
campaign to encourage property owners 
to increase their insurance to be more 


representative of the full value of their 

property, The insurance agents partici- 
casi in this program and were asked 
to identify policies and endorsements 
which represented an increase of insur- 
ance by the symbol or code II for “in- 
creased insurance.” 

The officers of your association have 
stressed the importance of your present 
accounts as a source of additional busi- 
ness. I would like to suggest that your 
association continue to put emphasis on 
this matter, not only because of its effect 
on the rating formula, but also because 
of the basic principle of the independent 
insurance agent, the service to your in- 
sured. 


Fenton Executive Vice 


President Marine Office 


The Marine Office of America an- 

nounces that Perry M. Fenton, hereto- 
fore first assistant to Resident Vice 
President R. D. Sullivan in the Western 
department at Chicago, has been ap- 
pointed executive vice president to fill 
the general administrative post at the 
New York head office recently left 
vacant as a result of the death of Charles 
J. Haas. 

Edward J. Wolfe, manager of 
claims department, is appointed 
president in charge of claims. 

President George Inselman 
nounced that Stanley A 
merly manager of the S Louis service 
office of the Marine Office. is being 
transferred to Chicago as assistant man- 
ager and second in command. 


the 
vice 


also an- 
30dman, for- 


Women’s Federation 


Meets in New York 


The Federation of New York Insur 
ance Women’s Clubs held its mid-year 
meeting October 11-13 at the Henry 
Hudson Hotel, New York City. Sessions 
began Friday evening with Annette C 
Cirbus, Staten Island, N. Y. president 
of the federation, presiding 

Sessions continued Saturday morning 
and afternoon and closed with a banquet 
held in the Tudor Room. Entertainment 


for the banquet was provided by Marie 
Shephard, concert commedienne, “Try- 
ing Tryouts.” 


The federation’s annual convention will 


be held at Rochester next April. Louise 
Merna, Auburn, was chosen as nominat- 
ing committee chairman to prepare the 


slate of new officers to be presented at 
the convention. 


F. E. Lintilhac Dies 


Francis Eugene Lintilhac, executive 
vice president of C. V. Starr & Co. of 


New York, died of a heart attack 
Wednesday in Harkness Pavilion, Co- 
lumbia - Presbyterian Medical Center, 


where he had been a patient for several 
weeks. His age was 49. Mr. Lintilhac 
was board chairman of the American 
International Assurance Co., Hong Kong. 
He was born of British parents in 
Shanghai in 1908. 


N. Y. TRIBUNE CRUSADE 


The New York Herald Tribune this 
week carried a series of three articles 
devoted to insurance activities. The tar- 


gets for this crusade by the newspaper 
included Lowell Birrell, lawyer; Stewart 


B. Hopps, well known in insurance for 
over 25 years, the Inland Empire In- 
surance Co., Rhode Island Insurance Co., 


William Penn and other companies with 
which they are or have been associated. 
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Jeremiah J. Sullivan, general manager 
of the Security Bureau, Inc., recently 
announced the standard industry train- 
ing program for watchmen and guards, 
for all port watchmen employed in the 
Port of New York, was resumed in 
September at the Maritime Exchange, 
80 Broad Street, New York City. 

The training program is sponsored by 
the New York Shipping Association and 
grew out of the recent agreement be- 
tween the shipping association and the 
Port Watchmen’s Union of the Port of 
New York and Vicinity, which requires 
all presently employed watchmen to at- 
tend the standard industry training pro- 
gram. This program will consist of a 
series of seven lectures, each of one hour 
duration. 

The employers of watchmen, 
sented by the New York Shipping Asso- 
ciation and the Union, have designated 
the Security Bureau, under Mr. Sullivan, 
to conduct the program. A proposed out- 
line of study of submitted and reviewed 
by both organizations who endorsed the 
program. In addition, the Maritime Asso- 
ciation of the Port of New York is co- 


repre- 





Homeowner’s, Casualty 
Manuals-Rating Courses 


In response to a number of requests 
received for the Homeowner’s Compre- 
hensive Policies Course and the Casualty 
Manuals - Rating Course at the Insur- 
ance Society of New York, Dean Goer- 
lich announces that these popular courses 
will begin the week of October 21. 

The Homeowner’s course will include 
forms issued by the New York Fire 
Insurance Rating Organization and the 
Multi-Peril Insurance Conference. Re- 
cent changes in these forms will be high- 
lighted. This course meets Tuesdays 
from 5:30 to 7:30 p.m. for eight weeks 
beginning October 22, and the tuition 
is $20. T. R. Shulz, assistant manager, 
habitational division, Home Insurance 
Co., will again conduct this course. 

Casualty Manuals - Rating will be of- 
fered in two sections. An afternoon 
section held on Tuesdays and lene Aa 
from 1:00 to 2:00 p.m. is primarily de- 
signed for rating clerks and_ policy 
checkers. 3rokers, underwriters, and 
other more experienced people will find 
the evening section, held on Wednesdays 
from 5:30 to 7:30 p.m. more suited to 
their needs. Each of these sections will 
continue 15 weeks and the tutition is 
$40. Laurence S. Young, supervising 
underwriter, Zurich, is the instructor. 


Trusler President 
Institute of Canada 


C. D. Trusler of Montreal has been 
elected president of the Insurance In- 
stitute of Canada, succeeding Alex S. 
Hamilton of Toronto. Mr. Trusler is 
manager of the Commercial Union- 
Ocean Group of Insurance Companies of 
Canada 


NOVEMBER HOLIDAYS IN N. Y. 


Several insurance hg weed offices in 
New York City which last year kept 
open for business on November 11, Vet- 
erans’ Day, formerly Armistice Day, and 
then gave their employes Friday after 
Thanksgiving as a holiday, are planning 
io repeat the arrangement this year. 
Veterans Day falls on Monday, Novem- 
ber 11, with Thanksgiving Day Novem- 
ber 28. With November 29 as a day off 
employes will have a holiday extending 


from Wednesday evening, November 27, 
until Monday morning, December 1. 


‘Pier Watchmen Training Program 


operating by making available its meet- 
ing rooms for the conduct of the lec- 
tures. 

In addition to the training program 
an extended course was given for those 
watchmen who have been licensed by the 
Waterfront Commission of New York 
Harbor since December 1, 1956. Under 
the amended Waterfront Commission 
Regulations, it is mandatory for all new 
watchmen to take an approved training 
course and a certification to the success- 
ful completion of such a program must 
be made to the Commission. The pro- 
posed course of study has been approved 
by the Waterfront Commission. 

Mr. Sullivan stated that the standard 
industry training program will not only 
serve as a refresher course for the 
watchmen of this port, but will be of 
valuable assistance to them and to new 
men in the performance of their duties, 
resulting in the greater security of our 
piers. The first series of lectures was 
attended by approximately 100 men and 
was completed on July 22, 1957. Those in 
attendance exhibited much interest and 
expressed the opinion that they found 
the course instructive. 
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MANCHESTER PHOENIX SPECIAL 
Man- 
chester as special agent in the New Or- 
leans district office has been announcea 
by Phoenix of Hartford Compantres 
Special Agent Manchester will supple- 
ment the staff of District Office Man- 


Appointment of Raymond E. 


ager Garner J. Knoepfler. 
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Glossy prints of this ad are avail- 
able without obligation for news- 
paper reproduction. The inde- 
pendent stock company agent 
may have them upon request. 

















W. S. OLDRIEVE RETIRES 





Vice President and New England Dept. 
Manager, Phoenix of London Group, 
Honored at Dinner in Boston 

Over 75 members of New England’s 
insurance fraternity attended a testi- 
monial dinner given Willard S. Oldrieve 
at the Hotel Somerset, Boston, on his 
retirement as vice president and New 
England department manager of the 
Phoenix of London Group. 

W. C. Harris and D. W. LaRocque, 
vice president, spoke representing the 
home office. Other speakers included C. 
F. Harrington, former Insurance Com- 
missioner of Massachusetts; Harry 
Wiley, executive secretary, Connecticut 
Agents Association; John Moulton of 
the John Moulton Agency, Lynn, Mass., 
and Buddy O’Gara of John C. Paige Co. 
of Boston. 

Everett Harlfinger, New England pro- 
duction manager, presented gifts to Mr. 
and Mrs. Oldrieve on behalf of the per- 
sonnel of the Phoenix Boston office. 

A native of Malden, Mass., Mr. 
Oldrieve joined the Phoenix Indemnity 
as New England manager in 1926 and 
assumed supervision of all casualty lines 
for the group in 1937. In 1943 he be- 
came co-manager of multiple line oper- 
ations and since 1946 has had sole charge 
of the group cS interests in the New Eng- 
land territory as vice president of the 
domestic companies. 


Yorkshire Expands 
Facilities in Chicago 

The Yorkshire of New York and the 
Seaboard Fire & Marine announce ap- 
pointment of Clarence B. Herrick, for- 
mer Michigan state agent for the 
companies, as superintendent of fire 
engineering with headquarters in Chi- 
cago. 

Frank H. Deverman, who has been 
special agent in Michigan for the York- 
shire-Seaboard has been appointed 
Michigan state agent. He will maintain 
headquarters in Jackson where he will 
be assisted by Warren M. Hills pres- 
ently claims manager in that office. 


Fire Chiefs Association 


Commends Hartford Fire 


The International Association of Fire 
Chiefs at New Orleans passed a resolu- 
tion commending the Hartford Fire for 
its Junior Fire Marshal program. In the 
closing session of the 84th annual confer- 
ence, the Hartford Fire was lauded for 
its “unselfish contribution to a common 
interest in preservation and protection 
of human life from fire.” 

More than 3,000,000 Junior Fire Mar- 
shals form the largest fire safety brigade 
in the world. Started in 1947 by the 
Hartford Fire, the program enlists boys 
and girls in elementary schools through- 
out the U. S., Canada, Hawaii and the 
Philippines. Armed with realistic fire 
helmets, the children learn the funda- 
mentals of fire safety through their own 
Junior Fire Marshal magazine and a 
home and school program coordinated 
by local fire chiefs, parents and teachers. 
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IMIB Revisions On PPF Rates, 


Personal Articles, Jewelers Rules 


following endorsement: 
“*At the request of the assured and 
in consideration of the reduced premium 


The Inland Marine Insurance Bureau 
has revised rules or rates with respect to 
the personal property floater, personal 
articles floater and jewelers block insur- 
ance. The changes are not as yet effec- 
tive in New York, New Jersey, Con- 
necticut or Delaware, among Eastern 
states. 

The following changes in rates have 
been filed with respect to the personal 
property floater: 

1. The option of issuing policies sub- 
ject to a $15 deductible clause is re- 
scinded and all references in the rules 
to $15 deductible, deleted. 

2. Rule No. 36, in those states where 
the rule is applicable, is amended by the 
addition of a new section to read as 
follows: ssa: 

“10. It is permissible to calculate the 
premium for the supplemental contract 
on a pro rata basis when it is issued in 
conjunction with an existing Comprehen- 
sive Dwelling Policy, for the remainder 
of the term of the latter policy.” 

The Bureau has filed a revision of the 
rules pertaining to personal articles 
floater by the addition of the following 
paragraph to subsection (3) of Rule No. 
10: 


“When the supplemental contract is 
issued in conjunction with an existing 
Comprehensive or Homeowners’ Policy 
for the remainder of the term of such 
existing policy, it is permissible to cal- 
culate the premium for the supplemental 
contract on a pro rata basis.” 

A change in the rules pertaining to 
Jewelers’ Block Insurance by the addi- 
tion thereto of a new paragraph No. 7 
(A) reads as follows: 

“Exclusion of registered mail or regis- 
tered airmail shipments: It is per- 
missible to exclude registered mail or 
registered airmail shipments valued at 
$1,000 or less per package, subject to the 





Cites Landslide Risks 
In Los Angeles Area 


Milford Bliss, Jr., senior grading in- 
spector, City of Los Angeles, was the 
speaker at the meeting of the Southern 
California Fire Underwriters Association, 
and spoke on the landslides and earth 
movement damages to dwellings in Los 
Angeles. 

He dwelt on the fact that within the 
city limits approximately 60% of the 
area is hilly and that oly 10% of it has 
been developed. He pointed out the lack 
of sufficient storm drains, wrongful plan- 
ning and construction of buildings being 
responsible for much flood damage. He 
said that Los Angeles has the worst 
geological situation of any other part 
of California. He pointed out that houses 
should be built at a safe distance from 
hillsides to avoid damages from land 
slides. Mr. Bliss asserted that the 
grading policy of Los Angeles in respect 
to preventing and avoiding damages is 
distinctly a pioneer activity in the 
country. 


Fireman’s Fund Changes 
In Eastern Marine Field 


New assignments in the marine oper- 
ations of Fireman’s Fund Eastern de- 
Dartment are announced by Arthur T. 
Fleischhauer, vice president. Eugene A. 
Wyles is named marine underwriter in 
the Baltimore office, under the supervi- 
sion of Group Manager Richard F. 
Rohleder. 

Dwight H. Babcock has succeeded Mr. 
Wyles as marine underwriter in the 
Fund’s Philadelphia office. In the Fund’s 
Syracuse, N. Y., office, John G. Green 
has been appointed marine special agent 
where he will work under the direction 
of Group Manager John J. Rooney. 


charged, registered mail or registered 
airmail shipments valued at $1,000 or 
less per package are excluded from cov- 
erage under this policy.’” 





Texas Wins Royal-Globe 
Profit Production Cup 


The Royal- Globe Insurance Group’s 
Texas region, which scored highest in a 
nationwide intra-company “Production 
for Profit” competition, is the first re- 
gion to receive the company’s “Presi- 
dent’s Cup.” Clarke Smith, United 
States manager and president of the 
Royal-Globe, made the presentation at 
a dinner at the Insurance Club in Dallas 


on October 16. 

The “President’s Cup” will be awarded 
annually with the winner chosen from 
those regions producing a profit for the 
three preceding years. Using a point 
system, regions are graded according to 
profit, controllable expense ratio and in- 
crease in written premiums. 

All of the group’s 25 regions partici- 


pated in the competition. Runners-up 
were Keatucky - Tennessee, Alabama - 
Florida - Georgia, Wisconsin, and New 


York metropolitan-suburban. 
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JACK BENNY 


on the air for you...CBS RADIO 
every Sunday evening 7:00-7:30 (E.D.S.T.) 


@ THE BENNY SHOW 
PRE-SELLS YOUR PROSPECTS... 
ALL YOU HAVE TO DO IS 

TELL THEM WHERE YOU ARE! 


Here is a selling program especially designed to 
help you get your full share of business from the 
10,815,000 listeners the Jack Benny show reaches 
every month. You can sponsor your own selling 
message—directing listeners to your agency—on 
the same CBS Radio stations your prospects tune 
in to hear their favorite comedian. Your local CBS 
Radio representative will be glad to help you to 
plan your own campaign. The more you cooperate 
with the show, the more insurance prospects it can 


bring you. 


PLUS Powerful Advertising in America’s Favorite 


Magazines— The 19,700,000 readers of THE SATURDAY 
EVENING Post have been added to the millions of insur- 
ance prospects already being reached for you by The Home 
Insurance Company’s full-page advertising program in 


TIME and other leading publications reaching a total of 


FIRE ° 


52,476,000 readers! This tremendous combination of 
magazines and radio will reach the eyes and ears of more 
insurance prospects than ever before! Identify your agency 
as the one that readers and listeners in your area are 
being urged to see. 


* THE HOME * 
Snscronce Company 


AUTOMOBILE ° MARINE 


Home Office: 59 Maiden Lane, New York 8, N. Y. 
THE HOME INDEMNITY COMPANY 


Casualty Insurance « 


Fidelity and Surety Bonds 
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Agents Ask Bureau Not To Mention 
Commission Rates In Auto Filing 


Craig Thorn, Jr. of Hudson, president 
of the New York State Association of 
Insurance Agents, has released a letter 
dated October 14 which he has written 
to William Leslie, manager of the Na- 
tional Bureau of Casualty Underwriters, 
relative to the current problem of acqui- 


CRAIG THORN, JR. 


sition costs and refiling of automobile 
liability rates. 

In this letter Mr. Thorn asks the 
Bureau “that on any refiling from your 
Bureau for increased auto liability rates 
in New York State, the element of 
agent’s commission should not be men- 
tioned and should have no bearing on the 
acceptance or rejection by the Depart- 
ment. 

“At this time we again stress our great 
willingness and desire to sit down with 
your committee or any committee to 
discuss the entire problem of acquisition 
costs.” 


Holz on Commissions 


Mr. Thorn also states in his letter: 

“On October 9th our association legis- 
lative chairman and several of our 
officers met with Superintendent Holz 
for our annual discussion of proposed 
legislative matters affecting the Insur- 
ance Department and our state associa- 
tion. 

“We believe you will be interested to 





know that the Superintendent took up 
nearly the entire time of the meeting 
stating again and again that in connec- 
tion with the problem of increased auto 
liability rates in this state at no time 
has he mentioned the words ‘agent’s 
commission,’ that the question of agents’ 
commissions is no concern of his, that 
by state law he cannot enter this field 
of discussion, that this problem is strictly 
one of private contract between the 
companies and their agents, that conse- 
quently in total acquisition costs the 
amount representing agents’ commissions 
would have no bearing on his acceptance 
or rejection of a filing. On the following 
night at our regional meeting in Pough- 
keepsie Deputy Wilker departed from 
his prepared speech to reiterate the 
same point.” 

In this month’s Empire State Agency 
Forum President Thorn tells members of 
the New York Association of the meet- 
ing in New York with the NBCU 
the commission question. Attending for 
the agents were Mr. Thorn. Arthur 
Schwab, Herbert Brewer, Fred Ritter. Al 
Mezey, Richmond Thompson, all leaders 
in the New York Association. Describ- 
ing this meeting Mr. Thorn continues: 

“At this meeting we were handed a 
four page pamphlet which described the 
auto loss situation and stated that the 
companies had arrived at the decision to 
refile for increased liability rates, using 
a 5% lower total acquisition cost which 
was to be taken off the agent’s commis- 
sion. 

“Following the meeting we adjourned 
to the NATA headquarters to determine 
immediate action. Your national presi- 
dent, Louie Woodbury, had flown all the 
way in from Oregon to be with us and 
Morton White of the national executive 
committee had come up from Pennsyl- 
vania. 


Aim to Head Off Refiling 


“The first step, obviously, was to head 
off the refiling. With the splendid co- 
operation from the NATA office the letter 
which you received was drawn up and 
mailed within two hours. We felt that if 
thousands of telegrams suddenly came to 
the desks of company presidents from 
every corner of the state. perhaps these 
men would realize the volcano on which 
they were sitting. 

“Your response to my letter was ter- 
rific and I am really proud of the agents 
of this state. Many telegrams were sup- 
plemented by long, searching, intelligent 
letters from you as individual agents and 
from local boards. 


To Address Weghorn 


BI Forum October 22 





FRANK S. GLENDENING 


Frank S. Glendening of Philadelphia, 
specialist in business interruption insur- 
ance, will lead the discussion on that 
subject at the forum for brokers on 
Tuesday, October 22, at 2:30 p.m. in the 
New York Chamber of Commerce Build- 
ing, 65 Liberty Street. This forum is 
sponsored by the John C. Weghorn 
Agency, Inc. A cordial invitation is ex- 
tended to all brokers in the New York 
area to attend. 


GUSTAVE H. KEHR DIES 
Gustave H. Kehr, formerly special 
agent for 17 years for the Worcester 
Mutual Fire of Worcester, Mass., died 
recently at age 75. He retired at the 
close of 1956. 





“That same afternoon we visited com- 
pany presidents who represent two of 
the largest groups in the country. We 
told these top men that surely there 
were hard thinking men in the industrv 
such as themselves who would think 
twice before going along with a commis- 
sion rate reduction that could put many 
agents out of business. We told them 
many other things which I cannot repeat 
here, such as the political implications. 

“Within the past several days we 
have learned things that have given your 
association leaders a feeling of some 
optimism. But in the same breath I 
must caution you against any wishful 
thinking. At this moment (and it could 
change tomorrow) we feel that you and 
we have made considerable progress. 
There are definite indications that cer- 
tain of your own companies have an- 
nounced they want no part of this re- 
duction. 

“You and we realize that the com- 
panies do have a most serious loss prob- 
lem on their hands. We have told them 
again and again that we are most anxious 
to sit down with them and discuss this 
problem and many other agency-com- 
pany problems tied with it. We know 
it is a two way street that demands 
cooperation from both parties. Some of 
you have made excellent suggestions for 
such discussion. We have them all in 
mind. At this particular moment we do 
feel optimistic.” 
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CLEMENT L. DESPARD DIES 


Prominent New York Broker Passes 
Away at 73; Active in Insurance, 
Civic, Social Organizations 
Clement Lyndon Despard, Sr., chair- 
man and director of Despard & Co., Inc., 
New York City and long one of the lead- 
ing brokers in the ocean marine and 
general insurance field, died October 10 
3 Fitkin Memorial Hospital, Neptune, 

J. He was 73 years old. 

Be Despard was born in New York 
City on July 14, 1884, and educated at 
Pomfret School and Harvard Univer- 
sity, graduating in 1908. He was a 
trustee of the Rumson Country Day 
School and a former trustee of the 
Pomfret School. He was a member of 
the Association of Average Adjusters of 
the United States, Chamber of Com- 
merce of New York, director of the 
Insurance Federation of New York and 
a past president of the Insurance Bro- 
kers Association of New York. For 
many years he had been active in social 
life in Rumson and in New York City. 
He was director of several companies. 

He had been president of the Rumson 
Country ‘Club and was a governor of the 
Seabright Lawn Tennis and Cricket Club 
and the Seabright Beach Club. : 

Surviving are his wife, Mrs. Jessie 
B. Despard, a son, C. L. Despard, Jr., 
who is associated with the Despard firm, 
and two daughters. 
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SPRINGFIELD PROMOTIONS 


Angell and MacDonald Assistant Sec- 
retaries; Former Many Years With 
Group; Latter in Claim Dept. 
Theodore F. Angell and Roderick Mc- 
Donald have been elected assistant secre- 
taries of the Springfield Companies, 
Springfield, Mass. Mr. Angell is a gradu- 
ate of Princeton University. He served 
the Springfield Companies for 26 years 
in the field and was called to the home 
office in 1955 as manager of the western 
Massachusetts service office. Recently he 
was named agency superintendent in 
charge of field operations for Delaware, 
District of Columbia, Maryland, New 

Jersey, Pennsylvania and Virginia. 
“Mr. McDonald was graduated from 
Middlebury College where he majored in 
economics. He joined the Springfield 
in 1950 as chief claims examiner and was 
promoted to superintendent of claims in 
1953. He received his CPCU designation 
last year. As assistant secretary in 
charge of casualty claims, he succeeds 
Secretary Stanwood R. Searles who has 
been appointed to a newly created lin- 
position in the Eastern departmental 
office. 


Scotland New England 
Manager Phoenix London 


The Phoenix of London Group an- 
nounces appointment of James C. Scot- 
land as New England manager succeed- 
ing Willard S. Oldrieve, vice president, 
who has retired. Philip M. Wilbert be- 
comes assistant New England manager. 

Mr. Scotland is a native of Boston. 
He was formerly employed by the Em- 
ployers Group in various field and super- 
visory underwriting capacities in their 
home and New Haven branch offices. He 
joined the Phoenix of London Group as 
production manager in 1946 and was pro- 
moted to assistant manager in 1948. In 
the latter position he has been closely 
associated with al) agency and under- 
writing operations of the Phoenix of 
London’s New England department. 

Mr. Scotland has been active in the 
Bay State Club, Mass.; Casualty Under- 
writers Association and the Surety Asso- 
ciation of Boston. 

Mr. Wilbert has been advanced from 
agency supervisor to asssistant manager. 
He joined the group in 1950 as a multiple 
lines special agent after a number of 
years as a state agent and underwriting 
supervisor for another company. 


Werbel Forum October 24 


All former students of the various 
schools in which Bernard G. Werbel acts 
as coordinator of the general insurance 
courses (i.e., Queens College, Browne’s 
Business School, and Werbel Institute), 
as well as subscribers of the General 
Insurance Guide, are invited to attend 
his educational forums free of charge. 

Each meeting is held on the fourth 
Thursday of the following months: Oc- 
tober, January, May. They start at 6:45 
p.m. and end at 10:00 p.m. Subscribers 
and former students are permitted to 
bring friends. The next meeting will be 
held on October 24, in the auditorium of 
the Central Commercial High School 
which is located at 214 East 42nd Street 
a of Third Avenue), New York, 


Travelers Building 


(Continued from Page 1) 


nary life insurance totaled more than 
$6.7 million while casualty and fire pre- 
miums totaled more than $41.7 million. 
There are more than 31,500 individual 
life insurance policies in effect in Massa- 
chusetts through The Travelers, provid- 
ing $152.3 million in insurance protection. 

There are a total of 468 salaried em- 
ployes in the Boston branch office with 
approximately 700 contract agents work- 
ing through that office in eastern Massa- 
chusetts. 





Kelly President Mass. 


Brokers Association 
At the 41st annual business meeting 
and luncheon of the Insurance Brokers 
Association of Massachusetts, attended 
by over 200 members and guests Tues- 
day at the Somerset Hotel, Boston, the 
following officers were elected: 
President, J. Lawrence Kelly, Well- 
esley; vice presidents, James Cantor, 
Lowell; Samuel O. Penni, Jr., Marble- 
head; Lawrence B. Shearer, Rockland; 
secretary-treasurer, Douglas W. Haw- 
ard, Wellesley Hills. Elected to the 


executive council for three year terms: 
Andrew G. Gordon, Norwell; Charles W. 
Kessler, Lynn; Frederick H. Bubier, 
Maynard; Frank Mills, Worcester; 
Franklin H. Nichols, Chestnut Hill; and 
Rodney C. Powers, Randolph; for two 
year terms: Hugh M. Chapin, Lexing- 
ton; John F. MacNeil, Lexington; and 
Kenneth H. Wilson, Jr., Fitchburg; for 
a one year term: Malcolm B. Flanders, 
Brookline, and Merlin J. Ladd, Lexing- 
ton. 


Retiring President William C. Field 


reported membership at an all-time high 
of 1,688, recalled the important part 


played the past year by the association 
in protecting the rights of auto owners, 
and commended the auto physical dam- 
age committee. 


N. J. CPCU MEETS 


Samuel Starr, tax attorney of the 
Newark firm of Starr & Steinberg, dis- 
cussed the current tax situation as it 
affects small agencies at the October 


meeting of the N. J. Chapter of Char- 
tered Property and Casualty Under- 
writers. The meeting was held at the 
Friar Tuck Inn, Cedar Grove, on Thurs- 
day, October 17. 
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America Fore’s current 
advertisement appears in these leading 
publications .. . 


* THE SATURDAY EVENING POST 
* NEWSWEEK © FORTUNE 


* NATIONAL GEOGRAPHIC 
* TIME © LIFE 


+ READER’S DIGEST 
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Kemper Group Names 
Arnold Overseas Director 


VICE PRESIDENT OF FOUR COS. 
With Formation of Ocean Marine Dept. 
and Brazilian Branch Office Opera- 
tions are Being Extended 

Appointment of John A. Arnold as 
director of overseas operations for the 
Kemper Insurance companies has been 
announced by James S. Kemper, chair- 
man. 

“With the formation of our new ocean 
marine department and establishment in 
Rio de Janeiro of a Brazilian branch 


Fabian Bachrach 
JOHN A. ARNOLD 
office, our operations are being extended 
further beyond the continental limits of 
North America,” Mr. Kemper said in 
announcing Arnold’s appointment. 

Mr. Arnold has been associated with 
the mutual fire insurance business for 42 
years. He was a special agent with the 
Fitchburg Mutual Fire in Fitchburg, 
Mass., from 1915 to 1923; secretary of 
the Merrimack Mutual Fire in Andover, 
Mass., from 1923 to 1932; and secretary 
of the Federal Mutual Fire in Boston 
from 1932 to 1936 

He has been on the governing com- 
mittees of the New York and North 
Carolina fire insurance rating bureaus. 

Mr. Arnold went with the Kemper 
organization in 1932, when he joined 
Federal Mutual, one of the companies in 
the Kemper group. He now is senior 
vice president of two companies, Federal 
Mutual and American Manufacturers 
Mutual, and vice president of two other 
Kemper divisions, Lumbermens Mutual 

isualty and American Motorists. 

He also is president and director of 
the Mutual Loss Research Bureau, Chi 
cag and a member of the executive 
committee of the Transportation Insur- 
ance Rating bureau. 


McKay, EUA, Addresses 
Albany Field Club 


R« »bert McKay . 


the Eastern 


assistant manager of 
erwriters Association, 
r at a recent meeting 


manship campaign of the EUA was pre- 
sented and warmly received by the 60 
members in attendance. The program 
unveiled at the recent National Associa- 
tion of Insurance Agents meeting, calls 
for specially trained teams of fieldmen 
to conduct seminars on effective selling 
methods at meetings of local agents. 

The club’s annual clambake was held 
September 27 at Lanthiers Grove, Lath- 
am, N. Y. A large group of over 100 
members and guests honored Edward 
Jessup, state agent of the Agricultural 
Group, who retired October 1. 


Copp Personnel Assistant 
For Hartford in N. Y. City 


Appointment of James H. Copp to the 
newly-created post of personnel assistant 
for the consolidated New York City of- 
fices of Hartford Fire Group is 
announced by Benjamin F. Gates, man- 
ager of the New York City office. Mr. 
Copp will handle personnel matters in- 
volving nearly 1,500 New York City staff 
members. 

Member companies of the Hartford 
Fire Group, previously occupying space 


the 


at five separate locations in New York 
City, are presently moving to consoli- 
dated quarters on eight floors of the 
new office building at 123 William 
Street. The move is expected to be com- 
pleted by October 21. 

Mr. Copp joined the home office staff 
of the Hartford Fire Company in 1951. 
In 1952 he was appointed a_ special 
agent in New Jersey, and served in the 
same capacity at Wilkes-Barre, Pa. 
Mr. Copp returned to the home office 
in 1955 and since that time has con- 
ducted numerous educational and sales 
meetings for company personnel and 
local agents. 
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James Louisville Secretary 


For Security Companies 
John W. James, manager of the Louis- 
ville, Ky., office of the Security-Con- 
necticut Insurance Companies has been 
named resident sceretary. Prior to join- 
ing Security, Mr. James served as man- 
ager of the Louisville service office for 
another company following several prior 
years experience as a special agent. 
Mr. James joined the Security-Connecti- 
cut Companies in 1946. 


PRODUCERS who look ahead can plan ahead with 


The Fund Insurance Companies where continuous growth 


and service meet their needs... now and in the future. 


SICKNESS 





paek OPsuvance Companies 
FIREMAN’S FUND INSURANCE COMPANY 
FIREMAN'S FUND INDEMNITY COMPANY 
HOME FIRE & MARINE INSURANCE COMPANY 
NATIONAL SURETY CORPORATION 
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Whitesell, Head Of Blue Goose In 
New York City, Prominent Adjuster 


William 'M. Whitesell, Jr., well known 
manager of the recovery division of the 
General Adjustment Bureau at the main 
offices in New York City, is now most 
loyal gander of the New York City Pond 
of Blue Goose. He is a popular figure 
in the adjustment field and has been 
active in Blue Goose about 15 years. 
In recent years he has gone through the 
various posts leading to head of the 
Pond. He presided at the first meeting 
of the season of the Pond held October 
16 at the Railroad-Machinery Club. 

Mr. Whitesell is a native of Newark, 
N. J., where he was born 45 years ago, 
come November. He is the son of the 
now retired first vice president of the 
Mutual Benefit Life of Newark, William 
Whitesell. The latter retired two years 
ago after serving for 50 years. William, 
Jr., attended East Orange High School 
and was graduated from what is now 
Rutgers University Law School in New- 
ark. He is a member of the New Jer- 
sey and Massachusetts Bar Associations, 
and also of Delta Theta Phi law frater- 
nity. 

Mr. Whitesell entered insurance with 
the Indemnity Company of North Amer- 
ica in 1937 as a claims supervisor. He 
remained until 1941 when he joined the 
GAB in New York as an examiner in the 
automobile department. He became as- 
sistant manager of the department and 
in January, 1947, was advanced to man- 
ager of the newly formed recovery de- 





Kalvin, Miller Merge 
N. Y. Brokerage Firms 


Abraham Kalvin and Harry Miller. 
who have headed their own brokerage 
firms since 1902 and 1904 respectively, 


have announced the merger of the offices 
of Kalvin, Meyer & Sachs and Harrv 
Miller and Son. The combined firm will 
he known as Kalvin, Miller, Meyer & 
Sachs, and will commence operations 
November 1, at new quarters at 41 East 
42nd Street, New York City. 

The broker partners of the firm in 
addition to Mr. Kalvin and Mr. Miller 
are Jerome S. Miller, Paul H. Meyer and 
Henry N. Sachs. 

The merged firm will carry a_ full 
complement of experienced _ brokers. 
Jerome S. Miller is nationally known 
as a writer and lecturer on insurance 
topics, as a consultant to leading indus- 
trial firms and author of a half dozen 
insurance texts. 

Paul H. Meyer, a broker for 26 years, 
spent his earlier years with Davis Dor- 
land & Co. He merged his business with 
Mr. Kalvin six years ago. Henry N. 
Sachs has been in insurance since 1949. 
Prior to his joining with Messrs. Kalvin 
and Meyer in 1954 he was vice presi- 
dent of Frank Crystal & Co. 


Bronx Brokers Meet 


At a meeting of the Bronx Insurance 
Brokers Association, held at Mayers 
Parkway Restaurant, Oct. 10, Assembly- 
man John T. Satriale, Democrat, was the 
principal speaker. Mr. Satriale is rank- 
ing minority member of the powerful 
Ways and means committee. 

David Kaplan, chairman of legislative 
committee, spoke on how the state is 
taking care of installment accounts and 
how it affects insurance, and new laws 
on same. 

The Bronx brokers are sponsoring a 
bill to see that all automobile drivers 
16 and 17 years of age pass a driver 
training course sponsored by the high 
schools in New York State, 6 hours 
behind the wheel training and 30 hours 
of classroom work. 

President Leo H. Whitestone, presided. 





WILLIAM M. WHITESELL 


partment, which he has held since 
that time. 

Mr. Whitesell is a specialist on earth- 
quakes and the risks connected there- 
with, also hazards associated with blast- 
ing. He is a member of the Seismologi- 
cal Society of America, of the New York 
County Lawyers Association and vice 
chairman of the Recovery Men’s Forum 
in the insurance business. 

Several goslings were initiated as 
ganders at the business meeting Wed- 
nesday. In addition to Mr. Whitesell 
other officers of the pond for the cur- 
rent year are Lester C. Lockwood, Jr., 
supervisor; Russell Edgett, custodian; 
J. J. McGovern, guardian of pond; L. F. 
3uck, IJr., keeper of golden goose egg, 
and G. E. Adams, wielder. 


post 


TO HONOR A. H. NEWMAN 





Well Known Insurance Broker Guest at 
Dinner October 31 Sponsored by 
Jewish Federation 
Leaders of the Brooklyn insurance 
field will gather to honor Albert H 
Newman, well known broker, at a testi- 
monial dinner on Thursday, October 31, 
at the Biltmore Banquet Hall, 2230 
Church Avenue, Brooklyn, it is an- 
nounced by Bernard Bergen, dinner 
chairman. Sponsored by the Brooklyn 
Division of the Federation of Jewish 
Philanthropies, the event will benefit the 
Federation network of 116 affiliated hos- 
pitals and health and welfare agencies 
which annually help over 680,000 people, 

Mr. Bergen said. 
A drive borough of 


throughout the 


Brooklyn opened October 15. The 
Greater New York Federation Appeal 
seeks $20,900,000 for maintenance and 


expansion of services to meet sharply 
rising health and welfare problems. Mr 
Newman, who heads the Boro Hall 
Agency, has for some time been a leader 
of the “insurance round table,” a group 
which meets daily at a well known res- 
taurant, for informal discussion of prob- 
lems in the industry. 

Campaign leaders of the Brooklyn 
Insurance Division are Louis L. Lehman, 
chairman; Joseph Goldstein, co-chair- 
man. Vice chairmen are Lee W. Coffey, 
Charles A. Mason and Samuel A. Sapir- 
stein. Honorary chairmen are Sylvester 
P. Eiseman, Bernard Jaffe, Arthur Ro- 
sencrans, Charles S. Rosensweig, Harry 
Strongin and Edwin D. Weinstock. 


Galen Drake Speaker at 
Brokers’ Dinner Oct. 23 


Breaking a tradition of many years’ 
standing in confining the program of 
their annual dinner to subjects of insur- 
ance, the General Insurance Brokers 
Association of New York has this year 
selected Galen Drake, Columbia Broad- 
casting System, as the principal speaker 
for the annual dinner-meeting October 
23 at the Waldorf-Astoria in New York. 
Henry B. Olshen, is president of the 
association. 

In addition to the 50-minute “Galen 
Drake Show” Saturday morning (CBS- 
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. . unless the insurance pro- 
tection you sell is complete. 


h The circumstances might call for business 
interruption insurance... or rents or even 
leasehold interest coverage. Whatever the case, 
( you'll be talking your clients’ language when 
you explain that there is a time element to 
every investment he makes. 
( You'll also find your Scottish-American field- 
man up-to-the-minute on the latest forms and 
pointers that sell. 
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10:05-11:00) variety program, Mr. Drake 
is on the air for six half-hour and five 
quarter-hour broadcasts weekly. 
Besides Mr. Drake, the General Bro 
kers 32nd annual dinner will also fea- 
ture presentation of its 1957 Gold Medal 
Award to J. Dewey Dorsett, general 
manager of the Association of Casualty 
and Surety Companies and general man- 
ager of the Nuclear Energy Liability 
Insurance Association Manning W. 
Heard, first vice president and general 
counsel of the Hartford Accident and 
Indemnity, will act as toastmaster. 
Reservations for the dinner may be 
made by writing to the association's 
office at 120 Liberty Street, New York 6 
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And another agent has been won 
over by the aggressive leadership 
of the Pacific National Group. 
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Rating, Package Policy Problems 
Feature Mutual Insurance Meeting 


Current inflation is raising more seri- 
ous problems for fire insurance and casu- 
alty insurance companies than for many 
other segments of American business, in 
part because of the difficulty of getting 
prompt approval of needed rate increases 
from state insurance rate regulatory au- 
thorities, the Mutual Insurance Technical 
Conference was told at its four-day 
meeting in Chicago by Joseph P. Craugh, 
Utica, N. Y. 

He is executive vice president of the 
Utica Mutual Insurance Co., and served 
as general chairman of those sessions of 
the conference sponsored by the Mutual 
Insurance Advisory Association and the 
Mutual Insurance Rating Bureau. Other 
conference sponsors were the Federation 
of Mutual Fire Insurance Companies, 
and the Transportation Insurance Rating 
Bureau, with the Association of Mutual 
Fire Insurance Engineers cooperating. 
Attendance was 500. 

Projection Factor in Rating 

“By way of attempting to anticipate 
the adverse effect of inflation in the 
making of rates the rating bureaus have 
sought, none too successfully, to use a 
trend or projection factor,” Mr. Craugh 
pointed out. “The rates never quite seem 
to catch up with the inflationary spiral. 

The rulings of our rate regulatory 
authorities refuse to give due weight or 
credence to the impact of inflation upon 
higher wages, higher medical and hos- 
pital costs, higher repair costs, excessive 
jury verdicts, and all the other cost ele- 
ments that go into an insurance claim. 

“All of our rating laws provide that 
the evidence in support of a filing may 
include the experience or judgment of 
the rate-filer, his interpretation of statis- 
tical data, the experience of other in- 
surers and other relevant data. Surely 
an inflation ary tre *nd that shows no sign 
of halting is a relevant factor which 
deserves more serious attention than 
mere politic: il considerations on the part 
of the rate regulatory authorities. 


Homeowner’s Experience 


Much of the interest in the property 
insurance meetings centered about prob- 
lems growing out of “package policies.” 
At an underwriting session devoted to 
the subject, the homeowners’ policies 
were discussed by H. G. Holmes, chief 
fire and inland marine underwriter at 
Chicago for Northwestern Mutual, and 


by R. K. Fowler, Indianapolis, assistant 
vice president, Indiana Lumbermen’s 
Mutual. The commercial property cover- 


age, with emphasis upon the crime por- 
tions of the policy, was the subject of 
D. N. Varney, Stevens Point, Wis., fire 
underwriting —— of the Hardware 
Mutual, and Alan Stevens, Boston, man- 
ager fire nhc department of the 
Liberty Mutual Fire. 

Mr. Fowler analyzed the 1956 loss 
experience on homeowners’ policies of 
the companies reporting to the Trans- 
portation Insurance Rating Bureau. Of 
the $34,100,000 in premiums written on 
such policies by these companies 26% 
were “A” policies, 55% “B”, 18% “C”, 
and about 1% tenant policies. Loss ratios 


on an approximated  earned- incurred 
basis were: “A” 26.7%: “B” 32%: “C’ 
61.1%; tenants’ 92.1%: all combined 
35.5%. 


As to protection each of the policies 
showed a higher loss ratio for unpro- 
tected risks than for protected, with a 
47% loss ratio for unprotected risks as 
compared with 32.7% for protected, The 
state producing the most premium vol- 
ume was New York. Virginia had the 
best loss ratio, and North Carolina the 
worst. With the exception of California, 
all ten leading states in homeowners 
production had satisfactory loss ratios. 
Losses were lower than expected for the 
theft and liability portions of the cover- 
age, but more than expected for the fire 
and allied lines portions. 

Water damage losses on both “B” and 
“C” policies were high, accounting for 





9% of all losses on the “B” policy and 
14% of all losses on the “C” policy. Theft 
and liability loss ratios increased as the 
size of policies increased. 

Mr. Fowler’s conclusions were: the 
rate structure for unprotected risks ap- 
parently is inadequate and should be 
adjusted upward; the “C” policy appears 
to follow some of the trends of the 
personal property floater as to high loss 
ratio and “C” policy premiums should be 
increased; the volume on the tenants’ 
policy is too low to produce credible 
statistics, but should be watched for pos- 
sible future rate adjustments; discounts 
on the fire and extended coverage por- 
tion of the policy have been excessive— 

1 discount of 10% on the fire and ex- 
sciaed coverage portion would place the 
package policies in a more attractive 
position for the companies, while still 
giving the policyholder a good insurance 
program at less cost than under separate 
policies. 

Mr. Holmes held that loss frequency 
rather than severity has been the diffi- 
culty in underwriting homeowners’ poli- 


cies, and that a conservative production 


approach to the coverage must be 
adopted. “Homeowners’ policies are not 
worthy of excess dividends or devia- 
tions,” he said. “We must acknowledge 
that it is foolhardy to deviate from the 
standard form by production gimmicks. 
Exclusions were put into the original 
policy for underwriting control and to 
eliminate such controls is to invite a 
multitude of losses. At the individual 
underwriter’s level we must do a better 
job of risk selection. We have not in- 
vestigated insurance to value to the de- 
gree that we should have; a review of 
your claim files will convince you that 
we do not always receive good i insurance 
to value under homeowners’ policies. To 
get insurance to value we must either 
inspect homeowners’ risks or order more 
credit reports. We must underwrite the 
‘C’ policy as we would a personal prop- 
erty floater.” 

Changing patterns in the transporta- 
tion field engaged the principal attention 
of underwriters at the special sessions of 
the Transportation Insurance Rating 
Bureau. C. T. Burney, Chicago, execu- 
tive assistant in the bureau, analyzed 
the impact which completion of the St. 
Lawrence Seaway is likely to have upon 
the midwest. One development may well 
be an increase in the ocean a pre- 
mium volume to scme $5.000 

The attention which both railroads and 
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Family Automobile Policy 


This is the newest package policy of bodily injury 
and property damage liability insurance consoli- 
dated with physical damage insurance on the 
insured’s own car. It is the up-to-the-minute auto- 
mobile policy designed exclusively to insure the 


It insures the family and all relatives resident 
in the same household in owned and non-owned 
cars on an “occurrence” basis rather than on an 
“accident” basis. It includes Medical Payments and 
pays for malicious mischief and vandalism damage 
to tires. Affords automatic coverage for all private 
passenger cars, utility cars and trailers owned by 
the insured or spouse during the policy period. 
These are only a few of the 25 ways in which the 
protection of owners of private passenger cars is 
broadened in the new Family Car policy. 


Family Protection Coverage, by endorsement 
to the Family Automobile Policy, is now available 
to pay the insured, spouse or relatives in the same 
household, damages to which they are legally 
entitled from the owners or operators of an Unin- 
sured or Hit and Run automobile. 


Our companies write these and a broad line 
of modern package policies. To sell modern—sell 
Commercial Union-Ocean Group. 
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BASEMENT SPACE 
AVAILABLE IMMEDIATELY 


at new building— 
156 William St., New York 
Up to 2,572 square feet of 


air-conditioned space for rent 


at $3 per foot. 


Up to 2,754 square feet of 
non-air-conditioned space for 
rent at $2 per foot. 


For information call 


T. G. KIRSCHNER, Plaza 9-6370 














airlines are giving to prevention of cargo 
losses before as well as during shipment 
was described by F. J. Kleitz, Chicago, 
of Association of American Railways, 
and by J. M. Glod, New York, director 
of cargo service for American Airlines. 
Emphasis is upon closer cooperation with 
manufacturers for improvement of ship- 
ping containers. 


Ponton Heads Mutual 


Fire Engineers Assn. 


G. W. Ponton, Stevens Point, Wis., 
loss prevention specialist of the Hard- 
ware Mutual Insurance Companies, was 
elected president of the Association of 
Mutual Fire Insurance Engineers at the 
organization’s annual meeting held in 
Chicago. The meeting was held in con- 
junction with the Mutual Insurance 
Technical Conference sponsored by Fed- 
eration of Mutual Fire Insurance Com- 
panies, Mutual Insurance Advisorv Asso- 
ciation, Mutual Insurance Rating Bureau, 
Transportation Insurance Rating Bureau, 
with the cooperation of the engineers 
association. 

Mr. Ponton succeeds T. E. Goodell, 
Salem, Mass., engineer of the Mutual 
Fire Inspection Bureau of New England. 

Other officers elected to serve during 
the coming year were: first vice presi- 
dent, A. M. Innes, Concord, Mass., engi- 
neer Middlesex Mutual Fire; second vice 
president, Alan Stevens, Boston, man- 
ager fire prevention department Liberty 
Mutual Fire; secretary-treasurer, C. M. 
Blaesi, Indian: ipolis, chief engineer In- 
diana Lumbermen’s Mutual, and techni- 
cal secretary, H. H. Giddens, Atlanta, 
supervising engineer for the Employers 
Mutuals of Wausau, Wis. 


Gabrielson Retires 
From America Fore Group 


The America Fore Insurance Group 
announces the retirement of Arthur G. 
Gabrielson, secretary of the fire com- 
panies of the Group. Mr. Gabrielson 
served 38 years with the group in the 
Western department. 

Mr. Gabrielson was born in Chicago 
and began his insurance career with the 
Hartford Fire in 1907. He joined Amer- 
ica Fore in 1919 as an examiner. He 
later became state agent in Illinois and 
in 1926 was placed in charge of the 
brokerage department in the Chicago 
office. In 1929 he was appointed agency 
superintendent in the Cook County de- 
partment. 

He was appointed an assistant secre- 
tary of the fire compe unies of the Amer- 
ica Fore Group in 1938 and secretary in 
1953. 


DICKEHUT STATE AGENT 
Frank Y. Dickehut has been promoted 
to state agent for the Phoenix of Hart- 
ford Insurance Companies and_trans- 
ferred to the Houston district office. He 
will supervise the South Texas field tor 
the group. 
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JAPANESE GROUP HERE 





Study Team Visits New York Head 
Office of AFIA; Leading Executives 
of Japanese Insurers 
Several members of a Japanese team 
studying non-life insurance operations 
in the United States recently visited 
the New York head office of the Ameri- 
can Foreign Insurance Association, the 
foreign department of its 22 American 
fire, marine and casualty member com- 
panies, The Japanese delegation was 
welcomed by AFIA President James O. 
Nichols and other senior AFIA officials. 
Members of the team, invited under 
the auspices of the International Co- 
operation Administration, are leading 
officials of Japanese fire and marine in- 
surance companies and the purpose of 
their trip is the study of non-life insur- 
ance operations and the related fields. 
Acting as secretary of the team is 
Toshio Hara, manager of foreign de- 
partment, Chiyoda Fire & Marine of 
Tokyo, who has been for more than 25 
years a friend of AFIA. In addition 


to Mr. Hara, the study team is com- 
prised of: 
Michihiko lida, president, Nichido 


Fire and Marine; Chiki Arima, vice pres- 
ident, Kyoei Mutual Fire and Marine; 
Hiroshi Kasai, executive director, Ma- 
rine and Fire Insurance Association of 
Japan; Taro Watanabe, managing direc- 
tor, Nissan Fire and Marine. 

Also Hiroshi Matsushima, director, 
manager of cargo department, Tokio 
Marine and Fire; Takaichi Miwa, direc- 
tor, manager ‘of fire department, 
The Yasuda Fire and Marine; Toshio 
Tomita, director, manager of general 
affair department, Taisho Marine & 
Fire; Kunisaburo Shirakawa, vice presi- 
dent, All Japan Non-Life Insurance 
Agency Association; Juro Matsumoto, 
chief of Insurance Section, Banking Bu- 
reau, Ministry of Finance. 


AETNA GROUP FIELD CHANGES 


Guild Goes to Charlotte, N. C., Lord to 
Bangor, Me., Stuhlman to Jackson- 
ville, Newcomb to Hartford 
Transfer of three special agents now 
in the New England territory of the 
Aetna Insurance Group and appointment 
of a new fieldman were recently an- 

nounced. 
Special Agent Milo A. Guild, Jr., went 
to the Charlotte, N. C, office in Sep- 





tember, where he is now in charge of 
casualty operations. Replacing him in 
3angor, Me., is Special Agent Ver- 
non M. Lord of the Portland office. 


Special Agent Lester W. Stuhlman of 


the Hartford branch office has been 
transferred to Jacksonville, Fla., and his 
successor in the Connecticut field is 


William K, Newcomb. 

Mr. Guild had had five years’ experi- 
ence as an agent in New Hampshire, fol- 
lowing five years of service as an officer 
in the U. S. Merchant Marine, before 
he joined the Aetna in 1953 as a special 
agent in Philadelphia. He transferred to 
Maine in 1954. 

Mr. Lord is a graduate of Portland 
Junior College, Boston University’s Col- 
lege of Business Administration and the 
Aetna’s Multiple Line Training School. 
He has been with the company nearly 
five years and was sent to Portland as 
a special agent two years ago. 

Mr. Stuhlman entered insurance in 
1927, specializing in handling country- 
wide brokerage accounts for another 
Connecticut insurance company. He be- 
gan his association with the Aetna in 
1943 in the special risks department, 
then served briefly as a special agent 
in the Connecticut and western Massa- 
chusetts field before being appointed su- 
perintendent of the brokerage depart- 
ment February 1, 1945. Mr. Stuhlman 
later was placed in charge of the agency 
department and returned to field work 
in the Hartford branch in 1955. 

Mr. Newcomb goes to Hartford as a 
special agent from Greensboro, N. C., 
where he worked for another group of 
insurance companies. Before that he had 
attended the University of Illinois, taken 
courses at the University of California 
and spent four years in the U. S. Air 
Force as radar aircraft controller. 


Thomas Succeeds Guile 


As Aetna Planning Mgr. 


Promotion of William G. Thomas to 
post of manager of the planning and 
methods department of the Aetna Insur- 
ance Group is announced. Mr. Thomas 
succeeds Roger W. Guile, who has be- 
come assistant manager of the SPAN 
electronics center under Ragnar E. An- 
derson, assistant secretary of the Aetna 
Group and project director of SPAN. 

Mr. Thomas, a native of Millville, N. J., 
was educated in Upper Darby, Pa., and 


at the Taylor School in Philadelphia. His 
business experience includes four years 
with Dun & Bradstreet in Philadelphia 
as an analytical clerk, 11 years with an 
insurance agency there as an accountant 
and four years as office manager and 
assistant treasurer of a chemical com- 
pany in Massachusetts. 

Mr. Thomas joined the Aetna in June, 
1954, as assistant supervisor of the gen- 
eral services department and the follow- 
ing year was made supervisor of the 
record making department. He became 
assistant manager of the planning and 
methods department last December. 


Five Strudwick Officers 
Are Elected Directors 


Five officers of the firm have been 
elected to the board of directors of the 
A. E. Strudwick ‘Co., reinsurance bro- 


kers. The five are W. H. Kern, H. A. 
Goetz, J. C Kunches and D. A. Taylor, 
all vice presidents, and J. A. Birkland, 


secretary. 

The A. E. Strudwick Co. was. estab- 
lished in Minneapolis in 1933. Today, 
the company has offices in Minneapolis 
and Chicago. 











@ 











CASUALTY - 
UNITED STATES FIRE INSURANCE CO...... Organized 1824 

Organized 1822 THE WESTERN ASSURANCE CO., U.S. Branch . . 

WESTCHESTER FIRE INSURANCE CO. .. Organized 1837 THE BRITISH AMERICA ASSURANCE CO., U.S. Branch . . Incorporated 1833 


NEW YORK 38, NEW YORK 
PACIFIC DEPT., SAN FRANCISCO * SOUTHERN DEPT., ATLANTA © ALLEGHENY-OHIO DEPT., PITTSBURGH © VIRGINIA-CAROLINAS DEPT., DURHAM, WN. C. 


THE NORTH RIVER INSURANCE CO.... 


110 WILLIAM STREET - 





618 years of Service 


OLD COMPANIES LIKE OLD FRIENDS WEAR WELL 


We are proud of the fact that all of the Companies under 


Crum & Forster management are now in their second century. 


The North River Insurance Co... . 


United States Fire Insurance Co... . Organized 1824. . 
The British America Assurance Co. . Incorporated 1833 . . 


. Organized 1837. . 


Westchester Fire Insurance Co... . 


The Western Assurance Company . 


Incorporated 1851 . . 


. Organized 1822 . . 135 Years 


133 Years 
124 Years 
120 Years 
106 Years 
618 Years 


Though old in years, these Companies are young in spirit. 


They have kept abreast of changing times and conditions, 


and have profited by the experience of a collective period 


of six centuries. They have kept faith with Agents and 


Policyholders, mindful of the trust and confidence reposed 


in them. Each passing year has furthered the realization that 


Agents have made an important contribution to the good 


name and reputation of these Companies. 
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Builder’s Risk Insurance In U. S. 
Outlined By Pease To Marine Union 


One of the leading papers presented to 
the annual meeting of the council of the 
International Union of Marine Insurance 
at Copenhagen last month was that on 
huilder’s risk insurance in the United 
States by Madoe M. Pease of New York 
first vice president of the American In- 
stitute of Marine Underwriters. His ad- 
dress on the builder’s risk form and tts 
coverage follows: 

Latest available figures show 8&6 ocean 
going ships under construction in the 
United siemayee yards. With continuing 

ysolescence and with the aid of the new 

“neem Insurance Law it is ex- 
<d that our yards will be busy for 
time to come. American ships may 
transferred to foreign registry 
ed new ships are built in the 
United States for American registry 
Many of these ships will be of such 
value that the markets of the world will 
be used 

It may be of interest to know some- 
thing of the underwriting approach of 
the American market. The policy rate 
s broken down into four parts—fire, 
i trials and miscellaneous risks, 
the foremost is, of course, fire 


Grading Each Shipyard 


\lthough fire rates are promulgated 
for buildings and contents, it is felt that 

different — should be taken 
to the rating of Builder’s Risks since 
special] conditions and hazards applying 
to such risks are not always reflected in 
the published fire rates. Because of the 
large number of shipyards on the ca 
west and Gulf coasts, as well as on the 
Great Lakes and inland waters, it was 
considered that the most equitable and 
feasible approach was to have a grading 
of each shipyard, which grading in turn 
was to be based on an inspection of each 
shipyard by a competent firm of fire 
nspectors who specialize in this work. 
The risk of fire is analyzed as to the 
three principal locations, namely, the 
ways, fitting out locations, and buildings 
\s the fitting out location represents the 
point at which the largest value is at 
risk and the greatest hazards involved, 
the grading reflects this by allocating 
the greatest number of points to the 














itting out location with the least weight 
being allocated to building Each loca- 
tion is then analyzed, taking the follow- 
ing factors into consideration: 
Factors That Are Considered 
1. The fire protection including the 
size Of mains, water pressure, location of 


lequacy of yard fire depart- 
of city fire department, 


hydrants, 
ment, prox 
ete. 

2. Whether or not buildings are 
klered. 

3. Type of construction of buildings; 
that is, whether of wood or fireproof 
‘onstruction 

4. Whether or not there are hazardous 
exposures outside the shipyard, such as 
il tank farms. 

5. The spacing of the buildings and 
the spacing of the ways. 

6. Area and size of buildings. 

7. Whether or not staging is of wood 
or steel 
8. Care of hazards, such as whether 
or not burners have automatic shut off 
valves and whether or not the proper 
safeguards are taken in welding and 
cutting operations. 

9. Housekeeping. 

10. Adequacy of watchman service. 

Each of these factors is given a nu- 


merical weight, a total of 100 points be- 


sprin- 


ing perfect, but 80 points are permissible 
for a minimum rate. 
What Rate Reflects 

The rate arrived at reflects the grad- 
ing of the shipyard at the time of the 
inspection and a second rating may be 
given if the recommendations suggested 
are carried out. 

The shipyards of the United States 
have been very cooperative in comply- 
ing with any reasonable recommenda- 
tions made by the Builder’s Risk under- 
writers with the result that a good num- 
her of yards are entitled to the minimum 
fire rate and many others have improved 
their gradings, thereby entitling them 
to lower rates than originally fixed. 
Whatever the fire factor rate may be it 
is halved for a policy running for one 
year. For a shorter period than one 
year the yearly rate is short rated. 

\s to the proportion of the Builder’s 
risk rate allocated to launching, trials 
and miscellaneous risks, these are flat 
charges with little or no variation for 
first class yards building oceangoing ton- 
nage. However, vessels which are side 
‘cunched are specially rated. 

Side Launchings 

Side launching in the United States 
's confined largely to shipyards on the 
Great Lakes. One of the Great Lakes 
yards which is presently building a bulk 
re carrier had difficulty with three of 
the last four vessels which they launched, 
producing claims in amounts of approxi- 
mately $6,000, $19,000 and $22,000. Two 
of these were the result of damage sus- 
tained by the vessel itself and the third 
was wash damage to the shipyard prop- 
erty opposite the launching ways. 

Because of the great frequency of 
claims resulting from. side launchings 
the American market usually quotes sub- 
jects to a substantial deductible average 
applying to launching damage. Some 
markets are presumably unaware of this 
hazard and quote full terms. 

Because of the high cost of new con- 
struction, scarcity of shipbuilding ways 
and other factors an increasing number 
of vessels are undergoing major recon- 








SILAS R. FRANZ CO., Inc. 


Insurance Inspections and Investigations 


wv 


96 Fulton St., New York 38 - 


WoOrth 4-6141 








struction, notably T2 tankers. It is the 
practice in the American market in rat- 
ing such risks to first take the fair 
market value of the vessel prior to com- 
mencement of reconstruction and apply 
a port and repair risk rate to this value 
and then apply builders rate to the con- 
tract price of the work being done. 
These two premiums are then totaled 
and divided by the insured value to 
arrive ata conversion risk rate. 


Revision of Builder’s Risk Form 

For some time a committee of the 
American Hull Insurance Syndicate has 
been working on a much needed revision 
of the American Institute Builder’s Risk 
Form. This revision also reflects the 
use of the form for coverage of repair 
and conversion risks. 

It has always been the general under- 
standing that the Builder’s Risks Form 
was designed for al] risks coverage with 
certain paramount exclusions. At the 
outset of the revision, it was felt that 
the form should more clearly reflect this 
understz inding. 

The draft in its present form, there- 
fore, provides for insurance against all 
fortuitous risks of physical loss or dam- 
age to the subject matter, with certain 
exceptions. To these perils have been 
added such marine liabilities as general 
average, salvage, sue and_ labor, etc. 
The phraseology of the clauses covering 
these liabilities has been adopted from 
the American Institute Time (Hulls) 
Form. 

Also, there has been incorporated the 
Constructive Total Loss Clause, with 
minor amendments, which presently is 
endorsed on the policy, as well as a 
slightly modified Damage to Ways 
Clause. Likewise, the present Collision 
Clause has been changed to conform 
with that of the Time (Hulls) Form. 
The Protection and Indemnity Clauses 
have been changed to read in accord- 
ance with the American Institute Pro- 
tection and Indemnity Port Risk Clauses, 
likewise with certain minor changes. 

Exclusions 

The most difficult work in redrafting 
the Builder’s Risk Clauses has arisen 
from the exclusions. The two principal 
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problems have been that of faulty design 
and that of risks and liabilities arising 
from nuclear propulsion. 

It has been the understanding in the 
American market between brokers and 
underwriters that the present All Risks 
Clause refers back to the Sea Perils 
Clause which precedes it and, therefore, 
faulty design and consequential damage 
arising therefrom, not being perils of the 
sea, were not covered under the policy. 

However, inasmuch as the Sea Perils 
Clause will be dropped from the revised 
form, a specific exclusion in regard to 
faulty design must be added. In all 
probability, it may be necessary to have 
a modified exclusion along the lines of 
the London Institute Clause which places 
faulty design in somewhat the same 
category as latent defect in the Inch- 
maree Clause. 

Nuclear Propulsion 

As to the risks and liabilities arising 
from nuclear propulsion, whether aboard 
the vessel insured or on other vessels 
building in the same yard, no definite 
approach has as yet been fixed. The 
coverage may well be split between the 
Builder’s Risks underwriters and_ the 
Nuclear Pools in such a way as to avoid 
duplication of cover and a_pyramiding 
of the amounts of liability of such cover. 

The necessity for consideration of the 
adoption of a nuclear incident exclusion 
on future Builder’s Risks is highlighted 
by the fact that both the Newport News 
Shipbuilding & Drydock Company and 
the Ingalls Shipbuilding Corporation 
have contracts for construction of nu- 
clear powered submarines. It is now 
anticipated that future Builder’s Risks 
quotations at these yards may be sub- 
ject to a nuclear incident exclusion. 

Another recent development is that the 
Maritime Administration has ruled that 
in respect to new construction and con- 
version contracts in which they have a 
financial interest the contract will re- 
quire the builder to carry full Protection 
and Indemnity coverage from the time of 
launching in an amount not less than 
$200 per gross ton or the estimated world 
market value of the vessel, whichever 
is lesser. This is a considerable increase 
over and above the third party liabilities 
assumed normally under a_ Builder’s 
Risk policy, and consideration is now 
being given to the additional rate that 
should be charged for this risk. 


Arnold B. Sadler Dies 


Funeral services were held October 10 
for Arnold B. Sadler, manager of the 
Hartford Fire metropolitan ocean and 
inland marine department, who died Oc- 
tober 7 after a brief illness. 

He began his insurance career in 1908 
with Chubb & Son and later joined Will- 
cox, Peck and Hughes. Mr. Sadler, who 
had been with the New York department 
of the Hartford since 1930, was made 
manager of the metropolitan marine de- 
partment in 1943. 

Mr. Sadler, who lived at East Willis- 
ton, L. L., is survived by his widow, one 
son, a brother and two sisters. 


Cacace Joins the GAB 


Mario Cacace, who was with the Amer- 
ican Fidelity Fire for three years and 
prior thereto with the Employers Group 
in New York, has joined the General 
Adjustment Bureau i in its Brooklyn office. 
Mr. Cacace is well known as an officer 
of the Automobile Claims Association, 
Inc., of New York, serving now as 
treasurer. 
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Meritplan Joins With 
Pacific Employers 


WEST COAST MERGER REPORTED 


Through Joint Announcement by Pres- 
idents Victor Montgomery, and 
John T. Gurash of Meritplan 





Plans are being completed for the 
integration of Meritplan Insurance Co., 
of Los Angeles with the Pacific Em- 
ployers Group, according to a joint an- 
nouncement by Victor Montgomery, 
president, Pacific Employers Group, and 
John T. Gurash, president, Meritplan. 

Since its organization in 1952, Merit- 
plan has operated as a separate unit 
from its principal stockholder, the Pa- 


cific Employers Group, developing its 
own agency plant through its own 
branches and separate personnel. Un- 


der the former plan of operation, Merit- 
plan was fully independent of the Pa- 
cific Employers group except in the 
handling of claims. 


Plan of Operation 


The integrated plan of operation, with 
Meritplan a complete running-mate to 
the Pacific Employers, Allied Compensa- 
tion, California Union, and the Lumber 
Industries Insurance Company, makes 
the facilities of each company in the 
Group available to the various agency 
plants. While the departure is new in 
plan of operation, Meritplan will con- 
tinue to maintain its own identity and 
method of operation. Staffs of the two 
Meritplan branches—at Los Angeles and 
Oakland—will be integrated into the 
nine branches of the Pacific Employers 
Group. 

Meritplan Insurance Company is cred- 
ited with a new approach of a com- 
petitive plan of private passenger auto- 
mobile insurance through agencies and 
brokers in 1953. The company is de- 
signed to achieve major economies in the 
expense factor through auotmatic renew- 
als and the use of the latest accounting 
and statistical electronic machines. 

Under the integrated plan of opera- 
tion, Meritplan will continue to maintain 
its home office, which it recently ac- 
quired because of the need for augment- 
ed space, at 501 South Western Avenue, 
Los Angeles, and through the nine 
offices of the Pacific Employers 
leg in California, San Francisco, Oak- 
land, Sacramento, Fresno, Los Angeles- 
Wilshire, Los A ngeles- Metropolitan, 
Pasadena, Long Beach, and San Diego. 


Falvey and Boate to Chicago 
For National Safety Congress 


Wallace Falvey, president of the Mas- 
sachusetts Bonding, and Thomas N. 
Boate, manager of the accident preven- 
tion department of the Association of 
Casualty & Surety Companies, head an 
impressive list of capital stock casualty 
insurance representatives taking part in 
the 45th National Safety Congress con- 
vening in Chicago October 21-25. 

The Congress, biggest annual safety 
meeting in the world, will be divided 
into 33 sections where delegates from 
all over the nation will turn their atten- 
tion to the work of the National Safety 
Council’s major conferences on farm, 
home, industrial, labor, school and col- 
lege and traffic and transportation safety, 
on local safety organizations and public 
information and on women’s safety ac- 
tivities. 





H. S. Robinson 25 Years 
With America Fore Group 


Fabian Bachrach 
HAROLD S. ROBINSON 
Harold S. Robinson, vice president, 


is celebrating his 
anniversary with the 

Born in Baltimore, Md., Mr. 
was graduated from Baltimore Polytech- 


America Fore Group, 
25th companies. 


Robinson 


nic Institute and attended Johns Hopkins 
University and University of Pittsburgh. 

He began his insurance career in 1916 
with the Fidelity & Deposit where he 
advanced to assistant superintendent of 
the compensation and liability depart- 
ment. He joined the New Amsterdam 
Casualty in 1921 and in succeeding years 
was with Pennsylvania Surety Corp. and 
Public Indemnity of Newark 

Mr. Robinson joined America Fore 
Insurance Group in 1932 as superinten- 
dent of the compensation and liability de- 
partment of The Fidelity & Casualty. He 
was appointed an assistant secretary of 
the F. & C. in 1941 and a secretary in 


1944. He was promoted to vice presi- 








Thomas C. Laughlin Named 
Assistant Vice President 





THOMAS C. 


LAUGHLIN 


and ‘Continental 
appointment of 
assistant vice 


Continental Casualty 
Assurace announce the 
Thomas C. Laughlin as 
president in charge of their personnel 
department. Mr. Laughlin, previously 
superintendent of education and training 
for the casualty company will retain 
responsibility for both the education and 
training and the college recruiting de- 
partments of the casualty company in 
his new position. 

Mr. Laughlin joined Continental Casu- 
alty in October, 1956 leaving his 
tion as director of pl: sham at the Uni- 
versity of Minnesota to head Continen- 
tal’s college recruiting program. On 
January 15, this year he was appointed 
superintendent of education and training 
for the company. He is 34 years of 
age. 


posi- 





dency of all companies of the Group in 


1949. 
He has served on various committees 
of the Association of Casualty & Surety 


Companies, the National Bureau of Cas- 
ualtv Underwriters, the National Council 
on Compensation Insurance, Compensa 
tion Rating and Inspection Bureau of 
New Jersey and the New York Compen- 
sation Insurance Rating Board. He is a 
past chairman of the casualty advisory 
committee of the Association of Casualty 
& Surety Cos. 





33 Maiden Lane, 





We invite inquiries on: 


LIABILITY INSURANCE 


PRIMARY AND EXCESS LIMITS 





New York 38, N.Y. 
BOWLING GREEN 9-9100 








Travelers Promotes 
Joseph O. Helms 


CASUALTY CLAIM DEPT. 
Names Ralph Coppeler, Richard P. 
Cooley, Frederick A. Ulrich, Henry 
W. Walker Assistant Secretaries 


SECTY. 








J. Doyle president of the 


Trave 


DeWitt, 


lers, announced the appointment of 


a secretary and four assistant secretaries 


following a meeting of the boards of 


directors of the company. 
Joseph O. Helms was named secretary 
claim depart 


in charge of the casualty 


ment and Ralph Coppeler was promoted 





HELMS 


JOSEPH O 


accident and 


Named as as- 


to assistant secretary, life, 
Group claim department. 
sistant secretaries in the accident depart- 
ment were Richard P. 

\. Ulrich and Henry 

Mr. Helms 
1928 in Detroit and later was placed in 
charge of compensation that 
office. In 1942 he was appointed adjuster 
at Detroit. In 1943 he came into the 
home office as a supervising adjuster. He 
was named assistant secretary in the 
casualty claims department in 1947. He 
received his A.B. degree from Butler 
University and his LL.B. degree from 
the University of Detroit, School of 
Law 

Mr. Coppeler became 
The Travelers in 1946 as 
in the life, accident and 
department. He 
assistant adjuster in 1948 and examiner 
in 1953. He attended Bowling Green 
State University, and received his LL.B 
degree from the University of Detroit, 
School of Law. He is licensed to prac 
tice law in the State of Michigan 

Mr. Cooley has been associated with 
The Travelers since 1946 when he joined 
the company in Indianapolis in the claim 
department. In 1947 he was promoted to 
a supervising adjuster. He was appointed 
an examiner in the claim department at 
the home office in 1952 and was trans- 
ferred to the accident department in 
1955 as an underwriter. He is a graduate 
of Indiana University School of Law 
and is licensed to practice law in In- 
diana. 

Mr. Ulrich joined The Travelers 
1918 in the accident department and was 
promoted to an underwriter in 1945 

Mr. Walker became i 


Cooley, Frederick 
W. Walker. 
The 


joined Travelers in 


claims in 


issociated with 
in investig yator 
Group claim 


was promoted to an 





associated with 


The Travelers in 1940 in the branch ot 
fice administration department at the 
42nd St.. New York City office. In 1945 


he became a nember of the branch office 
administration department at New Haven 
and the following vear was transferred 
to the accident department at the home 
office. In 1950, he was appointed an un 


derwriter. 
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Personalities and Events at White Sulphur Springs 
Casualty-Surety Convention 


By Curr C. Jonegs 
President, R. B. Jones & Sons, Kansas City, Mo. 


When two old friends — John T. Harrison and Wally Clapp — used their friendly 
persuasion on me to be the guest columnist of The Eastern Underwriter in writing about 
personalities at last week’s joint convention at White Sulphur Springs, I just couldn’t 
refuse. However, I had misgivings at first about taking the assignment because it has 


been ably handled for many years by Edward M., 


Allen, NAIA past president and 


retired National Surety executive. Ed and Mrs. Allen are now living in Pass Christian, 
Miss. and while they could not attend this gathering they sent their best to many old 


friends here and are with us in spirit. 


Let me start off by reiterating Ed Allen’s tribute to White Sulphur Springs of a 
year ago. We both love the leisurely atmosphere, rugged West Virginia mountains, bril- 
liantly changing autumn leaves, superbly appointed and gracious Greenbrier. These are 
unforgettable and so are the friendships, renewed year after year, which for me date 


back to before 1937 when I had the privilege of sec 
My friends tell me that I’m the oldest living past 


tion of Casualty & Surety Agents. 


‘ving as president of National Associa- 


president of that organization which is a distinction to be cherished. 
Now for a look at the “passing show” of company executives, agents and their wives 
who always make this White Sulphur convention an outstanding affair. 


Early arrivals at this famous spa were 
not blessed with the usual sunny fall 
weather. It was overcast, foggy and 
almost (but not quite) rainy. But this 
did not deter the golfers from getting on 
the greens which, as usual, were in 
superb condition. Sam Snead, White 
Sulphur’s golf pro, was on hand, too, to 
welcome old friends among the conven- 
tioneers. Truman Wright, the Green- 
brier’s able general manager, was rooting 
for clear skies. Luckily the sun came 
out in time for the convention golf tour- 
nament on Tuesday. 

At the Casino we were greeted by J. 
Dewey Dorsett, secretary-treasurer of 
National Association of Casualty & 
Surety Executives, and Mrs. Dorsett. 
They have just become grandparents 
again. Their guests here are J. Thomas 
Mann, Chattanooga attorney, and Mrs 
Mann, and to my surprise I learned 
that she is a mathematician on the staff 
of the Tennessee Valley Authority. She 
really looks more like a debutante. Mrs. 
Mann is a niece of Dewey Dorsett. 

Bill Harper, Maryland Casualty’s chief 
executive, was an early arrival, accom- 
panied by his gracious wife. It is the con- 
sensus of opinion of all who heard his 
NACSE presidential address, “The Hour 
Grows Late,” that it was the most cour- 
ageous and challenging convention talk 
make by any casualty-surety company 
president in recent years. 

Ed Castleton, Maryland Casualtv’s 
executive V.P., is also here with Mrs. 
Castleton, and in a new role, that of 
chairman of the men’s golf committee. 
This assignment kept him plenty busy 
but he seemed to enjoy it. 


Tall, Distinguished Ed Cochran 


Ed Cochran, who hails from Hagers- 
town, Md., was one of the official greet- 
ers, of course. Tall and distinguished 
looking, he stands out in any crowd. Ed 
brought along Mrs. Cochran and his son. 
Edward W. and daughter-in-law, and 
they should be proud of the record he 
has made as president of NACSA. 

I must recognize now the newly elected 
presidents of these two associations . 
Bob Alexander, president of American 
Insurance Co. of Newark, and Ben 
Paddock of Detroit, president of the 
25- -year old agency — General Under- 
writers, Inc. Both are eminently well 
fitted, in my opinion, to head their re- 
spective organizations. 

Mr. Alexander’s distinguished insur- 


ance career began in the early 1920’s 
and he had served American Automobile 
in executive capacities for over 25 years 
when, in 1956, that company and Amer- 
ican of Newark joined together in an in- 
tegration move. In turn, Mr. Paddock 
has built his agency up to a sizable staff 
of 70, and has the high respect of the 
Detroit insurance fraternity. 

In taking over the reins of NACSA 
Ben Paddock will have the sound advice 
and counsel of Frank Harrington of 
Boston, executive vice president of the 
agents’ association. Frank was ubiquit- 
ously present at this gathering and did 
a grand job. in reporting on NACSA’s 
1956-57 activities. He and Mrs. Harring- 
ton have just celebrated their 30th 
wedding anniversary. 


Golden Wedding Anniversary for 
Dunhams 


Speaking of such milestones I learned 
that Col. and Mrs. Howard P. Dunham, 
White Sulphur old-timers, will observe 
their 50th wedding anniversary on Oc- 
tober 22. He’s a Connecticut “country 
squire” now in suburban Wethersfield 
after many years as American Surety 
vice president in New York. 


William E. McKell, president of that 
company, rested on his laurels at this 
convention after able service as NACSE’s 
president in 1956. His fellow officers 
here included Harold Allen and Ran- 
dolph E. Brown, and their wives. Indus- 
try interest centers on American Surety’s 
recent entry into the life insurance field. 
I’m told that encouraging progress has 
pers made by its affiliate, American 
Life. 

Likewise, fire-casualty people are 
watching North America’s progress in 
launching its life running mate, Life 
Insurance Co. of North America, also off 
to a good start. North America Group 
is well represented at this convention 
by Executive Vice President Herbert 
P. Stellwagen, past president of NACSE; 
Vice Presidents James M. Crawford and 
R. S. Robins, and New York Casualty 
Manager Franklin Vanderbilt. 

Speaking of the trend toward life 
affiliates, did you know that Employers’ 
Group of Boston, whose able chieftain, 
Ed Larner, is here, also plans to enter 
the life insurance market soon? And 
it’s reliably reported that Home Insur- 
ance Co, of New York will do the same. 
Mort Sprague, Home Indemnity’s execu- 
tive V.P., of West Point football fame, 
brought along to this meeting one of 
his right hand men, Ben Harrison. 

Incidentally, Ed Larner was accom- 
panied by four of his top executives — 
Frank Boyle, Frank Carey, Foster 
Greene and D. B. Linscott. 


Insurance Commissioners and the Press 


No White Sulphur gathering is com- 
plete without the attendance of State 
Insurance Commissioners and members 
of the insurance press. We were for- 
tunate to have with us six state officials 
—George A. Bisson, Rhode Island; Jo- 
seph S. Gerber, Illinois, who made a 
lot of new friends on his first visit here; 
Joseph A. Navarre, Michigan, NAIC 
president, who went on to Chicago to 
address American Life Convention; Har- 
old E. Neeley, West Virginia, the host 
Commissioner; Arch E. Northington, 
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Tennessee, who is NAIC executive com- 
mittee chairman, and T. Nelson Parker, 
Virginia. 

I was glad to note the presence of Al 
Bohlinger, former New York Superin- 
tendent, and Mrs. Bohlinger, radiant as 
ever; also Bill Leslie, National Bureau 
general manager, and his gracious wife, 
Westray, one time commander of the 
WACS. 

Two newcomers among the newspaper 
men were Tom Casper, publisher of The 
Spectator, and Jim O’Connor, represent- 
ing The National Underwriter. Also 
on hand were Ed Ackerman, The 
Weekly Underwriter; Wally Clapp, The 
Eastern Underwriter; Elmer Miller, New 
York Journal of Commerce; Carl O. 
Pearson, Rough Notes; Roger Kenney, 
U. S. Investor, and Howard J. Ader, Al- 
fred M. Best Co., Richmond, who won 
a runner-up prize in horseshoe pitching. 
I hope they all enjoyed themselves. 

Inspection agency people are also an 
important part of the White Sulphur 
scene. From their ranks came Carl C. 
Blutau and Jim Wilson, both of Hooper- 
Holmes Bureau, Inc.; Bill Callahan and 
W. M. Stufflebeem, both of Retail Credit 
Co., and Howard A. Slayback, O’Hanlon 
Reports. It seemed to me that no one 
does a better job here in friendship mak- 
ing than Edna Slayback. No wonder 
her husband beams with pride over her 
charm! 

Agents and Their Wives 


Long before I served as NACSA pres- 
ident White Sulphur Springs was a 
popular gathering place for casualty- 
surety agents and their wives, I recall 
how much pleasure the late Wade Fet- 
zer, Chicago, got out of his visits here, 
and the zest of the late Charlie Burras, 
also of Chicago, in welcoming newcom- 
ers and old friends. Let’s not overlook 
Alice Foy, his Girl Friday, who has just 
retired from business and as NACSA 
treasurer. 

Also prominent among the NACSA 
conventioneers here are Past Presidents 
Carl P. Daniel, St. Louis, who is observ- 
ing his 35th anniversary; Holton R. 
Price, Jr., head of W. H. Markham & 
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Co., St. Louis; Lyle S. McKown, Wirt 
Wilson & Co., Minneapolis; Tom Earls 
of Earls-Blain Co., Cincinnati, who with 
his brother, Bill, placed in golf com- 
petition the William A. Earls Trophy in 
honor of their father, still active in his 
80's. 

We were glad to welcome back Past 
President Paul and Helen Sisk of Okla- 
homa City, convention old-timers. A 
siege of sickness kept Paul at home last 
year but he now looks in fine fettle. 
Wheaton Williams, another past presi- 
dent, couldn’t make the trip and was 
missed. 

Did you know that Mrs. Holton Price 
is national vice president of the Girl 
Scouts of America in charge of eight 
midwest states, and that she attended 
the World Council of Girl Scouts last 
July at Rio de Janeiro? Holton is like- 
wise active in the Girl Scout movement. 
serving on the executive, finance and 
men’s committee of the Greater St. Louis 
Council. Congratulations to you both on 
such character building activity. 

I must tell you about a surprise pres- 
entation to Jack and Mrs. Conklin of 
Hackensack, N. J. They’re mighty proud 
of their 14 grandchildren. Eunice and 
Francis Calley, Chubb & Son, Hunting- 
ton, W. Va., decided to do something 
about them. So Mrs. Calley prepared 
two Oscars, suitably inscribed to the 
“world’s greatest Grandma and Grand- 
pa,” which gave the Conklins much joy. 

Speaking of Chubb & Son, I was 
happy to renew my friendship with two 
of their senior partners, Junius Powell 
and Nat Mobley, and with Agency Vice 
President Tom Dew. Mrs. Jones and I 
were among their guests at an evening 
affair at which the popular Greenbrier 
Populaires entertained with enticing 
music. Keep your eye on this quartette 
of musicians, headed by “Chuck” Bills. 
They played last winter at the Amer- 
icana in Miami Beach and now entertain 
nightly in The Greenbrier’s Old White 
Club. 

Chatting with Nat Mobley, he told me 
that his son, out of college last June, 
recently joined Marsh & McLennan and 
will get three months of valuable “street” 
experience before going into the Army 
next January. Nat’s wife, Eleanor, long 
active in the Girl Scout movement, is on 
its International Board, a high honor. 


100th Anniversary for Fred S. James 
oO. 


I learned from George W. Blossom, 
Jr, an old friend, that Fred S. James 
& Co., Chicago, of which he is president, 
will mark its 100th anniversary next 
year. Plans for the celebration are now 
in the making. His son, Bud, accom- 
panied his Dad to this meeting. We 
missed the gracious Mrs. Blossom who 
is in Los Angeles awaiting arrival of a 
grandchild. 

The E. R. Ledbetters of Oklahoma 
City also have a son nicknamed “Bud,” 
graduate of Oberlin College, who joined 
forces with his Dad several months ago 
to learn the insurance business. This 
recalls to mind the newspaper ad that 


“Red” Ledbetter ran 21 years ago 
announcing the arrival of the “new 
manager” of the sprinkler leakage and 


water damage department of his agency. 

I mustn’t forget to tell about another 
young insurance son. He’s Jay Warner, 
Kansas City University graduate, who is 
now with R. B. Jones & Sons. Nearly 
everybody here knows his Dad, Speed 
Warner, who is a vice president of our 
agency. He and Mrs. Warner got the 
good news en route to White Sulphur 
that a grandson, Jay Warner, Jr., had 
arrived. Much happiness in the Warner 
family ! 

Among the up and coming younger 
agents here are Elliott Hannon of 
Evarts - Tremaine - Flicker, Cleveland, 
whose 86-year-old father is still active 
and whose son, John, is studying for 
the priesthood ‘at. Borromeo Seminary, 
Cleveland, and Donald Denton of Amer- 
ican Trust Co., Charlotte, N. C., who has 
recently been named NAIA fidelity- 
surety committee chairman. 


Surety Bond Producers’ 


Keep your eye on the increasingly 
important National Association of Surety 


Group 


Bond Producers, most of whose key 
executives are here for an executive 
committee meeting. They include Dallas 
Smith of Dallas, Tex.; C. W. Olson, 
Jr., Chicago, who is also NACSA vice 
president; Al Carr, New York City; 
Speed Warner, past president; H. Phelps 
Smith, Nashville, one of the founders, 
Durel Black, New Orleans, William R. 
Phillips, Birmingham, Ala.; Bill Kline- 
smith, New Orleans, who still plays a 
good game of tennis; Travis Bailey, San 
Antonio, and John Overton, Montgom- 
ery, Ala. whose colorful sports attire 
always attracts attention. The able 
general counsel of this group — Edward 
H. Cushman, Philadelphia — is also 
secretary-treasurer, He’s doing a fine 
job. You will hear more from NASBP 
in the months ahead. 

Did you know that Warren Gaffney, 
Surety Association’s general manager, 1s 
proving a worthy successor to the late 
Martin W. Lewis? 


New Yorkers in Attendance 


New Yorkers at this convention held 
their own in numbers with those attend- 
ing from other large cities. Among the 
“big town” producers were William A. 
Waters, president of New York City 
Agents Association; John C. Weghorn, 
executive committee chairman, New 
York Insurance Federation, who was re- 
elected to NACSA’s board; Bob Newman 
and A. J. Smits of Griswold & Co., who 
represent my company — Kansas City 
Fire & Marine—in New York; W. T. 
Dunn of Dunn & Fowler and Frank B 
Hall & Co., and John T. Harrison, head 
of Flynn, Harrison & Conroy, Inc. 

I must tell you all that John and Mrs. 
Harrison as members of the Pilgrim 
Society are among the fortunate — 
who will attend the Waldorf-Astoria 
banquet next Monday evening in honor 
of Her Maiesty, Queen Elizabeth IT and 
His Royal Highness, Prince Philip, Duke 
of Edinburgh. They are ooking forward 
to attending this brilliant gathering. 
Henry A. partner of Mr. Harri- 
son, and Mrs. Goode, will also attend. 


Goode, 


Among New York company people 
here are Bill Bernhart, General Acci- 
dent; A. Baker Bradenbaugh, | 9 yet "s 
Aviation Underwriters; Bromley De- 
Meritt, Hartford Steam Boiler; Forest 
M. Douglass, Royal Exchange Group; 
Abbey E. Gilbert, M. A. Coker and 
Marshall Frost, all of ATU; Herb Linn 


and R. A. Hubbard, Central Surety; 
Frank Bullen, U. S. Casualty; W. J. 
Ahearn, Great American Indemnity; 


Wm. C. Ridgeway, Jr. and Reese Hill, 
Crum & Forster; Alan O. Robinson, 
Yorkshire; Clarke Smith and A. C. Sey- 
mour, Royal- Globe Insurance Group, and 
the Seaboard Surety contingent which 
included G. B. Slattengren, Ray Smith 
and Frank Schiele; also G. R. Heath, 
Pearl Assurance. 

Scott and Dorothy Harris, Robert 
Files and Mrs. Files, also New Yorkers, 
greeted many old friends. Scott is ex- 
ecutive vice president of Joseph Froggatt 
& Co.; Bob is on his executive staff. 
Newcomers also included Frank Lang, 
management consultant. 


Hartford and Baltimore People 

Hartford was represented by Harold 
McKay and J. W. Griffin of the Trav- 
elers; Guy Mann, Aetna Casualty & 
Surety; C. L. Allen and Harold B. 
Kiefer, Aetna Insurance Co.; Manning 
W. Heard, Frank McVicar, Robert B. 
DeVore, all of Hartford Accident, and 
E. B. Stout, Jr., Phoenix, who was 
horseshoe pitching tournament chairman. 

In addition to Philadelphians already 
named there was the able Addison Rob- 
erts, vice president of the Reliance-Fire 
Association. Three Baltimore company 
presidents and their wives graced the 
convention — William T, Harper, Mary- 
land Casualty; Charles L. Phillips, 
United States F. & G. and Beverly H. 
Mercer, Fidelity & eee. accompanied 
by Norman Penny, F. & D. board mem- 
ber. New Amsterdam Casualty was rep- 
resented by Vice President Chester S 
Weech and Reid Johnson, agency vice 
president, who is the happy father of a 
new son. J. H. Bibby and C. B. Gamble, 
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NASBP Exec. Committee Sets 


1958 Meeting In Phoenix 
White Sulphur Springs, W. Va., Oct. 
7 — Executive committeemen of National 
Association of Surety Bond Producers 
held a breakfast meeting here today with 
President Dallas Smith officiating. The 
organization, composed of the nation’s 
largest producers of bond business, will 
hold its 1958 annual convention in late 
March at Westward Ho Hotel, Phoenix, 
Ariz. 

In preparation for this gathering Pres- 
ident Smith named a nominating com- 
mittee: Durel Black of New Orleans, 
chairman, C. W. mg a Jr., Chicago 
Ralph Neely, Tulsa; M. Taylor, Los 
Angeles, and James McKee Nashville 
Mr. Smith advised the executive com- 
mitteemen that notwithstanding NASBP 
precedent for the president to serve for 
two years, he will not be available to 
serve a second year. 

One major action taken at the break- 
fact was the appointment of a commit- 
tee by Mr. Smith to work with similar 
committees of other national producers’ 
organizations in a study of status of 
state rating laws and other matters of 
mutual interest. 

Donald Denton of Charlotte, N. C. re- 
ceived congratulations at this meeting 
upon his recent appointment as chairman 
of NAIA’s fidelity-surety committee. He 
is likewise active in the Surety Bond 
Producers group, having served as pro- 
gram chairman for its 1957 annual con- 
vention. 





VP sof UL Sok. 
hand. Vice 
missed. 
Among saltimore agents were F. 
Albert Roloson, 50 years in the business, 
of Riggs - Warfield - Roloson ; Stuart 
Windsor of same agency; Chase Ridgely 
of J. Ramsey Barry & Co. Bob Thome, 
head of his own agency, who completes 
his year as president of Maryland Asso 
ciation of Insurance Agents next week: 
Preston Bowen of Poor-Bowen-Bartlett 


& Kennedy. 


The Reinsurance Contingent 


& G.,, 


President Bill 


were also on 
Pullen was 


I have always been impressed by the 
fine attendance of reinsurance company 
executives and their wives. From my 
home city came Frank P. Proper, presi 
dent, Employers Reinsurance, accom- 
panied by his lieutenants, Ed Trimble, 
who runs the New York office; John 
Wornall, Jr. and William A. Hannon. 
From New York were Ed Lowry, — 
eral Reinsurance Corp.; Ernest Brand! 


North American Reinsuranc e -¢ song - 
Jerry Germain and Don Bryant of 
Treaty Management Corp.; W. W 
Cochran, Reinsurance Corp. of New 


York. I also noted the presence of 
George Burckhardt of Switzerland Gen- 
eral, Zurich, and Bill Delaney, New York 
reinsurance intermediary, both of whom 
are here for the first time. Welcome also 
to Walter L. Hays of Orlando, Fla., who 
heads American Fire & Casualty and also 
a reinsurance company. Ed Mulvehill, 
president, American Re-Insurance, could 
not attend but his vice president, Henry 
F. Witzel, was on hand. 

No White Sulphur account would be 
complete without mention of the con- 
vention staff girls who handle so ef- 
ficiently the registrations and other de- 
tails. I tip my hat to Mrs. Benjamin 
Josefsberg, who is Dewey Dorsett’s sec- 
retary; Mrs. William Brackmann, who 
is secretary to Ray Murphy, and Mrs 
Hayhurst, Association cashier 

Speaking of Ray Murphy and Mrs. 
Murphy they are to be congratulated 
for the banquet renditions of their solo- 
ist daughter-in-law, Mrs. Betty Kelly 
Murphy. Other members of the staff 
on hand were Dick Wagner, who is do- 
ing a superb job in watching Albany 
legislative trends, Tom Boate, head of 
the C. & S. Association’s accident pre- 
vention department, and Perry Taft, Pa- 
cific Coast manager of that organization. 
For Messrs. Boate and Taft it was their 
first White Sulphur convention. 

As always Chase Manhattan Bank, 
New York, sent George H. Albrecht, its 

(Continued on Page 46) 
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NAIL Audience Hears V. R. Hansen 
On Competition And Anti-Trust Laws 


Department of Justice Anti-Trust Division Chief Discusses 
Cases Instituted in Recent Times and Present 
FBI Investigations 


\ talk which attracted considerable 
attention at the N All meeting was that 
by Assistant Attorney General Victor R. 
Hansen, who spoke October 16 on “In- 
surance Competition and the Anti-Trust 
Laws.” Mr. Hansen’s comments on tne 
McCarran Act and anti-trust laws, oa 
remarks on anti-trust cases instituted i 
recent years, and FBI Sues near 
currently pending, were of particular 
int-rest 

The speaker opened by tracing official 
national attitude to the free enterprise 
nd the adoption of laws to curb 


system al 
abuses of fair commercial competition 


through the years. He outlined the his- 
tory of the McCarran Act and _ state 
legislation of insurance. He said: “Re- 
sponding to the invitation in the McCar- 


ran Act, almost all the states enacted 
provisions regulating the business 
of insurance laws in general per- 
mit cooperative rate making through 
bureaus, but incorporate 


These 


licensed rating 

certain provisions designed to preserve 
competition and to correct the abuses 
which brought about the Supreme 
Court’s decision in the South-Eastern 
Underwriters case. The general pattern 
of the state legislation enacted during 


the moratorium establishes the following 
principles : 

‘1. Reasonable competition in the in- 
surance industry is neither prohibited 
nor discouraged. 2. Uniformity in rates 
and rating systems is permitted, but not 
required. 3. No insurance company is 
required to become a member or sub- 
scriber of any rating bureau. 4. Inde- 
pendent rate filings and rate deviations 
are permitted. 

“Recently there have been attempts 
either by proposed legislation or by state 
ion to ot complete uniformity 
I do not wish 


reg 
in rates and policy forms 





to express any opinion as to the merits 
or validity of any specific state action 
I would like to say, however, that to the 


extent that the state 
formity upon the insurance industry and 
eliminates or greatly restricts the area 
fie independent action in rates and 
methods of operation, to that extent the 
underlying purpose of the McCarran Act 
which is to preserve and protect 
ealthy competition in the insurance in- 
istry—becomes undermined. 

“The section of the McCarran Act 
which makes the anti-trust laws applica- 
ble to the business of insurance ‘to the 
extent that such business is not regulated 
by state law’ is the jurisdictional basis 
for the series of cease and desist orders 
issued by the Federal Trade Commission 
under the Federal Trade Commission 
Act, against certain health and accident 
insurance companies for alleged false and 


impose s strict con- 


misleading advertising Two Circuit 
Courts of Appeal have anges with 
the Commission claim that there must be 


an irreducible area of Commission juris 
diction over the interstate activities of 
insurance companies which cannot be 
reached by state laws.” seg decisions 
are now being appealed to the Supreme 
Court 

Mr. Hansen quoted the 


section of the 


McCarran Act which provides that 
‘Nothing contained in this act  shali 
render the said Sherman Act inapplica 
ble to any agreement to boycott, coerce 
or intimidate or act of boycott, coercion 
or intimidation.” 

Continuing Mr. Hansen said that this 


wording “is directly derived from the 


Supreme Court’s conclusion in the South- 
Eastern 


Underwriters’ case that ‘no 


authorize combinations of insur- 


states lOns ¢ 
intimidate and 


ance companies to coerce, 
boycott competitors and consumers in 
the manner here alleged.’ Thus, it is 
clear that coercion, intimidation and boy- 
cott remain subject to the Sherman Act 
irrespective of state regulation and su- 
pervision. 


Shows Results of IDS Case 


Mr. Hansen pointed out that the anti- 
cases instituted by the Government 


trust 
in the insurance field since the passage 
of the McCarran Act in 1945, have been 


under the coercion section of that act. 
He referred to one such case, U. S. vs. 
Investors Diversified Services, which was 
filed in 1951, and terminated by consent 
of judgment in 1954. “The complaint 
charged that IDS, one of the largest 
residential mortgage companies in the 
United States, had entered into agree- 
ments with its residential mortgage loan 
borrowers which illegally required the 
borrower to agree that al! hazard insur- 
ance maintained on the property secured 
by the mortgage would be written, placed 
and sold by the mortgagee 


“These coercive tie-in agreements had 
four results: (1) the owner of the resi- 
dential property who obtained a mort- 


gage loan was prevented from placing 
his hazard insurance with insurance 
agents and companies of his own choice; 

(2) insurance agents and brokers who 
normally would compete with the mort- 
gagee were prevented from competing 
for the sale of hazard insurance on prop- 
erty mortgaged to the lender; (3) insur- 
ance companies, other than those selected 
by the lender, were foreclosed from free 
access to a substantial market for hazard 
insurance; and (4) borrowers were pre- 
vented from obtaining hazard insurance 
at premium rates which might have been 
lower than available through the 
mortgagee.” 


those 


Insurance Tie-in Lending Practices 
The IDS decree, Mr. Hansen said, has 
important factor in educating 
lenders to avoid insurance tie-in prac- 
tices. “We continue, however, to receive 
considerable correspondence from insur- 
ance agents and mortgagors complaining 
that their selected policies have been 
rejected or that various obstacles have 
been raised by lenders. It is noteworthy 
that relatively few of these complaints 
that the has insisted 


been an 


charge mortgagee 
on placing the insurance as a condition 
to granting the loan. The major portion 


of this correspondence deals with re- 
quirements adopted by mortgagees which, 
without more, do not indicate a scheme 
to channel insurance to an_ affiliated 
agency, but instead can be more readily 
interpreted as legitimate safeguards of 
the mortgagee’s interest. 


“Some of the complaints,” he said, 


“do indicate strongly that the lender 
not protecting a legitimate interest at 
all, but is employing indirect and coer- 


cive means to channel insurance to an 
affiliated agency and in some cases, to 
an affiliated company. Our interest is 
ceokciana aroused when a_ pattern of 
complaints builds up against a particular 
lender or servicing agent and we have 
knowledge that officers of the mortgage 
company have an interest in, or are 
officers of the insurance agency or com- 
pany which obtains this business. 

‘As a result of these complaints,” Mr. 
Hansen said, “J requested the FBI to 
conduct a full field investigation. How- 
ever, in this particular case the institu- 


tion and its affiliated agency and com- 
pany refused to permit the FBI to ex- 
amine their files. When a corporation or 
individual refuses voluntary access to its 
files, the Division has but two alterna- 
tives: either to drop the investigation, 
or to present the matter to a grand jury. 
I chose the latter alternative. 

“This grand jury investigation is con- 
tinuing at the present time. The facts 
unearthed by the investigation should 
determine whether the particular insti- 
tution, its affiliated insurance agency and 
company and important officers have 
acted in violation of the Sherman Act.” 


Cleveland Monopoly Case 


Mr. Hansen recalled the case U. S. vs. 
Insurance Board of Cleveland, and a 
district court opinion rendered in the 
case in August, 1956. Mr. Hansen pointed 
out: “The Board with a membership of 
452 insurance agents, accounted for about 
85% of all fire insurance coverage in 
the Cleveland, Ohio, area. The complaint 
alleged that the Board conspired with 
its members to restr: ain and monopolize 
interstate commerce in the business of 
selling and writing fire insurance in that 
area through the operation of certain 
rules which constituted illegal boycotts. 

“According to the complaint, these 
hoycotts were used against non-member 
agents and companies. against deviating 
companies or those returning any part 
of the premium as a dividend or allow- 
ance, against mutual companies and 
against companies selling insurance di- 
rectly to the public through branch of- 
fices. Upon cross motions for summary 
judgment, the court said, with respect 
to the last rule listed above: ‘The Direct 
Writer Rule is a group refusal to deal 
which relies upon coercion to effectuate 
its purpose and, under the authorities 

it must be held to impose an un- 
reasonable restraint of competition in 
interstate commerce.’ 


“No decision was reached by the 
court,” he said, “as to the other restric- 
tive rules of the Board, either because 


certain ones were discontinued after the 
case was filed or because there were 
disputes of fact as to the effects of other 
of these rules on competition, to be de- 


cided after a trial. 

“Our complaint in United States vs. 
New Orleans Insurance Exchange was 
similar to that against the Cleveland 
Board. The Exchange, a private asso- 
ciation of 130 insurance agencies, was 


violations of Sections 1 
Act. In the words 


charged with 
and 2 of the Sherman 
of the court: 

““The group boycott is effected 
through a series of by-laws of the Ex- 
change by which members thereof agree 
to boycott any stock company which 
plants through any except Exchange 
agents in the New Orleans area, to boy- 
cott any stock company which sells di- 
rectly to the public, to boycott mutual 
companies irrespective of how or by 
whom the insurance is sold, and to boy- 
cott non-member agencies so that the 
facilities of companies planting exclu- 
sively through E xchi inge outlets are 
denied such agents.’ 

“The court rendered its decision in 
February of this year and held that this 
illegal group boycott must be destroyed. 
An appeal is now pending.” Continuing 
Mr. Hansen said: “A situation similar 
to that in New Orleans exists in another 
city. When the insurance agents realized 
that they were being investigated by the 
FBI in our behalf, they requested us, 
and we agreed, to withhold the filing of 
the action until the litigation in the New 
Orleans case is concluded. Upon its final 
conclusion, the same judgment ultimately 
approved in the latter case will be 
adopted by consent of the parties in this 
second city. 

“It should not be assumed that all of 
our attention is focused upon the tie-in 
practices of lenders or the acts of coer- 
cion and boycott practiced by some 
insurance boards and exchanges. We 
are also concerned with acts of coercion, 


(Continued on Page 45) 


NAII Staff Praised in 
President’s Report 
COLONEL CHARLES E. CHEEVERS 
Cites Work on Legislative Matters, Com- 
pulsory Auto Insurance and Ratze- 


Making Problems 


In his presidential report October 16 
to the National Association of Independ- 


ent Insurers, Colonel Charles E. Cheey- 
ers stressed the advantages of NAITI 
membership for independent insurance 


organizations. He outlined the Associ- 


ztion’s forceful work during the year in 





CHEEVERS 


combating such problems as compulsory 
auto insurance legislation and questions 
of premium rating. 

President Cheevers particularly praised 
the excellent work of the NAII staff 
during the past year. He also touched 
on the make-up of the association and 
answered some points for criticism about 
such an organization. 

Mr. Cheevers said NAII “is a thing 
apart there’s no other organization 
quite like it.” He emphasized that NAITI 
can be a healthy vigorous organization 
only so long as the members continue 
to think for themselves. 

The speaker answered the question: 
How can official association policy be 
determined on controversial issues when 
such diverse viewpoints are represented ? 
He said, “Such issues are discussed, de- 


G0) Bas, Gia! Op 


liberated, resolved, and officia! associa- 
tion policy is determined by majority 
rule, but,” he stressed, “without preju- 


dice to the rights of the minority. 
The Right For Independence 
“The 


preservation of the right to be 
independent” was the one thing on which 
NAII members do stand united, he de- 
clared. He stressed the equality of NAII 
members in its affairs and gave the fol- 
lowing example to prove this unity: 
“During this past year one of our 
smaller stock agency compé unies had been 
denied the renewal of its deviation in a 
certain state. The powerful rating bureau 
in that state, encouraged by its Eastern 
parents, marshalled full and determined 
opposition to this company’s right to 
deviate. In addition to the NAII staff, 
two of our larger member companies 


whom some have chosen to call ‘direct 
writers,’ voluntarily offered unlimited 
actuarial and legal assistance to this 


small company which, mind you, oper- 
ated on an entirely different basis- 
through the American Agency System. 
The two companies provided their top 
talent at their own expense in the cause 
of the smaller company. Where,” he 
asked, “can you find more concrete evi- 
dence of a democratic institution ?” 
(Continued on Page 46) 
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Navarre Calls For 
Enlightened Action 


SEES FEDERAL AL INTERVENTION 





Unless The Industry and State Regu- 
lators Produce Coverage The 
Public Wants 





“The recent experience of the insur- 
ance business with relation to various 
forms of compulsory insurance exempli- 
fies the need for enlightened action by 
the industry in providing coverages 
which meet the needs and wants of the 
public.” This view was expressed by 
Michigan Insurance Commissioner Jo- 
seph A. Navarre, October 16, at the 
NAII meeting in Chicago. 

“If private business does not furnish 
the types of coverage which the public 
demands, it is easy for the Government 
to step in and endeavor to meet the 
demand,” Mr. Navarre suggested, add- 
ing: “It is conceivable that the business 
will have to take a more active interest 
in developing new forms of coverage to 
meet the demands of the people, who 
may not be too sympathetic with the 
idea that a risk should not be distributed 
merely because it is not practical to 
ascertain the technical cost of risk to 
each individual. .. . And since there are 
many fields of interest common to the 
various segments of the business of in- 
surance, a closer liaison among the vari- 
ous branches of the insurance business 
might well be to the advantage of the 
whole. 

“The challenge to the institution of 
insurance, the challenge to the regulatory 
agencies of Government, the basic and 
fundamental challenge to the National 
Association of Independent Insurers, is 
the challenge of democracy,” he stated. 


Praise for Principles of NAII 


Mr. Navarre had high praise for NAII, 
the principles on which it was founded 
and the job it does in the industry as a 
whole. He said: “The independents pro- 
vide a factor of cardinal importance in 
the scheme of private enterprise. They 
provide competition. The competition 
they provide acts to prevent monopolis- 
tic control.” 

Continuing Mr. Navarre said that two 
schools of thought existed in the fire 
and ¢ casualty business explaining: “The 
companies in one school prefer to act 
individually in the filing of their own 
rates and forms. Those in the other 
prefer to delegate that responsibility to 
a rating organization, and to adhere to 
the uniform pattern set by it. The domi- 
nant philosophy behind both the Mc- 
Carran Act and the rating laws of most 
states is that every company shall be 
entitled to choose freely between these 
alternatives, without pressure in either 
direction from the regulatory authorities. 

“Mindful of this the NAIC and All- 
Industry Committees who drafted our 
model rating laws carefully included 
specific safeguards to the rights of inde- 
pendents and competition.” 

Continuing Mr. Navarre said: “We of 
the regulatory fraternity, as trustees of 
these laws, have inherited a sacred ob- 
ligation to administer them in the spirit 
in which they were conceived. We must 
not become chained to stereotypes of the 
past, but must key our thinking to the 
changing needs of a dynamic industry. 
“What, then, should be our attitude in 
reviewing each new plan, proposal or 
fling that is submitted to us by the 
companies?” he asked. “To safeguard 
our trust, we must always provide a 
climate where individual imagination and 
initiative can function effectively in the 
public interest. 


Permit Testing of New Ideas 


“When company soundness and sol- 
vency are not in question, and the 
bounds of the statutory rate-making 
Standards have been observed, we must 
be willing to permit management to test 
Out new ideas and concepts in the mar- 
ket place. For healthy_ experimentation 


and competition in prices, methods and 
products is as essential to progress in 
our business as in any other segment of 
the great American economy. 

“The business of insurance is of such 
tremendous importance today it attects 
the social and economic patterns of the 
lives of most Americans. Its influence 
on commerce and trade is profouna and 
vital. It is not, therefore, surprising that 
investigations affecting the dynamic 
mechanism of our society would some- 
where along the line cut an artery carry- 
ing the social and economic life-blood of 


insurance, 

“The degree of self-regulation by the 
business and the measure of regulation 
of insurance by the several states is 
being put to the test. The restless social 
and economic progress of a dynamic 
nation constantly puts basic principles 
to the test. 

“With a proper consciousness and ap- 
preciation of the basic fundamentals un- 
derlying our form of government, it 
should come as no surprise to any of 
us that the system of regulation of the 
business of insurance shares the fate 


destined for it by its very nature. For 
reasons basic in our form of government, 
and for practical reasons of expediency, 
regulation of the business of insurance 
in the public interest depends upon the 
several states and the business of insur- 
ance itself.” 
Calls for Cooperation 
Agencies of Goverment and the busi- 
ness of insurance, he felt, “must provide 
a system of such quality and character 
as to meet the tests which qualify it 
legally and factually as the proper guard- 
(Continued on Page 45) 
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ON BEHALF 
AMERICA’S YOUT 


@ Our youngsters are our most precious asset. The /east we can do 






Or 


is teach them to drive safely... to protect themselves and others. 


One out of every four fatal auto accidents involves a youthful driver. 





WHAT CAN YOU DO? Every parent... 





Home Office e 


NS U RAN CE 


Skokie, Illinois 





WHO’S TO BLAME? The plain fact is we invest billions of dollars 
educating our youngsters, only to have many maimed or killed because 
they have not been taught the proper attitudes and sense of 
responsibility so necessary for safe driving. 


WHAT’S THE ANSWER? Learning to drive safely is as necessary today 
as learning the 3 R’s. What could be more sensible than teaching 
our youngsters safe driving right along with algebra, history and physics? 


WILL IT WORK? It’s working right now in thousands of high schools 
where a Driver Education Course is available. Studies prove that 
trained young drivers have only half as many accidents as the untrained 


in fact, everybody... 


can help encourage Driver Education in his local high school through 
school officials, schoolboards, PTAs and local Safety Councils. Your 
interest may be the spur to creation of an adequate course which 
should include BOTH classroom and behind-the-wheel instruction by 
competent teachers, or to improvement of an existing course. 

We’ll be happy to send you a copy of the folder entitled— 

“Safe Driving Must be Taught.” 
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13th Annual 


Taiainel Eboses 
NACCA “Campaign” 


URGES INDUSTRY TO FIGHT IT 


Also Scores Bienen of Conformity 
Which Is Trying to Ride Over Small 
and Large Independent Cos. 
Chicago, Oct. 16 — Vestal Lemmon, 
ceneral manager, National Association of 
Independent Insurers, called upon the 
casualty insurance industry at the open- 
ing session here today of NAII’s 13th 
annual meeting to fight to the utmost 
what he described as “compensationitis, 
a disease germ spawned by NACCA, ¢ 
nation-wide organization of 6,000 inv 
vers, which has worked its way into 
legislative and judicial bloodstreams 

everywhere. 

Mr. Lemmon’s gripe against NACCA 
is that it now carries on an open and 
militant campaign to increase the fre- 
quency and size of damage awards 
Originally, he said, its purpose was to 
improve the skill and competency of 
plaintiff lawyers as a group, but it was 
not long before it changed from a dedi 
cated professional society to an un- 
varnished pressure group. 

State Legislatures Favorite Target 

“A favorite target of NACCA,” said 
Mr. Lemmon, “is the state legislatures, 
which are annually deluged with bills to 
enact comparative negligence, to allow 
direct actions against insurers, to re- 
move wrongful death limits, to prevent 
judges from reducing excessive verdicts, 
to make defendants pay plaintiff’s legal 
fees, and to penalize insurers whose 
claim adjusters either investigate too 
quic kly or settle too slowly. 

“This steady barrage forms the first 
NACCA assault wave, designed to strike 
down every last statutory safeguard to 
the funds held in trust by insurance 
companies. Nor does all the shooting 
come from the outside; more and more 
plaintiff lawyers are popping up on 
strategic committees within the legisla- 
tures themselves. 








‘A second target is the judiciary, who 
also are being subjected to constant 
ideological bombardment. One artful too] 





is the NACCA Law Journal, biennial 
llection of pro-pla untiff writings and 
decisions, in which are reg leg listed 
all damage verdicts exceedi1 $50,000. 
Comp limentary copies are ail d to the 
judiciary, and in return, many judges 
cite the Journal in support of liberal 
awards. 

“The faculties of our law and medical 
schools form a third N AC CA target. 
Here, too, the NACCA Law Journal re 
ceives wide distribution, but even more 
significant ys the current rash of meet- 
ings and workshops on medico-legal sub- 

‘ts featuring doctors and lawyers of 





‘ided pro-plaintiff leanings. And dur- 
ing the past year a ‘Roscoe Pound- 
NACCA Foundation’ was created and 


endowed in Boston, for the purpose of 


‘providing educational forums and semi- 
nars, research and library facilities 
relating 


to personal injury problems, and 
to improve the science of the law of 
personal injuries.’” 


How NACCA Influences Jurors 


_ast and most important, in Mr. Lem- 
mon’s opinion, is the “ Id NACCA play 








for the minds of jurors and prospective 
jurors. He told how we “elder states- 
men” of this association carefully coach 
their proteges “in the magic arts of 


demonstrative evidence, employing every 
trick of staging and nuance of expres- 
sion known to the Hollywood producer 

Gory injuries are vividly depicted and 
dramatized, even in technicolor; artificial 
limbs are passed around; days of suffer- 
ing are broken down and_ re-enacted 
minute by minute — until the jurors are 


finally hypnotized into viewing the 
cowering defendant as a perpetrator of 
ibigh ensible crime against society, 


and not just an selltaney. law-abiding 
citizen who just suffered a momentary 





apse of care. 5 
sar to behave like welfare 


Meeting 


VESTAL 


LEMMON 


of NAII In 





Chicago, 





And so it is that juries are 
workers, 


instead of impartial fact-finding arms of 


the 
In particular Mr. 
Melvin Belli, 
NACCA 
claimants : 
This is a frightening 
speaker 


law,” said the speaker. 

Lemmon laced into 
Coast 
Goble 


flamboyant 


emphasized, 


lawyer, who urges 
“Don’t Be Afraid to Sue.” 
i i the 


“because can 


bankrupt insurance companies and could 


ultimately 
industry. 
trouble some of the plaintiff 


too — because if our business 


It frightens me - 


destroy the casualty insurance 
-and it should 
lawyers, 
is de- 


stroyed it will surely be replaced by state 


insurz unce, 


and that will provide mighty 


slim pickings to the NACCA attorneys.’ 


the 
sowing 


NACCA advance guard ‘ 
the seeds of their 


undoing.” 


Five Point Program to Forestall NACCA 


wh ich, 
NACCA threat. 
“First, the full 


He warned that in their onrushing cru- 
sade for the so-called adequate award, 
‘may well be 


own ultimate 


The speaker then offered the casualty 
insurance industry a five point 
he felt, will forestall the growing 
He recommended: 
implications 


program 


the 


NACCA movement and ideology must be 


brought home to everyone 
ness. I am glad to say that 
not been idle on this count. 

, I believe each segment of f the 
industry should strive to 


imdecstaitioa of the position 


“Second 


r busi- 
has 


its 


ie 


ethers on this common problem, and all 


should better coordinate 
protect the public 

“Third, I believe we should 
new 
tive 


their efforts to 
interest. 


a 


look at happenings on the iadita- 


front. Too long now, 


been 


relentless chipping away of traditional 
rules and principles inherent in a fair 
and impartial judicial process. A few 
weeks ago the Illinois Supreme Court 
ruled that an insured defendant may be 
forced to disclose his policy limits in a 
pre-trial discovery proceeding, in order 
to better enable plaintiff to evaluate his 
case for bargaining purposes. NAII and 
two other trade associations are filing 
a strong amicus curiae brief in support 
of the defendant’s petition for rehearing. 

“Finally, we must find new and better 
ways to get our side of the story to the 
people. We must convince them that we 
are true friends of ‘adequate awards’ to 
those who really deserve them, because 
we are striving to preserve the private 
enterprise system which make them pos- 
sible. We must remind them of their 
stake as jurors in dealing fairly with 
the funds we hold in trust for them as 
policyholders. We must apprise them of 
their responsibility as voters and legis- 
lators in providing a_ legislative climate 
in which we can continue to act in their 
best interests.” 

Mr. Lemmon then pointed to another 
great institution which NAII is dedicated 
to preserve. This is the system of regu- 
lation of the insurance business at the 
state and not the Federal level. As an 
ardent champion of state regulation, he 
said: “It grieves me to observe forces 
which are calculated to undermine it.” 


Attempts to Devitalize Independent Cos. 


Mr. Lemmon had in mind the con- 
certed onslaught now being made upon 
the principle of competition. “We see 
what appears to be a ‘pincer move- 
ment’ to encircle the healthy forces of 
individual initiative. It is an all-out 
attempt to devitalize independent com- 
panies,” he charged. 

The speaker gave examples to prove 
his point that the steamroller of con- 
formity is riding over small and large 
independent companies alike. “Most 
prominent among them is Insurance Co. 
of North America” and he quoted its 
president, John A. Diemand, on difficul- 
ties encountered over the past decade 
in attempting to reduce prices, introduce 
new coverages, and to sustain “our clear 
right to act independently of rating 
bureaus.” Continuing Mr. Lemmon said: 

“Other independent companies have 
encountered similar harassment when 
they try to offer the public a lower 
price or a different product. In the case 
of the larger companies, this harrassment 
is bad enough. But it is an almost im- 
possible obstacle for the small and 
niedium-sized companies who can ill af - 
ford the delays of dilatory administrative 
action, or the expense of engaging in 
costly hearings and litigation. To them, 
the mere threat of organized opposition 





the order of the day for insurance com- 

panies to ‘fire, and fall back.’ We should lias succeeded all too often in blocking 

not be afraid to take the initiati in their efforts to be competitive. 

fighting measures which are “This organized opposition does not 

not in the long-range interests the openly say it is against competition. 

policyholding public. They recognize the right of competition 
“Fourth, we must resist vigorously the —oh, yes — but it is only a mirage. 
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There must be no competition as to 
rates, nor as to forms, nor as to clas- 
sifications. Competition must be feeble, 
not healthy; static, not dynamic. And 
above all, it must not disturb in any 
particular the cozy, comfortable patterns 
of concerted thinking that have been 
sacrosanct for the past century. is 

In Mr. Lemmon’s opinion, “to attempt 
to follow the reasoning of these people, 
the company that desired to deviate 
would be in the plight of Alice trying to 
find her way out of Wonderland.” 

He also put on the record that the 
“tongue-in-cheek hypocrisy” of the or- 
ganized opposition’ s reasoning had been 
laid bare by “the sharp scalpel of New 
York Superintendent Leffert Holz’ in- 
sight in his recent opinion upholding the 
North America’s dwelling rate filings,” 

In closing the speaker said: “Appar- 
ently some of those who were willing to 
recognize the principle of competition 
when they considered it only an empty 
token have not found its invigorating 
influence to their liking. They would 
now attempt to turn back the clock, 
even by resort to monopolistic legisla- 
tion. May I suggest that if they are so 
unhappy about the competition that now 
exists, they go back and demand that 
Congress outlaw competition and return 
the insurance business to the days of 
private monopoly. 

“As staunch advocates of state regu- 
lation we cannot sit idly by in the face 
of a rising flood of practices that 
threaten our very existence; nor can 
we fail to defend the rights of our 
companies and the millions of policy- 
holders they insure. We _ have been 
forced to take legal steps on several 
recent occasions to protect these rights 
and the continued operation of our 
companies. If necessary, we stand ready 
to do so again. As much as we would 
prefer to support our position only by 
friendly persuasion and logic, we have 
no choice, where this fails, but to stand 
up and fight.” 


Gerber Compliments NAII 
In Welcoming Address 


Chicago, Oct. 16 — Illinois Director of 
Insurance Joseph S. Gerber brought 
words of greeting and encouragement in 
his welcome here this morning to NAII 
at the start of its 13th annual meeting. 
He complimented the program builders 
for this gathering, saying that the men 
who prepared it are not unaware of the 
problems facing the industry. Mr. Ger- 
ber also remarked that the presence 
of many Insurance Commissioners “gives 
evidence that the regulatory bodies of 
the 48 states are equally concerned with 
multiple problems and have seen fit to 
join with you in arriving at solutions.” 

This relationship, he felt, between in- 
dustry and regulatory bodies is a prime 
example of cooperation for the mutual 
understanding, study and_ solution of 
such problems. 

The Illinois official then complimented 
NAII on its progress in 12 years’ time, 
saying that “it is hard to believe that 
in this short span ot time you have 


risen to heights of afluence in the busi- 
ness.” He was also impressed by the 
fact that NAIT consists of 300 indepen- 
dent companies of every type of business 
structure, and he said: “This is a firm 
example ‘of how all facets of the insur- 
ance industry can labor together in re- 
solving common problems.” 

In closing Mr. Gerber said: am a 
firm believer that it is aa: in the 
American way of life that small com- 
pees must have an opportunity to func- 
tion, labor and grow. It follows as night 
the de iy that your type of association can 
and must continue to serve the small 
insurance company... .” 
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Insurance Execs. Hear 
From Police Officer 


ABOUT BURGLARY PRECAUTIONS 


Urges Alarms and “Marking” Goods Be- 
fore Taking Such Business; Mutual 
Ins. Technical Conference 


Insurance companies were warned that 
they should insist upon adequate burglar 
alarms and other protective devices be- 
fore writing burglary insurance for 
business organizations, if the growing 
volume of merchandise burglaries is to 
be checked. 

The warning was issued by Lieut. 
James J. Lynch, commander of the bur- 
glary detai! of the Chicago Police De- 
partment, in addressing 300 insurance 
underwriting executives at the recent 
Mutual Insurance Technical Conference 

Chicago’s Edgewater Beach Hotel. 

Burglaries increased 6.7% and larcen- 
ies other than auto theft increased 
16.7%, in 1956 as compared with 1955, 
with a very small percentage of stolen 
goods other than automobiles recovered. 
Chicago has the highest insurance rates 
in the nation for merchandise burglary, 
although number of burglaries there has 
been decreasing for several years. 

“When insurance companies do not in- 
sist on proper alarm and other protec- 
tion as a condition of granting insur- 
ance,” Lieut. Lynch said, “I believe the 
existence of insurance tends to increase 
burglaries of commercial establishments. 
Entirely apart from collusion between 
property-owners and thieves, some of 
which exists, some business management 
feels installation of protective devices 
is an unnecessary expense as long as 
insurance companies will pay for stolen 
goods.” He cited a number of examples 
in which Chicago stores with valuable 
contents were found to have inadequate 
protection. 

“Here’s Your File . . .” 

The reason so small a percentage of 
stolen goods is recovered is that identi- 
ficz ition is difficult. He urged that fur- 
riers’ organizations and insurance com- 
panies set up a system of invisible mark- 
ing of pelts in fur garments, especially 
minks, and that insurance companies 
retain in their files photographs of all 
valuable jewelry they insure. “Fences” 
of stolen goods would be afraid to take 
the chance of selling property which 
could be identified positively. 

. And Your Skeletonic Keys” 

He said that professional burglars are 
careful and intelligent, and do not fear 
arrest greatly because it is so difficult 
to make a case against them that will 
stand up in court. They must almost be 
caught in the act to be convicted. Killing 
of several professional burglars in Chi- 
cago in recent months has been effective 
as a deterrent, he said. 

Insurance companies expect an in- 
crease in burglary losses in the future, 
according to C. A. Wiborg, Chicago, 
manager of the burglary insurance de- 
partment of Lumbermens Mutual Casu- 
alty. This is not due to a general crime 
increase, but because new types of 
“package policies” on homes and _ busi- 
ness establishments now cover burglary 
losses automatically. In the past most 
burglary insurance was sold in separate 
policies, and was not widely purchased 
by the general public. 


Mott Succeeds Eddy 


James S. Mott has been appointed to 
succeed Robert L. Eddy as special agent 
in Glens Falls, N. Y. for the Hartford 
\ccident & Indemnity. For ten years 
Mr. Mott was a special, agent in Syra- 
cuse “Ss Albany before joining Hartford 
FN «ae 

He is a member of the Casualty & 
Surety Clubs in Syracuse and Albany, 
and also the Syracuse Field Club. Mr. 
Mott was born in Scranton, Pa., and 
graduated from Lafayette College, 
Easton, Pa. 

Mr. Eddy who covered the Glens Falls 
territory for 16 years was recently ap- 
pointed, assistant manager of the Hart- 
ford Accident Buffalo office. 


43rd Annual Volume 
Of “Proceedings” Out 


CASUALTY ACTUARIAL SOCIETY 


Publication Contains Authoritative 
Papers on Workmen’s Comp., Assigned 
Risk Plans, NBFU Statistics, etc. 


The 43rd annual volume of “Proceed- 
ings,” issued October 1 by the Casualty 
Actuarial Society contains many inter- 
esting features, including the followmg 
informative and topical papers of inter- 
est to insurance executives and State of- 
ficials : 

“A Review and Comparison of Work- 
men’s Compensation Experience in New 
York State and Wisconsin” by Frank 
Harwayne, chief actuary, New York In- 
surance Department, gives a description 
and comparison of the differences be- 
tween the two states in law provisions, 
both as to amounts of awards for work- 
men’s compensation benefits and the 
duration of these benefits, as well as a 
comparison of the provisions for admin- 


istering the Workmen’s Compensation 
Law. 

“History of Uniform Automobile As- 
signed Risk Plan” by Elden W. Day, 


resident secretary, Lumbermens Mutual 
Casualty. This paper sets down an his- 
torical account of the evolution in auto- 
mobile assigned risk plans from the 
inception of the first such plan in New 
Hampshire to the introduction and sub- 
sequent amendment of the Uniform 
Automobile Assigned Risk Plan. 

“Statistics of the National Board of 
Fire Underwriters” by J. H. Finnegan, 
manager, actuarial bureau, Nationa 
Board of Fire Underwriters. Mr. Fin- 
negan reviews the statistics produced by 
the actuarial bureau and other sections 
of that organization. 


Rate Level Adjustment in WC 


“The Rate Level Adjustment Factor 
in Ww orkmen’s Compensation Ratemak- 
ing” by Martin Bondy, principal actuary, 
New York Insurance Department. This 
paper covers an anz beve of the effect 
of the rate level adjustment factor on 
New York rates since its introduction 
into the ratemaking formula. 

“Current Rate Making Procedures for 
Automobile Liability Insurance” by 
Philipp K. Stern, assistant actuary, Mu- 
tual Insurance Rating Bureau, deals 
with ratemaking statistics and the sys- 
tem of compiling loss experience. 

“Month of Loss Deficiency Reserves 
for Automobile Bodily Injury Losses In- 
cluding Reserves for Incurred but Not 
Reported Claims” by D. A. Tapley, 
actuary, State Farm Automobile. Mr. 
Tapley’s paper constitutes a statistrca! 
analysis, compiled by month of loss, of 
the detailed processes used by a large 
mutual company in regard to the re- 
serving and disposal of bodily injury 
claims. 

Also included in this volume are the 
syllabus for the examinations leading to 
membership in the Society, the Year 
300k and discussions of previously pre- 
sented papers. A copy of the “Proceed- 
ings” may be purchased from the secre- 
tary-treasurer of the Casualty Actuarial 
Society, 200 Fourth Avenue, N. Y. 
N. Y. The cost is $8 per copy. 


R. & S. Corp. Adds to Its 
West Coast Facilities 


Recording & Statistical Corp., New 
York, announces that the Tabulating 
Service Co., San Francisco, has joined 


their organization on a division basis to 
provide a regional West Coast center for 
data processing. Corrie L. Arthur, Jr., 
head of Tabulating Service Co. will be 
western manager of the new division. 
His present staff will be retained. 

This consolidation is part of a plan of 
expansion by R. & S. to meet the in- 
creasing demands by the insurance in- 
dustry for strategically located data 
processing centers (on a local and na- 
tional level), to handle routine, peak-load 
and special assignments such as compila- 
tion of the many reports required of 
insurance companies. 


ELECTED TO JUNIOR BOARD 

Frederick J. Dugle and Walter A. Huff 
have been elected 
Kemper Insurance Junior 
announced by 


members of the 
board, it is 
James S. Kemper, chair- 
man of companies in the Kemper group. 

Mr. Dugle is assistant director of edu- 
cation and training for the companies 
and Mr. Huff is an experience 
underwriter in the Kemper group’s Cen- 


review 


tral department. 


Hansen’s NAMI Talk 


(Continued from Page 42) 
intimidation and boycott wherever they 
may appear in the insurance field, includ- 
ing such conduct in the activity of rating 
bureaus and their associated advisory 
bodies. A recent writer has described 
the antagonism of some rating bureaus 
toward attempts of their members or 
subscribers to deviate from the estab- 
lished rates and to pass on to the insur- 
ing public the results of economies in 
operation. If carried too far, such conduct 
may be regarded as coercive, and thus 
interdicted by the anti-trust laws,” Mr. 
Hansen stated. “Examples of unreason- 
able interference with the right of an 
insurer to act independently in the mat- 
ter of rates and rating practices might 
include harassing litigation, collective 
pressure upon lenders not to accept the 
policies of deviating companies, and col- 
lective attempts to deny the insurer ac- 
cess to statistical and rating services 
generally available to other insurers.” 

Continuing he said: “With respect to 
these rating bureaus and their advisory 
bodies, it should be noted that when an 
out-of-state insurance organization rec- 
ommends the adoption of rates or stand- 
ardized provisions in insurance under- 
written in a state in which they have 
not filed as a rating bureau or as an 
advisory body, they may be engaged In 
illegal activities, and e acceptance of 
these recommendations by the local rat- 
ing bureau may result in illegal price- 
fixing or other unreasonable restraints 
of trade. 


No Exemption With State Legislation 


“Price-fixing and other non-coercive 
restraints imposed by rating bureaus are 
subject to the Sherman Act to the ex- 
tent that such business is not regulated 
by state law. I do not believe that an 
exemption exists for these a 
merely because a state has legislated, 
it does not adequately enforce its regu- 
lations.” 

State regulations means “constitution- 
ally valid regulation,” Mr. Hansen said. 
However, he remarked: “With respect to 
some states, the question may be raised 
as to whether the grant of what can be 
considered governmental power to the 
private rating bureaus is so great as to 
be invalid on constitutional grounds. This 
question emphasizes the importance of 
supervision by the State Insurance De- 
partment over the activities of the pri- 
vate cating bureaus. A good example of 
efcetee supervision of this kind is a 
recent decision by the New York Insur- 
ance Department, recognizing the right 
of an insurer to withdraw from a rating 
bureau and to file independent rates 
which are lower than the bureau rates 
The Superintendent of Insurance made 
an observation which I should like to 
quote. Referring to the state laws per- 
mitting cooperative rate making, he 
noted that ‘in permitting this combina- 
tion through rating bureaus, it was not 
intended to destroy competition and to 
make rates uniform . Absent a threat 
to its solvency, a company has a right 
to compete in the market not only as 
to rates but also as to methods of mer- 
chandising regardless of whether they 
are novel or merely modifications or ex- 
tensions of existing patterns.’” 

Mr. Hansen above was quoting the 
opinion and decision September 4 of 
New York Superintendent Leffert Holz 
in the matter of independent rate filing 
for dwelling classes by the North Amer- 
ica Companies. 


Elliott Tanz Named for 
Zurich-American N. Y. Post 


The Zurich - American has announced 


the appointment of Elliott Tanz as su- 


perintendent, casualty engineering, east- 
ern department in New York. He was 
formerly assistant superintendent - na- 


tional risks. 

Mr. Tanz joined the Zurich - American 
in 1956. His background includes courses 
at New York University and the Mer- 
chant Marine Academy, as well as safety 
courses at New York University and 
Pennsylvania State College 

He was a marine engineer for the 
War Shipping Administration, and had 
ten years’ experience in insurance safety 
engineering prior to joining Zurich- 
American. In addition, he is a member 
of the American Society of Safety En- 
gineers, and is on committees of the 
Greater New York Safety Council and 
the Association of Casualty & Surety 
Companies. 


Blaisdell Presents Award 
To Gov. Muskie of Maine 


Paul H. Blaisdell, director of traffic 
safety, Association of Casualty & Sure- 
ty Cos., made a presentation to Governor 
Edmund S. Muskie of Maine last week. 
This was a wood-mounted bronze plaque, 
the Association’s Award of Merit which 
was earned by Maine public schools for 
the driver education programs. 

“Driver education courses were offered 
in 584% of the public schools in the 
state of Maine,” Mr. Blaisdell said. “The 
instruction was received by 3,599 state 
students—32.3% of all eligible state stu- 
dents. Particularly commendable is the 
fact that every course offered in Maine 
public schools met nationally recom- 
mended standards.” 


Navarre Address 


(Continued from Page 43) 
ian and trustees of the ‘public interest.’ 
“The task before the business of insur- 
ance and every agency and instrumen 
tality thereof will require statesmanship 
and cooperation among the several states 
In terms of public service, if the business 
of insurance is to function at its maxi- 
mum value, companies and associations 
will have to avoid thinking in terms of 
segments of the business. Individual 
companies will have to accept more re- 
sponsibility with regard to institutional 
problems. 
Needs Through Compulsory Insurance 
“The recent experience of the business 
of insurance with relation to various 
forms of compulsory insurance exempli- 
fies the need for an enlightened action 
by the industry in providing coverages 
which meet the needs and wants of the 


public.” 
The Answer 


Mr. Navarre posed the question of the 
regulatory agencies and the institution 
of insurance meeting the challenge of 
democracy “ever conscious of the public 
interest as it affects the business of in- 
surance.” ' 

He concluded: “The answer lies, in 
part, in the wisdom and courage of those 
charged with the responsibility for the 
direction and supervision of departrnents 
of insurance. It lies, in part, in their 
knowledge, understanding and apprecia- 
tion of their responsibilitv for the course 
of their conduct and the direction in 
which they face. It lies, in part, in the 
measure, degree and character of citi- 
zenship responsibility which the institu- 
tion of insurance, through its members 
and associations, is willing and able to 
assume. ; 

“The challenge, if it is to be met in 
the field of regulation of insurance in 
the public interest, will be met best 
and most effectively through the com- 
mon, dedicated effort of the business of 
insurance and the regulatory agencies 
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Col. Cheever’s Talk 


(Continued from Page 42) 


Mr. Cheevers had high praise for the 
staff of NAII. During the legislative 
sessions, he said, NAII staff conferred 
with local companies, attending meetings 
and hearings. An important part of this 
work concerned compulsory automobile 
insurance, Mr. Cheevers reported: 


In New York and N. Carolina 


“It worked for months in New York 
helping to smooth out the administrative 
details of compulsory, and for the past 
two months has been doing the same 
thing in North Carolina where the NAITI 
was represented by one staff member 
and one company member on the indus- 
try subcommittee. These people worked 
with members of the North Carolina 
Motor Vehicle Department in developing 
forms and procedures for the law that 
becomes effective next January.” 

President Cheevers revealed that more 
than 60 compulsory bills were introduced 
and considered in 32 states. “In one 
state,” he said, “it became apparent that 
unless something was done to offset it, 
there would certainly be enacted a law 
combining compulsory insurance with an 
unsatisfied judgement plan. The staff, 
acting under its authority pursuant to 
our Declaration of Policy on the unin- 
sured motorist question, successfully sup- 
ported the New Jersey-type bill in pref- 
erence to combined compulsory-U). 

“In New Hampshire,’ he _ reported 
NAII was “faced with unprecedented 
pressures for compulsory insurance. Our 
domestic company there exercised prompt 








New Sales and Advertising 
Head at Standard Accident 


Standard Accident announces the ap- 
pointment of Robert H. Gott as manager 
of the companies’ newly formed adver- 
tising and sales department. 

Mr. Gott started with Standard Acci- 
dent in 1949 and served as a field rep- 
resentative in the Detroit metropolitan 
area. In 1951 he was made production 
manager at the Detroit branch and was 
appointed manager of the Cleveland of- 
fice in 1954. Mr. Gott was made sales 
development coordinator of the compa- 
nies in March, 1956, and served in that 
capacity until his present appointment. 

Previous to joining Standard Accident, 
Mr. Gott served as vice president and 
general manager of a large general in- 
surance agency in Detroit. He was a 
captain in the Army Air Corps in World 
War II. 

The advertising and sales department 
which Mr. Gott will head up is an en- 
tirely new department. Its function will 
be to coordinate the advertising plans 
of the companies with the over-all long 
range sales objectives. 


White Sulphur 


(Continued from Page 41) 


insurance contact man, and First Boston 
Corp. was represented by William Amos 
and Edward Townsend. Shelby Cullom 
Davis, New York insurance stock spe- 
cialist, won the horseshoe pitching 
championship for the fifth time. His 
partner was Frank McVicar, Hartford 
A. & H. Congratulations! 

All who know Harold P. Jackson, 
retired vice president of American of 
Newark, and Mrs. Jackson were de- 
lighted to welcome them back. He’s past 
president of NACSE and an authority on 
traffic safety and accident prevention. 

Before signing off I mustn’t forget to 
recognize one of NAIA’s old-time war 
horses—Frank Bell of Charleston, W. 
Va., whose agency (Patterson, Bell & 
Crane) observed its 50th anniversary last 
Spring. He and Mrs. Bell have been 
regular attendants here for many years. 
_ This brings to a close my first White 
Sulphur report and if I have uninten- 
tionally overlooked any of the con- 
ventioneers, accept my apologies. Lots 
of good luck in the busy months ahead 
and may we all be here again next year. 


and commendable foresight in suggesting 
the voluntary inclusion of the uninsured 
motorist coverage in every automobile 
policy, a move which, I believe, other 
NAII companies operating in that state 
would have joined. General industry con- 
currence, however, was not forthcoming 
and the legislature then made this cov- 
erage statutory. Modifications were ob- 
tained, though, which limited the new 
law to policies issued in New Hampshire 
and assured that liability would not be 
absolute.” 

Rating law problems received particu- 


lar attention from NAII. Mr. Cheevers 
reported that the “Texas-type” rate law 
was seriously considered by Oklahoma 
and South Carolina. NAII successfully 
fought the Oklahoma bill, and also helped 
in dissuading a South Carolina study 
committee from persisting with its “ill- 
advised proposal.” NAII’s flexible rate 
bill fight in Texas, he pointed out, “laid 
the groundwork for penetrating the here- 
tofore apparently impregnable fortress 
of state-made rates.” Speaking of the 
multitude of other legislative problems 
dealt with, Mr. Cheevers outlined those 


that “ran the gamut of anti-insurance 
legislation from the NACCA packaged 
comparative negligence, direct action, 
guest statute repeal and insurer penalty 
measures through all manner of oppres- 
sive tax bills.” 

Summing up Mr. Cheevers said that 
while NAII had “fared quite well in 
these areas . .. it has become obvious 
that in the future we must rely not only 
on defensive measures to protect our in- 
terests, we also must be prepared to 
move forward, to actively pursue our 
objective of equal justice under the law.” 
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OURT and PROBATE BONDS 


just ask the agents who do! 


‘‘We wrote a probate bond 
with a substantial premium. Later, 
we wrote a residence 

burglary and auto policy 
for the principal..." 





Court and Probate Bonds are good commission pro- 
ducers by themselves. Generally required by law, they 
need no “‘selling.”” And they stay in force until the 
case is closed. Some bring you renewal commissions 


for five, ten—even twenty years! 


Better still—Court and Probate Bonds can lead to sub- 
stantial new business in your other lines! This has been 
proved repeatedly by many aggressive, resourceful 
agents like those quoted here. With a little effort, you 
can do it, too. And American Surety offers you help 
backed by more than 70 years’ experience. 


AMERICAN SURETY 


Name 
FIDELITY * SURETY » CASUALTY © FIRE © INLAND MARINE A 
COMPANY HOMEOWNERS + ACCOUNTANTS LIABILITY © AVIATION ieee 
422 Main Street, Buffalo 2 e 224 Harrison Street, Syracuse 2 Street 
100 State Street, Albany 7 e 111 John Street, New York 38 
« 16 Main Street East, Rochester 14 City 


e 50 Washington Street, East Orange, N. J. 


“Through the services | 
have been able to render 
attorneys ...! have secured the 
accounts of three construction 
contractors, one of whom will do 
more than $2,000,000 in contract 
work this year, and have written 
fidelity and public liability 
ona chain of theaters... 


” 


without obligation, mail coupon now. 
correc cercccccsce | 
AMERICAN SURETY COMPANY 


Agency & Production Department 
100 Broadway, New York 5, N. Y. 


Please send me the issue of ‘Mailroad to Prorits” featuring 
Court and Probate Bonds. 


“lL have written 
liability insurance on 11 
parcels of real estate. 
The contoct was originally 


developed through the 
solicitation of 
probate bonds..." 


FREE AID TO MORE COMMISSIONS 
THROUGH COURT AND PROBATE BONDS 


Featured in a recent ‘‘Mailroad to 9 ~—————__ 
Profits,” regular monthly salesbuilder { maitroadzss 

for American Surety agents, are hints on = /— PROFITS | 
cultivating Court and Probate Bonds— | 
and how to follow up to get more busi- 
ness in your other lines. For free copy 
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Big HIAA Meeting All 
Set For October 21-23 


AT BILTMORE HOTEL, NEW YORK 





Well-known Figures in Forum and 
Workshops Will Cover Many Phases 
Of A. 


& H. Business 





The program is completed for the im- 
portant annual Individual A. & S. forum 
to be held October 21-23 at the Hotel 
Biltmore, New York City, by the Health 
Insurance Association of America. 
Workshops will run simultaneously from 
8 am. October 22 until noon on the 
second day. Panel discussions covering 
a broad area will be held on all three 
days. 

Scheduled for the afternoon of Octo- 
ber 21, the opening day of the Forum, 
will be a panel on substandard risks, 
“The Forward Look,” to be followed 
during the next two days by sessions 
covering claims, agency management, 





FTC Upheld in 


Fireman’s Fund Case 

United States Supreme Court de- 
cided on October 15 to uphold the 
authority of the Federal Trade Com- 
mission to subpoena records of insur- 
ance companies, charged with false 
or misleading advertising about their 
insurance policies. The case specific- 
ally affected was that of the Fire- 
man’s Fund Indemnity of San Fran- 
cisco. The FTC had charged that 
this company, by unfair and deceptive 
practices in its advertising, had vio- 
lated the Federal Trade Commission 
Act. 

In a lower court ruling on this case 
in the Court of Appeals (San Fran- 
cisco) the judges had sided with the 
Fireman’s Fund Indemnity. 

Lawyers in Washington, D. C. 
pointed out this week that the Court 
of Appeals had ruled strictly on mat- 
ters of procedure with respect to 
subpoena and not on merit. While 
the Supreme Court has reversed the 
views of the lower court on proce- 
dure, this does not constitute a ruling, 
they say, with regard to the funda- 
mental issue of jurisdiction. This, of 
course, is the big issue at stake in 
pending FTC cases. 








ERE RE as le A EN A LTT CEI ER LENIN NE OAR RN 
and a question and answer clinic. 

On Monday afternoon the panel on 
substandard insurance will discuss the 
latest developments and experience in 
insuring the impaired risks through indi- 
vidual policies. Comprising the panel 
will be: Byron S. Davis, manager, 
A.& S. underwriting department, State 
Mutual Life, Worcester, Mass., acting 
as moderator; Fred T. McCann, super- 
intendent, substandard division, Conti- 
nental Casualty; Gerald S. Parker, sec- 
retary, A. & H., Guardian Life; Earle B. 
Tilton. director of underwriting- personal 
lines, Nationwide Mutual and Charles N. 
Walker, assistant vice president, Lincoin 
National Life. 


Claims Phraseology 


The claims panel, entitled “A Claims 
Man’s Thesaurus of English Words and 
Phrases—Are We All Using The Same 
Edition?” is scheduled for October 22, 
from 2:45 p.m. to 4:30 p.m. Moderating 
the session, which will deal with the sim- 
plification and standardization of terms 


used in the administration of claims, will 





be George F. Monks, manager, A. & S. 


claims, New York Life. Panel members 
include: Roland S. Jack, claims vice 
president, Monarch Life; Elmer J. Ras- 
mussen, manager, A. & H. claims depart- 
ment and executive superintendent of 
A. & H. underwriting, ‘Continental Casu- 
alty; K. C. Berry, third vice president, 
A.&H. claims, Lumbermens Mutual 
Casualty; J. A. Cairns, vice president, 
Federal Life & Casualty; Howard Le- 
Clair, vice president, Mutual Benefit 
Health & Accident and Godfrey M. 
Day, second vice president, claims de- 
partment, Connecticut General. 


Panel on Agency Management 


“Everyone Can Do It!” the panel on 
agency management will be held on 
October 23, starting at 9:00 am. Mod- 
erating this session, due to conclude by 
10:30 am. will be Phil Maher, third 
vice president, agency department, 
Washington National. The panel mem- 
bers are: Allen Cureton, assistant vice 
president, director of A.&H. agencies, 
Republic National Life; William C. 
Woodyard, superintendent, Individual 
A. & H. department, Zurich Insurance; 
Raymond C. Swanson, agency vice pres- 
ident, Monarch Life and E. D. Speer, 
vice president, Great American Reserve, 
Dallas. 

The fourth panel, beginning at 11:05 
a.m. will be a question and answer clinic, 
“Puzzle The Experts,” in which ques- 
tions submitted by those attending the 
Forum during the past three days will 
be considered by the panel members. 
This will be the final session of the 
Forum, to be concluded by 12:35 p.m., 
and will be moderated by Peter J. Burns, 


executive assistant, New York Life. 
Panel members are: J. F. Follmann. Jr.. 
director of information and_ research, 


HIAA; John P. Hanna, general counsel, 
HIAA; Rudolph H. Friedrich, DDS, sec- 
retary, council on dental health, Ameri- 
can Dental Association; A. M. Hansen, 
assistant vice president, underwriting, 
Mutual Benefit Health & Accident As- 
sociation; George F. Monks; Phil 
Maher; Byron S. Davis; D 1D Ulfers. 
vice president, Mutual Benefit Health & 
Accident; James R. Williams, vice presi- 
dent, Health Insurance Institute and 
Francis T. Curran, supervisor, statutory 
disability division, Commercial Insurance 
of New Jersey. 


Dentistr7’s Interest 


Dr. Friedrich is also scheduled to make 
an address on Wednesday morning, 
speaking on “Dentistry’s Interest in 
Health Care.” Other featured speakers 
include: HIAA President J. Henry 
Smith; General Manager Robert R. 


Strong Protest Against 
Phila. Blue Cross Rate Hike 


The Philadelphia County Medical So- 
ciety has joined CIO labor interests in 
a fight against the proposed new Blue 
Cross rates. Under its new scale, which 
has been publicized in daily newspapers, 
increases range from 42% to 72%. Joseph 
T. Kelley, president of the CIO Council, 
said: “We will fight anything that im- 
poses an undue burden on older people 
and widows.” 

Public hearings on the proposed rates 
are being held before the State Insurance 
Department in Harrisburg. 

A spokesman for the Philadelphia 
County Medical Society said that physi- 
cians had not even been consulted about 
the higher Blue Cross rates. His attitude 
was that “we should know what is going 
on because our patients will blame us 
when their hospital costs are raised.” 





Neal; D. D. Ulfers who is also chair- 
man ‘of the HIAA Individual Insurance 
Committee and Harry L. Graham, chair- 
man of the Individual Insurance Com- 
mittee’s Program Planning Sub-Commit- 
tee, and secretary, A.&S. department, 
Bankers Life, who will deliver the open- 
ing remarks. 


Workshop Sessions, Subjects, Speakers 


Subjects to be covered at the work- 
shops include guaranteed renewable, 
non-cancellable, the senior citizens, de- 
ductibles, and risk selection. This year, 
the concurrent sessions have been sched- 
uled in ten rooms at the Biltmore with 
a limit of 30 persons for each workshop, 
and with each session covering all five 
subjects. So that each person in at- 
tendance can hear and participate in the 
discussions, a period of 45 minutes will 
be devoted to each of the selected topics. 
Under this arrangement, created by the 
program planning sub-committee of the 
HIAA Individual Insurance Committee, 
ten discussion leaders will move from 
room to room while the audiences re- 
main seated in their original locations. 


Discussion Leaders 


The discussion leaders that have been 
designated for each workshop session 
are: Guaranteed Renewable—J. M. Wick- 
man, second vice president, Mutual Life, 
New York and Douglas J. Moe, assist- 
ant secretary, U. S. Life, New York; 
Non-Cancellable—Rodney U. Clark, su- 
perintendent of A.&H. underwriting, 
Paul Revere Life, and Jerome M. Powell, 
president, Loyal Protective Life: The 
Senior Citizens—D. B. Alport, vice pres- 
ident in charge of underwriting, Business 
Men’s Assurance, and James E. Sweeney, 
staff assistant, Metropolitan Life; De- 
ductibles—E. B. Forsythe, vice presi- 
dent, Illinois Mutual, and Robert W. 
Carey, director of personal health in- 
surance, John Hancock Mutual Life; and 
for the session dealing with Risk Selec- 
tion—Robert S. Schoonmaker, Jr., secre- 
tary for A.&H. Berkshire Life, and 
William Robotham, assistant secretary, 
accident department, The Travelers. 
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Ready For Big A. & H. 
Day Oct. 24 At Newark 


IMPRESSIVE LIST OF SPEAKERS 





On Thursday Includes C. R. Howell, 
Earle R. Bennett, Travis Wallace, Ralph 
Lindop and A. Gordon Nairn 





The program has been finalized for the 
Sales Congress being held October 24, 


at Newark A. C. by the New Jersey 
Accident & Health Underwriters Asso- 


ciation. The address of welcome to this 
important gathering will be delivered by 
Eston V. Whelchel, president, New Jer- 
sey A. & H. Association. ‘George P 
Lehman, National Accident & Health of 
Philadelphia, will preside. 

The first speaker on the program will 
be Travis T. Wallace, president, Great 
American Reserve of Dallas, who has 
chosen for his talk, the title “Shoot the 
Moon.” “Selling Accident & Sickness in 
To-day’s Market” will be discussed by 
Karl H. Kreder, CLU, second vice pres- 
ident, Metropolitan Life. 


Sales Panel Members 


Francis T. Curran, superintendent, 
Loyalty Group, Newark, will moderate a 
big sales panel discussion. The following 
are the panel members and their con- 
tributions to the sales discussion: Ralph 
K. Lindop, general agent, Monarch Life, 
on “Prospecting”; Melville Ellis, field 
representative, Loyal Protective on 
“Sales Approach and Presentation”; 
Charles Cordray, manager, Mutual- 
United of Omaha on “Closing the Sale” 
J. M. Wickman, second vice president, 
Mutual of New York on “Underwriting” 
and Carl Ernst, director of sales, North 
American Life & Casualty provides 
“Sales Ideas That Click.” 

There will be a reception in the eve- 
ning before the dinner, at which William 
B. Cornett, director of S. & A., The 
Prudential, will preside. The dinner will 
feature three important speakers: New 
Jersey Commissioner Charles R. Howell; 
Earle R. Bennett, president, International 
Association of Accident & Health Un- 
derwriters, will discuss “A Little Matter 
of Association” and A. Gordon Nairn, 
executive director of agencies, at The 
Prudential’s Toronto office, will advise 
“Laugh and Be Healthy.” 


Ambrose Chief Underwriter 


Robert E. Ambrose has returned to 
National Accident & Health Insurance 
Co., Philadelphia, as chief underwriter 
for A. & H. and life business. He has 
had 18 years’ experience, six years as 
branch manager for Continental Casualty 
in three cities — San Francisco, Balti- 
more and Philadelphia. 

In March, 1954, he joined the National 
as agency secretary for its commercial 
A. & H. department. He was given a 
leave of absence in mid-1955 to go to 
Florida because of his wife’s health. Mr. 
Ambrose will play an important role in 
National’s 1957- 58 expansion program. 








State Mutual Revisions 
In Its Group Division 


State Mutual Life announces some 
revisions in its Group division organiza- 
tion. Created is a new Group term and 
casualty underwriting branch to be 


headed by Abbott P. Allen, assistant 
secretary, Group division. Also an- 
nounced is formation of a new Group 


permanent and pension branch to be 
headed by Melvin W. Schuh, an assistant 
secretary in Group division. Robert H. 
Lovett and Donald C. Day also appear 
in new Group division appointments. 


N. Y. Blue Cross Hearing Set 


New York Superintendent L effert Holz 
has set November 18 for a public hearing 
on the application of the Associated Hos- 
pital Service of New York (Blue Cross- 
Blue Shield) for an increase in its sub- 
scriber rates. Deputy Superintendent 
Arthur F. Lamanda will preside at the 
hearing in the New York Lawyers Asso- 
ciation Building, 14 Vesey Street. 
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Internal Revenue Asked For Ruling On 


Guaranteed Renewable A.& H. Reserves 


A request for a ruling that reserves 
on guaranteed renewable accident and 


health policies under which the insurer 


reserves the right to change the prem- 
iums on a class basis be considered as 
“life insurance reserves” for Federal tax 
purposes has been presented to the In- 
ternal Revenue Service by the American 
Life Convention and the Life Insurance 
Association of America. 

The two organizations said that the 
reserves on guaranteed renewable pol- 
icies with right to change the table of 
premiums are in all respects similar to 
the reserves for life insurance policies as 
well as those for guaranteed renewable 
policies with fixed premiums and should 
be taxed accordingly 

“We respectfully request that the In- 
ternal Revenue Service rule that the 
reserves on guaranteed renewable pol- 
icies as defined in this presentation, are 
life insurance reserves,” the ALC and 
LIAA said. 

Need For A. & H. Expansion 


Pointing out that guaranteed renew- 
able contracts have been issued in in- 
creasing quantity in recent years be- 

ause of an ever-increasing conscious- 
ness in both Government mac the insur- 
ance business of the great need for 
extending accident and health coverage 
and for constantly improving and ex- 
panding benefits, particularly for people 
at older ages, on a level premium basis, 
the ALC and LIAA said: 

“It has been concluded by many com- 
panies that the most equitable solution 
woul be to guarantee renewal and adopt 
a level premium approach but with a 

right to change premium on a class 
rather than an individual basis. That 
eee is safety in a policy with prem 
iums capable of change by class is obvi- 
ous; that there is equity to policyholders 
is equally clear. These policies have met 
with popular acceptance and currently 
are being sold in an ever-increasing vol- 
ume. 

“Such policies are on a premium basis 
similar to life insurance. They are long- 
term obligations. Their rates anticipate 
a normal increase in morbidity and the 
maintenance of the reserves which are 
required as a consequence. The company 
retains the right to adjust premiums. 
not to offset the normal and expected 
increased risk with advancing age, but 
solely as a protection against unpredic- 
table factors which might affect costs 
Hence reserves and interest to maintai 
them are required in connection with 
ch contracts, as in the case of life 
insurance. Such reserves are required by 
State authorities.” 

IRS Impose Further Test 

Tl € life “company 
out that these policies thus meet eacl 
of the four tests of the Internal Revenue 
Code regarding life insurance reserves, 
but that the IRS had imposed a further 
test that is not bec on in ae Code 


associations pointed 





WASHINGTON NATIONAL G.A. 
Harold D Sparks has been appointed 
general agent in SeremDernUe, N. M., for 
the Washington Nation: Insurance 
Company 

Mr. Sparks entered the insurance bus- 
iness in October of 1951 to serve as sales 
representative and manager respectively 
for a well-known legal reserve life in 
company in Texas. In June, 
he was appointed general agent in 
iarillo, Texas, for another prominent 
western insurance company. Resigning 
in January of 1957 to return to his 
former company as superintendent of its 
Amarillo district office, Mr. Sparks re 
mz oa in that t capacity until his recent 
appointment by Washington National. 












regarding the payment of premiums. 

Turning to a discussion of the earlier 
IRS ruling that guaranteed renewable 
policies with right to change premiums 
on a cl: ASS basis do not carry a “specified 
premium” and hence should not qualify 
tor life insurance reserve tax treatment, 
the ALC and LIAA stated in the tax 
Acts of 1942 and 1955, “Congress in- 
tended the question of tax treatment to 
turn on whether or not the insurance 
requires reserves, and not the nature of 
the premium. 

“There are several additional impelling 
reasons why the term ‘specified prem- 
ium’ should not be interpreted to ex- 
clude the reserves on the policies under 
consideration from the statutory defini- 
tion of ‘life insurance reserves 

“First, these policies had not “yet been 
developed at the time the 1942 Act and 
the Regulations were written. Conse- 
quently neither Congress nor the Inter- 
nal Revenue Service could have had this 
type of insurance in mind. . 

“Second, the Life Insurance Com- 
pany Tax Act for 1955 reinforces the 
conclusion that the reserves on these 
policies should be considered as ‘life 
insurance reserves’ for income tax pur- 
poses,” the life associations held. “This 
Act represents a new approach in taxing 
the income of life and non-life business. 
It separates ‘life insurance taxable in- 
come’ from ‘non-life insurance taxable 
income,’ and bases both determinations 
on a distinction between ‘life insur- 
ance reserves’ and ‘non-life insurance 
reserves.’ Neither the Act nor the Con- 
gressional reports relating thereto con- 
tain any reference to ‘specified premium.’ 
It is thus clear that Congress intended 
to rest the entire determination on the 
reserve factor.” 
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Set April 17 In Chicago 
For Big Sales Congress 


April 17 is the date fixed for the big 
Illinois Association Sales Congress in 
Chicago by the board of the Illinois 
A. & H. Association. At a recent meeting 
held in connection with the Chicago As- 
sociation’s annual golf outing at Mohawk 
country club two members were elected 
to handle the arrangements, John J. 


Quinn, Conkling, Price & Webb and 
Walter J. Koenig, Koenig Agency, Chi- 
cago. 


The location has not yet been decided, 
but a tentative suggestion was to hold 
the rally in the auditorium of the new 
Prudential Building. Thus far, four fea- 
tured speakers plus a panel are to be 
programmed. 

The board additionally pinpointed 
Aurora, Elgin, McHenry county and 
Springfield - Dec catur as target areas for 
development of new local associations. 

Working with State President Har- 
old Walters on membership will be 
Robert P. Miller, Loyalty Group, Rock- 
ford; Walt Meyers, General American, 
Rockford and L. J. Lewis, Bankers Life 
& Casualty, Rockford. 


The next Illinois State Board Meet- 
ing will be in Peoria, November 21, at 
the University Club. 
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Bill To Make Ad Material 
Usable in Court Evidence 


In case of litigation over the interpre- 
tation of hospitalization policy provisions, 
advertising and promotional literature 
could be introduced as evidence under 
legislation proposed in Indiana by State 
Senator J. Russell Townsend. Speaking 
before the South Bend A. & H. Asso- 
ciation on October 11, he said: “If the 
publicity features a benefit and_ the 
policy does not grant that benefit in the 
liberal manner advertised, then the pro- 
motional material would govern.” 

Mr. Townsend revealed that he is ask- 
ing that a study be made leading to the 
introducticn of such legislation in the 
1959 sessicn of the state’s General As- 
sembly. Inasmuch as companies doing 
advertising that has led to complaints 
to the Townsend joint legislative com- 
mittee investigating hospitalization in 
the state “claim they are entirely honest 
and not endeavoring to mislead the pub- 
lic. I am confident that they cannot 
object to the solution I suggest,” he 
told his audience. 

The proposed legislation, the Senator 
declared, would also ward off the setting 
up of advertising censorship by a gov- 
ernment agency. 

Mr. Townsend also revealed that the 
industry advisory committee, appointed 
at his committee’s request by the Indiana 
A. & H. Association, would he used to 
analyze policy forms, endorsements, 
rates and loss-experience data. All In- 
diana-licensed companies have already 
been asked to submit such data. 


Group Sales Up 72% a 
United-Mutual of Omaha 


Sales in the Group department of 
United and Mutual of Omaha have in- 
creased 72% for the first nine months of 
this year over the comparable period 
of 1956, according to A. W. Randall, as- 
sistant vice president and manager of 
the Group department. The announce- 
ment was made at the recent annual 
Group meeting held at Lake Okoboji, 
Towa. 

Theme of the meeting, attended by 
managers and Group representatives of 
the United States and Canada, was 
“Prospecting and Selling Techniques.” 
Commenting on the general increase of 
Group insurance coverage, Mr. Randall 
said, “Competition in the Group insur- 
ance industry is bringing the American 
public better insurance protection than 
they have ever enjoyed before at very 
low cost. In this competitive market, 
we must sell hard to beat the hard sell.” 

E. Baldwin, sales manager of the 
Group department, outlined a new year- 
long production contest. Participating 
Group offices are divided into two teams 
headed by William F. Nicholson, eastern 
sales manager, and T. P. Coyle, western 
sales manager. 

Other Mutual of Omaha officers at 
tending the Group meeting were Gale F. 
Davis, vice president, and Frank Hogan, 
secretary. 
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Hoosier Casualty Gala Conventions 
To Celebrate 50 Years of Progress 


Hoosier Casualty, as part of its golden 
anniversary celebrations, held two con- 
ventions recently at Mackinac Island, 
Mich. The first meeting was for home- 
state agents of the company and the 
second for top agents of the Hoosier in 
states other than Indiana. Favorable 
comment was heard on all sides about 
the brochure “Our First Fifty Years,” 
which the company has produced for the 
occasion. 

This brochure will be kept in many 
homes as a souvenir fully representa- 
tive of the half-century of progress by 
Hoosier Casualty and the day-to-day 
occupations of those to whom the com- 
pany represents livelihood. It is indeed 
most attractively laid out in gold on 
pure white art paper with black text. 
It contains more than the mere figures 
of financial progress, significant as they 
are, also contained therein are descrip- 
tions in writing and photographs of 
Hoosier Casuz uty personalities, their say- 
ings (reprinted from the “Hoosier Bul- 


letin,’” the company magazine all these 
years) and their surroundings. 
It recaptures, with the Hoosier’s his- 
tory, days that had not yet lost the 
atmosphere of daring gentility of the 
gay 90’s. There in the brochure are 


pictures of people who have spent a life- 
time with the company, and it is a con- 


siderable thought, that many of the 
employes can look again and _ see. 
for the first time in decades, “myself 
when young.” 

In fact the brochure starts out be- 
fore The Hoosier Casualty Company, 
Indianapolis, came into being. Charles 


H. Brackett, the first president, is shown 
at his roll-top desk at the old Colum- 
bian Relief Fund Association. The wall 
calendar shows “January, 1904.” Earlier, 
and more valuable still is a photograph 
taken in the Columbian office in 1899, 
It shows Cyrus W. Ray, Arthur J. 
Wrege (then a clerk with “The Colum- 
bian”), Mr. Brackett, Helen Patterson 
and Minnie Ray. A third picture shows 
the Columbian office in 1899, with Mr. 
Wrege, Blanche Belser and Flora Wrege, 
who retired in 1954, after 46 years with 
Hoosier Casualty. 


Founders and Early Officers 


Arthur J. Wrege was born in 1880, 
Was assistant treasurer of Hoosier Cas- 
ualty until 1927, and secretary-treas- 
urer until his death in 1954. The execu- 
tives of the company achieved excep- 
tionally long terms of service. 

The founder and first president was 
Charles H. Brackett, died in 1927 after 
20 years of important leadership. He 
was succeeded by Cyrus W. Ray (1868- 
1948) who was a founder of the Hoosier 
and served as secretary-treasurer until 
1927, was president until 1944 and chair- 
man of the board until his death in 
1948. Verner M. Ray, now president of 
the company was born in 1893, and has 
been with the company for 44 years. 
Vice President Milo H. Doerfler, has 
vast practical insurance experience ad- 
vancing from local agent, state agent, 
branch manager, and agency supervisor. 
Secretary-Treasurer C. Norman Green, 
noted for his immense enthusiasm for 
a theater, joined Hoosier Casualty in 

21 


In “Our First Fifty 
Verner M. Ray notes: “Founded by 
men who were citizens of Indiana and 
beginning its operations as an Indiana 
company before branching out into other 


Years” President 


states, ‘The Hoosier’ has a story which 
Is part of the history of our beloved 
State. ” Here then is a company, 


Which is proud of its beginnings. 


Message From Governor of Indiana 


Letters of testimony reveal the state’s 
Pride in 


the company too: Governor 


C. NORMAN GREEN 
Harold W. Handley of Indiana, writes, 
“You bear an honorable name, and I 


know that you have lived up to it in a 
satisfactory way.” Indiana Insurance 
Commissioner Alden C. Palmer, one 
of the most prominent Commissioners 
in the country proclaims: “All honor and 
glory to the Hoosier Casualty Company 
on its Golden Anniversary!” Mr. Palmer 
referring to the company’s fine service 
says that its history “tells the story of 
the thousands and thousands of men and 
women whose happiness you have pro- 
tected throughout the years we can 
realize already more clearly the part you 
have played in the economic and social 
welfare of our people.” 

Looking back one sees the confidence 
of the founders in their venture. In the 
very first year they published a monthly 
magazine, “The Hoosier Bulletin.” Now 
50 years afterwards Hoosier people—re- 
telling the history of their company have 
turned to the bulletin to capture many 
contrasts and some surprising similari- 
ties of the problems of today. 


Licensed May 29, 1907 


Charles H. Brackett and Cyrus W. 
Ray founded the Hoosier Casualty Co. 
They had gained their experience in 
acccident and sickness insurance with 
the Columbian Relief Fund Association. 
Hoosier Casualty was organized as a 
mutual company and licensed in the 
State of Indiana on May 29, 1907 

3y October the “Hoosier Bulletin” 
could record that the company “was 
growing, growing rapidly too, and add- 
ing only good business. We have made 
a wonderful increase in the last 60 days.” 
By December, 1907, the Insurance De- 
partment of Indiana found Hoosier Cas- 
ualty in a sound financial condition and 
approved a request for an extension of 
business to Pennsylvania. 

Expanding business in these formative 
years caused Hoosier Casualty to move 
its premises first to 801-2 Lemcke Street, 
Indianapolis (August, 1908) and then to 
the fifth floor of the Lemcke Building, 
corner of Pennsylvania and Market 
Streets (January, 1910). Another move 
was necessary in August, 1914, despite 
signs of difficult times ahead. 

By January 1, 1908 Hoosier had issued 
2,328 policies, paid $2,057 in claims and 
had a surplus of $2,573. The compam 
progressed to the difficult days of World 
War I, and yet recorded over 65,000 
policies issued in the tenth year; claims 
paid was $368,234 and surplus recorded 
in 1917 was $85,589 


Days of World War I 


In 1917 the Hoosier Bulletin head- 





lines read: “Do Your Bit,” “Victory 
Gardens” and “Keep the Home Fires 
3urning.” The company early kept its 
finger on the pulse of world affairs, 
repeatedly stressed “The American Way 
of Life” and warned against the threat 
of socialism, and the dangers of "for- 


eign” ideologies, philosophies, and forms 
of government. It will be remembered 
that, what Chester Riley might have 


called “a most revoltin’ development,’ 
the Russian Revolution had been accom- 
plished while the struggle still raged 
in Europe! 


Weathered the 1918 Flu 


the eve of 1919 the Hoosier Bul- 
letin wrote: “Talk about epidemics, the 
‘flu’ surely did hit hard and often and 
is still raging in many localities . . . the 
claim ratio has advanced more than 
300% . even at that there is no kick 
ing from the home office, for that is just 
what the company is in business for. It 
has no mission except to pay its pol licy- 
holders. 


On 


Hoosier Becomes a Stock Company 


The 1920’s started auspiciously for 
Hoosier Casualty. In 1921 it became 
a stock company, capitalized for $100,- 
000, and that year too began writing 
automobile insurance. Progress was 
rapid and almost unchecked. On Janu 
ary 1927 assets were $388,905. On 
January 1, 1930 assets had increased to 
say 31052" 

Careful management through the diffi- 
cult years of the depression brought 
the Hoosier Casualty to be one of the 
strongest A. & H. companies in the Mid- 
dle West. A trade insurance paper wrote 


in July, 1935: “The Hoosier has never 
failed in the prompt payment of any 
loss, whether it was a cut finger or a 


train crash, and has proved itself finan- 
cially invulnerable during the recent de 
pression. e 

It was this reliability and care which 
enabled the company to keep advancing 
through three big wars and one of the 
country’s worst experiences, the depres- 
sion years of the early 1930’s. Today 
in the home office in Indianapolis are 19 
people who have spent 20 years of their 
adult life in the fine Mid-West organi- 
zation. 

In the last 25 years assets have grown 
from $592,653 to $7,713,240. Policyhold- 
ers surplus increased from $299,894 to 

$3,379,520. This growth can be taken 
as indicative of the A.&H. business, 
which is the main line of Hoosier Cas- 
ualty. 

Agents Gather to Celebrate 


This then is what brought the insur- 

ance agents to Mackinac Island, to cele- 
brate with their colleagues the achieve- 
ments of the past, and look forward to 
an even more prosperous and worth- 
while future. 
Assisting in the entertainment at 
Mackinac Island for the Indiana agents, 
and participating in business 
were Harold A. Moore, manager of the 
accident and sickness department, Henry 
W. Morris, manager of the A. & S 
Group division, Frank E, Powell, man- 
ager of A. & S. underwriting, Joe Tro- 
baugh, benefit payment division, Howard 
McChord and Robert G. Spoolstra, In 
diana fieldmen. Special features of the 
business sessions were a tape-recorded 
address by William Gove, vice-president 
of the EMC Recording Company on “A 
New Appr aisal of Selling” and a film 
strip, “People Are Our Business,” pro 
vided by the He: uth Insurance Institute, 
public relations “arm” of the Health 
Insurance Association of America 

Two streamlined morning business ses 
sions were held, with the rest of the 
time of the three-day convention given 
over to such recreational activities as 
sightseeing tours to places of interest 
on Mackinac Island, golf, swimming, fish 
ing, floor shows and dancing at the con 
vention headquarters in Grand Hotel, 
Mackinac Island 

A group of about 100 Hoosier Casualty 
agents from away-from-home states, to 
gether with their families came to Mack 





sessions 


inac to celebrate the company’s 50th 
year in. business. These agents were 
rewarded with the trip for their suc- 


TALK BY HIC VICE CHAIRMAN 
Albert V. Whitehall Tells Rotarians 


Voluntary Health Insurance Raises 
Medical Service Standards 


The ability of over two-thirds of the 
nation’s population to pay their hospital 
through health insurance 
created a demand for a higher quality 


expenses has 
of hospital care and a need for improvea 
Albert V. White- 
the Health In- 
Council, declared last week be- 
fore a meeting of the Rotary Club of At- 
lantic City, N. J. 
_ The change in the sources of " hospit: al 
income from charitable contributions to 
a paying basis, said the speaker, “has 
brought a new concept of hospital care 
the sale of service to the discriminat- 
ing purchaser.” He pointed out that with 
this change has come the need for bill- 
ing patients for the care they receive. 


accounting procedures, 
hall, 


surance 


vice chairman of 


Today, there is pressure for cost ac- 
counting, Mr. Whitehall told the Ro- 
tarians, “which is a real challenge to tne 


field of hospital accounting, and to the 
boards of trustees of community hos- 
pitals all over the country.” 

Delving into the problem of spreading 


the cost of hospital care, the speaker 
noted that Federal subsidies have been 
rejected in favor of accounting proce- 
dures to know exactly what it costs to 
care for each patient, and then to have 
each patient pay for his own. 


\s a community service and asset, the 
hospital has very definite obligations in 
the administration of its financial affairs, 


Mr. Whitehall said. He stressed that 
one of these obligations is to see that 
patients get what they pay for — and 
pay for what they get. 

The greatest problem facing hospital 


administrators today, he said, “is to know 
where the money is going to come from 
to provide this expensive care.” He felt 
it could not be done without the volun- 
tary health insurance mechanism making 
it possible for nearly every patient to 
pay for his own care. 

Mr. Whitehall said that patients who 
pay their own way will demand a higher 
quality of care than those who feel help- 
less because they lack financial control 
of the situation. As long as we eeu our 
health care sy stem on a voluntary basis,” 
he concluded, “we shall preserve 
pressures for quality.” 


those 


NEW OFFICE IN LITTLE ROCK 








Continental Casnz Compa ny, Chi 
“ago, angiounces the open 1 f a ne 
claim office in Little Rock, CI S 
Herman Ross hz tule appoir ted 
iger of the new ice, to han 
ualtv and fire cl f é npany it 
Arkansas 





cesses in a speci iness contest 








Here uin busine ess and pleasure were 
taken ir appropriate order. Receptions 
and a dinner in the Pre sidential Suite 
of the hotel were s cial fe atures Cc 
Norman Green, secretary-treasurer of 
the company, extended the official wel 
come to the agents 

Open forum-style discussions were led 
by Harold Moore who spoke on “To 
day’s A. & S. Market.” R. E. Eppich, 
assistant manager of the A. & S. de 
partment, discussed “Accident and Sick 


ness Underwriting.” A talk by William 
Gove, vice pre sident of EMC Recording, 
was presented via tape-recording rhe 








talk chosen was “Selling.’ 

Group A. & S. Manager Henry W 
Morris discussed “Group Insurance.” 
“Benefit Payment Procedures” were ex 
plained in a talk by Florence E Tay! r 
Comptroller E. C. Acree gave an tnre1 
esting view of “Agency Accounti 


“People Are Our Busi 
n shown 


The HII film 


Following 





special dinner an 


pro 


usual piece of entertainment was 
vided by Dr. Clyde Cairy of Michigan 
State University who is expert in the 
field of “mind-reading” and feats ot 
memory. Newly elected officers of the 
Hoosier Casualty General Agents Asso 
ciation were installed at the banquet 
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Fisher Reveals Secret 
Of Success in Selling 


LOYAL’S TOP GENERAL AGENT 
Regards Selling of Insurance a Worth- 
while Service to Humanity; Will to 
Work Most Important 

Luther A. Fisher, Loyal Protective's 
general agent in Reading, Pa., whose 
agency has led the company in produc- 
tion for eight consecutive years, revealed 
the secret of his success in a talk en- 
titled “Our Worthwhile Profession” 
which he gave at the recent Virginia 
Beach convention of the Loyal. 

Mr. Fisher demonstrated that 
necessary requisites for success in any 
field, especially insurance, is to love one’s 
work and to have a deep-seated convic- 
tion that “when you show a prospect he 
needs A. & S. insurance you are doing 
for him and his family a service second 
to none.” 

In his observation the men associated 
with the Loyal who consider selling of 
insurance a worthwhile service to hu- 
manity, do a fine job year after year and 
get ahead at the same time. “On the 
other hand, those who consider our pro- 
fession just another job to be done in 
order to earn a living fall into periods 
of depression, lose their enthusiasm and, 
as a consequence, get into production 
slumps,” he said. 

Mr. Fisher summarized his own sell- 
ing philosophy as follows: “To truly be- 
lieve, then to act, and then to reap the 
reward of the knowledge and satisfaction 
of the humanitarian service you are ren- 
dering is enough to give anyone in our 
field the daily impetus to get out and do. 
It alone can give us each day the amount 
of proper mental attitude and enthustasrm 
to make each of us not only successful, 
but highly successful. Of this I am 
absolutely sure because I have associates 
in my own agency who are living proof 
that it can be done.” 


Pays Tribute to Home Office 


The speaker then gave his opinion of 
Loyal Protective’s modus operandi, based 
on many years of service to the company. 
First, he had high praise for its line of 


two 


policies, “which point alone should in- 
spire any agent to want to push our 
line.” Secondly, the working contract 


offered to agents, plus the home office 
training program, spells success for any 
Loyal agent “who is willing to go out 
and work.” 

Mr. Fisher paid justified tribute to the 
home office staff, particularly Claim and 
underwriting departments, for their co- 
operation in helping agents to place bust- 
ness on the books. In summation he 
said: “Both the home office and the field 
men have their job to do in order to 
make ours a going company. This is ex- 
actly what we are doing, as our produc- 
tion records show for the past year. We 
are breaking records all the time.” 


W. R. GOODE CONVENTION MGR. 


Also Introduced to the Meeting Seven 
New Sales Leaflets Descriptive of 
New and Revised Policies 
W. Richard Goode, Loyal’s director of 
sales promotion, who did an outstanding 
job as convention manager at the Vir- 
ginia Beach gathering, was also on the 
speaking program, his subject being “The 
Eyes Have It.” He talked on the value 
of visual selling as well as introducing 
to the convention seven new sales leaf- 
lets. Four of these were revisions of pre- 
vious folders, descriptive of Loyal’s non- 
cancellable sickness and accident policies 
and its family hospital policy, which 
provides non-cancellable insurance up to 
age 60 at no increase in premium and is 

guaranteed renewable to age 70. 

_ Two other leaflets gave detailed in- 
formation on two new contracts, one of 
which is professional overhead expense 
insurance which Loyal expects to have 
on the market in most states and Cana- 
dian provinces shortly. 

Another new folder was descriptive of 
Loyal’s home protection plan, designed to 
cover 15, 20, 25 or 30 year amortized 
mortgages. 


Mrs. M. J. Ellis Talks on 
Her Responsibilities 
AS WIFE OF LOYAL AGENT 


Offers Helpful Suggestions on Family 
Routine, Mental Attitude, Social and 
Civic Interests; Cites Rewards 

One of the hits of Loyal Protective’s 
convention at Virginia Beach was the 
talk by Mrs. Melville J. Ellis of Penn- 
sauken, N. J., whose husband is one 
of the company’s successful producers 
and connected with the Harry J. Tiedeck 
Agency. Invited by President Jerome 
Powell to speak for the wives, Mrs. 
Ellis selected as her subject, “The Wife 
—Her Responsibilities and Rewards.” 
She was thrilled to be on the convention 
program. 

Mrs. Ellis said her first big respon- 
sibility came when she helped her hus- 
band some years ago to make the big 
decision as to whether or not he should 
leave a position with a nice income to 
join the Loyal Protective. “I know,” she 
remarked, “that the main reason he made 
his decision was because I promised to 
give my full cooperation.” 

Changes had to be made in the Ellis 
family’s normal routine when he became 
an insurance producer. For one thing, 
Mrs. Ellis had to get accustomed to 
many evenings alone with small chil- 
dren. “He still spends many evenings out 
selling or going to school,” she said, 
“but let’s face it — evening business is 
good business. It’s hard to keep track 
of an active insurance man, especially at 
night, so all I ask for when he gets 
home is a signed application. 


An App a Day Keeps Sheriff Away 


“The first day Mel was in the business 
he wrote five apps and we were in 
business. We talked about it until the 
wee small hours and we still do. This 
prompts me to say that signed apps of 
any amount of premiums mean the 
greatest difference in mental attitude. 
Our motto is ‘An App a Day Keeps the 
Sheriff Away.’” 

Mrs. Ellis then advised other Loyal 
Protective wives to get accustomed to 
phone calls, whether they be early in 
the morning or late at night. “Truly 
they can be upsetting, but to my mind 
they denote sales activity which creates 
a healthy condition.” In this connection, 
the speaker said it is important for the 
wife to know a little something about 
insurance when she responds to phone 
calls or receives prospective policy- 
owners, other insurance men or even a 
home official at home. 

“I do not mean to the point of selling,” 
Mrs. Ellis explained, “but you should 
know just enough so that the person 
understands you. This is your oppor- 
tunity to help cement the relationship 
between policyowner and your husbana. 
Make the most of it! Be pleasant, in- 
telligent and helpful.” 

Mrs. Ellis then told why it’s important 
that the home be presentable at all 
times and that hushands should present 
a good appearance. “The first impression 
is a lasting one,” she stressed. As to 
meals, breakfast depends upon the late- 
ness of the previous night’s engagements, 
but the dinner in her opinion should be 
a family hour. “Use it to revitalize 
your husband and as a congenial time 


for the children and yourself, Never 
use 1t for family arguments.” 
The speaker then urged that social 


and civic activities be encouraged, say- 
ing that “the contacts your husband 
makes in this way are priceless. The 
same applies to the wife. As a team 
you are creating a circle of friends which 
ultimately may lead to Loyal policy- 
owners. This has been a proven fact 
in our case.” 


Sees Many Rewards 


Mrs. Ellis closed by mentioning re- 
wards which result from insurance sell- 
ing. First is the children’s pride in their 
father’s vocation, and his own pride in 
the professional service he is rendering 
in the community. “I’m a witness that 
over 3,000 claim checks have been paid 
to my husband’s clients. Surely this 





Seen at Loyal Protective’s recent international convention: (left to right) President 
Jerome M. Powell, Ralph Ryan (Stockton, Cal. Agency), Mrs. Melville Ellis (Tie- 
deck Agency, Philadelphia and New Jersey) and Luther A. Fisher, Reading, Pa. 





is a testimony of the help that has been 
given in time of need, and it is a most 
gratifying reward. 

“Another reward, primarily my hus- 
band’s, is freedom of time. This allows 
him to develop pursuits which are in- 
teresting, such as his hobbies of sailing, 
boating; also more free time for him 
to spend with the children and myself. 

“Finally, it’s only natural for me to 
think of our family’s future security. The 
renewals that come in — and they grow 
over the years as they should — are 
really a reward of future security. It is 
my fervent hope that the business my 
husband has created — and will create 
—will be a permanent thing.” 


Sales Campaign Ends With 
Colorado Springs Meeting 


John D. Rogers, resident vice president 
of the Continental Casualty Wisconsin 
service office, was host at a four-day 
convention at the Broadmoor Hotel in 
Colorado Springs. 

The convention concluded an intensive 
six month sales campaign and, in addi- 
tion, marked the 25th anniversary of the 
opening of the company’s Milwaukee 
office and Mr. Rogers’ 25th year with 
Continental Casualty. 

The 69 qualifying producers were 
flown to Colorado Springs by chartered 
plane. 
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YOU... 


Major Medical. 


and tax planning. 


for all salesmen. 


Frank S. Vanderbrouk, President 
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Can Get FURTHER FASTER 
with MONARCH 


TRAINING — to sell Non-Cancellable, Guaranteed Renewable 
Health and Accident Insurance, and Hospital, Surgical and 


TRAINING — to sell all forms of Participating Life Insurance 
—in individual programming, Business Insurance, estate 


TRAINING — to sell Group Health and Accident, Group Life, 
and Salary Continuance Plans. 


TRAINING — to advance into management positions — Field 
Supervisor, General Agent and Home Office. 


All Monarch training is company sponsored and company 
supported — and all new men are company financed, 


Liberal retirement, group life and hospitalization benefits 


Raymond C. Swanson, Agency Vice President 


MONARCH LIFE INSURANCE COMPANY 
Springfield, Massachusetts 
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The Aetna Fieldman 
Is a Good Man to Know 


The Aetna was one of the first insurance companies to appoint agents outside its home state, 
and Aetna fieldmen always have worked in close cooperation with agents and brokers. 

Today, a high proportion of Aetna fieldmen are graduates of the Multiple Line Training 
School for Fieldmen—which covers all phases of property and casualty insurance, with special 
emphasis on the problems and viewpoint of the agent. 

The Aetna fieldman is especially qualified to help you with unusual problems—to give you 
practical suggestions on building a more profitable business. He is a good man to know. 








Meet Warren L. Wright, Manager, Manchester, N. H. 
— Warren likes music but says the only singing he does is in 
praise of the Aetna. More seriously, he believes in not 
wasting an agent’s time. When he calls he always has some- 
thing worthwhile to discuss—a new form of insurance, a 
new idea or some other constructive suggestion. Warren is a 
past President of the Mountain Insurance Field Club, in 
which organization he has held every office. At present he is 
Chairman of the Policy Revision Committee in his State 
and has lectured on fire prevention, the basic fire policy and 
inland marine coverages, throughout the State. 








Meet U. Cone Johnson, State Agent, Omaha, Neb. — 
Next to helping agents build a successful business, Cone’s 
great goal is to have a lawn free of crab grass. He feels the 
latter is the tougher challenge. Cone started his insurance 
career in an agency in his home town of Canton, Texas in 
1935. He joined the Aetna in 1943, received his C.P.C.U. 
designation in 1946 and was in the first Aetna Fieldmen’s 
Training School. After serving as special agent in Indian- 
apolis, Indiana from 1947 to 1953 and state agent in Spring- 
field, Illinois for three years, he was appointed last year to 
his present position as state agent in Omaha. 


AETNA INSURANCE GROUP 


AETNA INSURANCE COMPANY «+ THE WORLD FIRE AND MARINE INSURANCE CO. 
THE CENTURY INDEMNITY COMPANY « STANDARD INSURANCE CO. OF N. Y. 
HARTFORD, CONNECTICUT 


Clinton £. Allen, President 
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“Dwelling Package Policies benefit 
both Client and Agent” 


say Bos and Ciair DirrensaucH of Lancaster, Penna. 


“We're enthused about the modern packaging of property insurance offered by the 
Package Dwelling policies. Our policyholders enjoy broader protection, and through the 


100% Replacement Cost Coverage we are able to insure property to present value. The 


writing of one policy is more economical and convenient for premium payment to client and 


agency.” 


‘Having been ‘Exclusively Insurance Since 1904’ and with The Travelers since that date, 
we are well aware of the excellent claim service our policyholders enjoy locally. So it is 
natural that our substantial volume of Package Coverage is through The Travelers with their 
3,700 full-time claim employees providing continent-wide service and unrivalled liability 
claim know-how.” 

* 
Clair B. Diffenbaugh and Robert P. Diffenbaugh are partners in M. H. Diffenbaugh 


& Sons, a highly successful multiple-line agency founded 53 years ago. 


When you sell The Travelers Package policies you can be sure Travelers field men with 


their specialized training and wide experience stand ready to help you. 


Your nearest Travelers Fire or Casualty Manager will be happy to give you full details on 


Travelers Dwelling Package Policies. Why not call him today? 


YOU WILL BE WELL SERVED BY 


INSURANCE COMPANIES, HARTFORD 15, CONNECTICUT 
: * We ' 
All forms of personal and business insurance including TRAV 


Life + Accident + Group Fire + Marine + Automobile + Casualty + Bonds 
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